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DEC  details 
18-month 
Phase  V  plan 


Banyan  offers  potent 
new  release  of  VINES 

Stages  NetWorld  ’90  debut  of  new  operating 
system  for  symmetrical  multiprocessing  server. 


LANs  took  center  stage  at  last  week’s  NetWorld  ’90  in  steamy  Dallas. 
See  NetWorld  news  coverage  on  this  page  and  pages  2, 4, 6  and  33. 


Privacy  suit  forces  users 
to  examine  E-mail  policies 

Case  against  Epson  raises  troubling  questions. 


By  Wayne  Eckerson 

Senior  Writer 


By  Tom  Smith 

New  Products  Editor 

DALLAS  —  Digital  Equipment 
Corp.  last  week  announced  an  en¬ 
hanced  X.25  communications 
product  as  part  of  DECnet  Phase 
V,  its  implementation  of  the  OSI 
model,  and  committed  to  rolling 
out  other  Phase  V  products  over 
the  next  18  months. 

While  analysts  met  the  new 
product  announcement  with  in¬ 
difference,  some  criticized  DEC 
for  failing  to  meet  the  three-year 
Phase  V  implementation  course 
the  company  set  in  September 
1987. 

The  news  was  met  with  “ex¬ 
treme  disappointment”  by  Bud 
Huber,  manager  of  advanced  net¬ 
works  integration  at  Hughes  Air¬ 
craft  Co.  in  Long  Beach,  Calif., 
whose  strategic  direction  is  a  mi¬ 
gration  to  Open  Systems  Inter¬ 
connection. 

“I  don’t  know  how  many  more 
delays  we  have  to  go  through  be¬ 
fore  the  vendor  community  really 
gets  serious  about  doing  what 
needs  to  be  done  in  opening  up 
their  systems,”  Huber  said.  “And 
that’s  what  Phase  V  is  about  — 
open  systems.” 

While  not  conceding  the  late¬ 
ness  issue,  Audrey  Augun,  open 
networks  marketing  manager  at 
DEC  in  Merrimack,  N.H.,  admit- 
(continued  on  page  63 ) 


A  multimillion-dollar  class-ac¬ 
tion  lawsuit  filed  last  month 
against  Epson  America,  Inc.  has 
prompted  many  firms  to  take  a 
closer  look  at  their  policies  gov¬ 
erning  use  of  electronic  mail. 

The  suit,  filed  by  four  former 
employees  of  the  Torrance, 
Calif.,  company,  charges  Epson 
with  invasion  of  privacy  for  read¬ 
ing  incoming  E-mail  and  employ¬ 
ee  messages. 

Currently  pending  review  in  a 


Los  Angeles  Superior  Court,  the 
suit  seeks  $3,000  in  damages  for 
each  of  the  700  Epson  employees 
who  use  E-mail  and  at  least  2,000 
other  people  who  have  sent  elec¬ 
tronic  messages  to  Epson. 

Alana  Shoars,  one  of  the  plain¬ 
tiffs  in  the  suit  and  a  former  E- 
mail  specialist  at  Epson,  claims 
she  was  fired  last  January  for  pro¬ 
testing  her  manager’s  alleged 
habit  of  reviewing  thousands  of 
password-protected  E-mail  mes¬ 
sages  that  passed  through  a  gate- 
( continued  on  page  62 ) 


By  Laura  DiDio 

_ Senior  Editor _ 

DALLAS  —  Banyan  Systems, 
Inc.  used  the  NetWorld  ’90  con¬ 
ference  here  last  week  to  an¬ 
nounce  VINES  SMP,  a  version  of 
the  company’s  network  operat¬ 
ing  system  designed  for  file  serv¬ 
ers  with  symmetric  processors. 

VINES  SMP,  scheduled  to  ship 
this  month,  is  the  only  network 
operating  system  announced  to 
date  that  supports  the  symmetric 
operation  of  multiple  processors 
in  Intel  Corp.  80386-  and  80486- 
based  local-area  network  file 
servers. 

The  initial  version  of  VINES 
SMP,  which  will  be  compatible 
with  existing  single-processor 
versions  of  VINES,  will  run  on 
Compaq  Computer  Corp.’s  multi¬ 
processor  SystemPro  server,  said 
James  Allchin,  Banyan  vice-presi¬ 
dent  and  chief  technical  officer. 

Subsequent  versions  will  be 
made  available  for  Unix-based 
servers  such  as  those  offered  by 
AT&T,  Hewlett-Packard  Co.,  Sun 
Microsystems,  Inc.  and  others,  al¬ 
though  no  specific  plans  were  an¬ 
nounced. 

Because  it  takes  advantage 
of  symmetric  multiprocessing, 
VINES  SMP  improves  network 
performance  and  enables  a  single 


server  to  support  an  increased 
number  of  users  and  applica¬ 
tions,  Allchin  said. 

All  other  network  operating 
systems,  such  as  Novell,  Inc.’s 
NetWare  and  Microsoft  Corp.’s 
OS/2  LAN  Manager,  are  opti¬ 
mized  for  machines  with  one 
( continued  on  page  61 ) 
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Carriers  use  different 
tactics  to  service  users 


By  Daniel  Briere 

Contributing  Editor 

Customer  service  has  be¬ 
come  a  key  marketing  weapon 
in  the  continuing  bat¬ 
tle  between  the  Big 
Three  interexchange 
carriers  —  AT&T, 

MCI  Communica¬ 
tions  Corp.  and  US 
Sprint  Communica¬ 
tions  Co. 

With  the  disap¬ 
pearance  of  the  huge 
price  differentials  of 
the  early  days  of  competition, 
carriers  must  work  harder  than 


before  to  distinguish  them¬ 
selves.  With  lower  margins,  less 
manpower  and  higher  user  ex¬ 
pectations,  it’s  getting  difficult 
to  sell  long  distance. 
Carriers  are  hoping 
to  attract  users  by  de¬ 
veloping  broad  cus¬ 
tomer  service  pro¬ 
grams  that  expand 
well  beyond  the  sim¬ 
plistic  traditional 
definition  of  service 
representatives  an¬ 
swering  the  phone. 
Customer  service  is  defined 
/ continued  on  page  43 ) 


By  Ellen  Messmer 

Washington  Correspondent 

WASHINGTON,  D.C.  —  A  co¬ 
alition  of  29  major  corporations, 
user  groups,  regulators  and  ven¬ 
dors  last  week  issued  an  eleventh 
hour  plea  to  FCC  Chairman  Alfred 
Sikes  to  delay  a  final  vote  on  a 
price  cap  plan  for  local  exchange 
carriers  —  a  vote  that  could  come 
as  early  as  Wednesday. 

The  coalition,  which  includes 
the  Ad  Hoc  Telecommunications 
Users  Committee,  the  Interna¬ 
tional  Communications  Associa¬ 
tion  and  the  Tele-Communica¬ 
tions  Association,  Inc.,  claims  the 
Federal  Communications  Com¬ 
mission  has  not  clearly  explained 
how  its  price  cap  plan  for  local 
carriers  would  work.  The  FCC  has 
proposed  implementing  price 
caps  beginning  Jan.  1. 

( continued  on  page  63 ) 


Houston  30  group  to  join 
COS,  settles  on  new  name 

Fledgling  open  systems  group  becomes  User 
Alliance  for  Open  Systems;  new  leaders  elected. 


By  Wayne  Eckerson 

_ Senior  VWiter _ 

WARREN,  Mich.  —  The  Hous- 
ton  30  last  week  took  several  ma¬ 
jor  steps  designed  to  establish  the 
fledgling  group  as  an  official 
body  representing  user  interests 
in  the  open  systems  arena. 

Ending  months  of  speculation, 
the  group  —  composed  of  infor¬ 
mation  systems  and  network 
managers  from  some  of  the  na¬ 
tion’s  largest  companies  —  voted 
to  become  part  of  the  Corpora¬ 
tion  for  Open  Systems  Interna¬ 
tional  (COS)  during  a  three-day 
meeting  here. 

Representatives  said  the  move 
will  give  the  fledgling  group 
much-needed  administrative  sup¬ 


port  without  compromising  its 
mission,  which  is  to  speed  the  de¬ 
velopment  and  deployment  of 
open  systems. 

The  group  also  elected  its 
leaders,  established  fees  and 
adopted  an  official  name  —  the 
User  Alliance  for  Open  Systems 
(UAOS). 

The  new  name  replaces  the 
group’s  unofficial  Houston  30 
tag,  which  referred  to  the  number 
of  people  who  attended  the  orga¬ 
nization’s  second  meeting  in  May 
in  Houston. 

About  45  users  attended  the 
group’s  meeting  here,  where 
much  of  the  time  was  spent  brain¬ 
storming  on  ways  to  overcome 
( continued  on  page  8 ) 


Software  Publishing  intros 
client/server  application 

InfoAlliance  lets  PC  users  access  corporate  data. 


By  John  Gallant 

_ Editor _ 

DALLAS  —  Software  Publish¬ 
ing  Corp.  last  week  introduced 
what  it  calls  a  data  source  integra¬ 
tion  package  that  company  Presi¬ 
dent  and  Chief  Executive  Officer 
Fred  Gibbons  described  as  “the 
killer  application”  that  will  drive 
acceptance  of  OS/2  and  client/ 
server  computing. 

Unveiled  at  the  NetWorld  ’90 
conference  here,  the  company’s 
InfoAlliance  software  runs  on  lo¬ 
cal-area  network  workstations 
and  servers,  enabling  users  to  ac¬ 
cess  and  manipulate  information 
from  a  variety  of  sources  across  a 
corporate  network  through  a 


graphical  interface. 

In  addition  to  providing  access 
to  data,  InfoAlliance  provides  a 
number  of  report-  and  form-gen¬ 
eration  tools,  along  with  applica¬ 
tion  development  capabilities. 

The  server  portion  runs  under 
OS/2  and  can  be  used  with  Micro¬ 
soft  Corp.  LAN  Manager,  IBM  LAN 
Server  or  Novell,  Inc.  NetWare 
networks.  Novell  users  would  re¬ 
quire  Novell’s  NetWare  Request¬ 
or  for  OS/2. 

The  workstation  portion  runs 
under  OS/2  Presentation  Manag¬ 
er  but  will  be  available  for  Micro¬ 
soft  Windows  3-0  clients  in  the 
second  quarter  of  1991 • 

( continued  on  page  62 ) 


Oracle,  Compaq  unveil  SQL 
software  for  Unix  servers 


By  Laura  DiDio 

_ Senior  Editor _ 

DALLAS  —  Oracle  Corp.  and 
Compaq  Computer  Corp.  last 
week  unveiled  a  version  of  Ora¬ 
cle’s  SQL  data  base  server  soft¬ 
ware  that  runs  on  Compaq’s  Unix- 
and  80486-based  SystemPro,  as 
well  as  other  Unix  servers. 

The  Oracle  Server  for  PC  Unix, 
unveiled  at  the  NetWorld  ’90  con¬ 
ference  here,  is  designed  to  take 
advantage  of  the  symmetrical 
multiprocessing  capabilities  of 
the  Compaq  SystemPro  running 
Santa  Cruz  Operations,  Inc.’s 
SCO  Unix  System  V,  AT&T’s  Unix 
System  V  and  Interactive  Systems 
Corp.’s  versions  of  Unix. 

The  data  base  server  is  capable 


of  processing  more  than  42  tran- 
actions  per  second,  which  is  four 
times  faster  than  any  personal 
computer  data  base  server  cur¬ 
rently  available,  according  to 
Stan  Tims,  director  of  marketing 
in  Oracle’s  Unix  division. 

Oracle  Server  for  PC  Unix  is 
based  on  Version  6.0  of  the  Ora¬ 
cle  relational  data  base  manage¬ 
ment  system,  which  runs  on  more 
than  80  hardware  platforms. 

The  product  is  said  to  be  the 
first  personal  computer  local- 
area  network  data  base  server  de¬ 
signed  to  utilize  symmetical  mul¬ 
tiprocessing  capabilities.  The 
SystemPro  supports  scalable 
multiprocessing,  meaning  users 
( continued  on  page  63 ) 


Briefs 


Frame  relay  goes  public.  Sprint  Data 
Group  is  expected  to  announce  a  new  frame  relay 
service  next  week  at  Tele-Communications  Associa¬ 
tion,  Inc.’s  annual  conference  in  San  Diego.  Sprint 
Data,  the  former  Telenet  Communications  Corp., 
will  use  StrataCom,  Inc’s  IPX  FastPacket  T-l  multi¬ 
plexers  as  backbone  switches  to  support  the  service, 
which  is  expected  to  be  available  in  the  first  quarter 
of  1991 ,  sources  said.  To  access  the  service,  which  is 
said  to  be  an  efficient  means  of  supporting  such 
bursty  data  applications  as  local-area  network 
bridging,  users  will  need  a  frame  relay-compatible 
device,  such  as  a  bridge  or  router.  Vendors,  includ¬ 
ing  cicso  Systems,  Inc.,  Digital  Equipment  Corp.  and 
Vitalink  Communications  Corp.,  have  announced 
their  intention  to  provide  such  devices. 

Free  caller  ID  blocking.  Nynex  Corp.  last 
week  said  its  New  England  Telephone  and  Tele¬ 
graph  Co.  subsidiary  next  month  will  begin  offering 
a  caller  identification  blocking  feature  free  of 
charge  to  customers  in  Vermont.  Vermont  is  the 
only  state  in  Nynex’ s  territory  where  caller  ID  is  of¬ 
fered.  The  new  feature  will  enable  customers  to  hide 
their  identification  from  users  with  caller  ID  by 
punching  “*67,”  on  push-button  phones  or  dialing 
“1167”  on  rotary  phones.  The  letter  “P”  or  the 
word  “private”  will  be  displayed  on  the  caller  ID  us¬ 
ers’  phones. 

DEC  to  get  SNA  control.  Digital  Equip¬ 
ment  Corp.  and  Systems  Center,  Inc.  last  week  an¬ 
nounced  they  will  jointly  develop,  market  and  sup¬ 
port  products  that  will  enable  users  of  DEC’S  VAX- 
based  DEC  Management  Control  Center  (DECmcc) 
to  monitor  and  control  IBM  Systems  Network  Archi¬ 
tecture  networks.  This  will  be  made  possible  by  in¬ 
troducing  products  that  enable  DECmcc  to  commu¬ 
nicate  bidirectionally  with  both  Net/Master, 
Systems  Center’s  SNA  management  product,  and 
NetView,  IBM’s  SNA  management  product.  Both 
companies  declined  to  disclose  product  specifics. 

AT&T  to  resell  SS7  services.  AT&T  last 
week  introduced  Virtual  Signaling  Network  (VSN),  a 
service  that  will  allow  independent  telephone  com¬ 
panies  to  use  AT&T’s  Signaling  System  7  (SS7)  net¬ 
work  to  offer  advanced  calling  services.  VSN  is  tar¬ 
geted  at  telephone  companies  that  want  SS7 


benefits  —  such  as  faster  call  setup  and  the  ability  to 
verify  calling  card,  collect  and  third-party  calls  — 
but  cannot  justify  the  expense  of  building  their  own 
out-of-band  signaling  networks.  VSN  is  due  out  early 
next  year. 

MCI  Vnet  goes  global.  MCI  Communica¬ 
tions  Corp.  last  week  said  it  will  begin  offering  in 
November  an  international  Vnet  virtual  network 
service  between  the  U.S.  and  the  U.K..  The  service, 
which  interconnects  Vnet  in  the  U.S.  with  British 
Telecommunications  PLC’s  International  Feature- 
Net  in  the  U.K.,  will  be  tested  next  month  by  two 
large  Vnet  customers  in  the  U.S.,  a  major  airline  and 
a  national  publishing  company.  MCI  declined  to  re¬ 
veal  the  identity  of  the  customers. 

Doelz  finds  a  home.  Timeplex,  Inc.  last 
week  announced  it  is  acquiring  Doelz,  Inc . ,  in  part  to 
gain  the  engineering  expertise  it  will  need  to  devel¬ 
op  its  next-generation  cell  relay  multiplexers  (see 
“Timeplex  muxes  to  support  frame  relay,”  page 
62).  Doelz  makes  the  Esprit  One,  a  high-speed  virtu¬ 
al  circuit  switch,  and  the  Elite  One,  a  network  con¬ 
centrator.  Timeplex  said  it  will  continue  to  market 
and  support  the  products. 

One  trading  net  bows,  other  delayed. 

The  New  York  Stock  Exchange  (NYSE)  last  week  an¬ 
nounced  plans  to  begin  supporting  two  electronic 
trading  sessions  after  normal  NYSE  trading  hours. 
One  session  will  run  from  4:15  p  m.  to  5  p.m.  and 
will  be  used  to  automatically  execute  trades  at  the 
closing  price  that  day.  The  other  will  be  used  to  exe¬ 
cute  certain  program  trades  and  will  run  from  4:15 
p.m.  to  5: 1 5  p.m.  In  both  instances,  buy  and  sell  or¬ 
ders  will  be  routed  over  existing  network  links  from 
brokerage  firms  to  NYSE  computers,  where  custom¬ 
ized  NYSE  software  will  process  the  transactions. 

Separately,  the  Chicago  Mercantile  Exchange 
last  week  announced  that  the  launch  of  its  Globex 
after-hours,  electronic  trading  system  will  be  de¬ 
layed  until  the  first  quarter  of  1991-  Globex  was 
originally  scheduled  to  be  on-line  in  the  first  quarter 
of  1989-  The  launch  was  delayed  until  November  of 
this  year  in  order  to  bring  the  Chicago  Board  of 
Trade  into  the  network.  Now  difficulties  modifying 
software  and  net  facilities  to  support  extra  trading 
volumes  have  pushed  the  launch  back  further. 
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If  you’re  trying  to  access  SDLC  or  3270  applications 
from  multiple  sites,  US  Sprint®  gives  you  some  real 
alternatives  to  choose  from.  So  you  can  have  a  network  that 
fits  the  exact  needs  of  your  business.  Instead  of  a  network 
that  was  designed  to  fit  the  needs  of  your  long  distance 
carrier. 

For  small-  to  medium-sized  networks,  Multidrop  Plus* 
gives  you  complete  flexibility.  Since  it  uses  Sprint’s 
advanced  switching  technology,  you  can  configure  your  net¬ 
work  based  on  traffic  profiles  instead  of  geography.  Which 
helps  you  optimize  your  network’s  overall  performance. 

And  when  you  want  to  reconfigure  the  network,  it’s  a  simple 
software  change.  Instead  of  a  30-day  piece  of  re-engineering. 

Since  each  site  has  independent  access  to  the  network, 
this  architecture  is  also  the  most  reliable.  And  our  auto¬ 
matic  rerouting  and  line  back-up  options  make  it  even  more 
dependable. 

For  larger  networks,  there’s  our  Multidrop  Clearlme* 
This  traditional  multidrop  service  is  the  most  cost-effective 


solution,  overall.  And  like  Multidrop  Plus,  it’s  based  on  the 
only  nationwide,  100%  digital,  100%  fiber  optic  network. 

So  you  get  the  most  accurate  transmission.  And  the  most 
protection  for  critical  data. 

When  you  work  with  US  Sprint,  we  give  you  a  single¬ 
vendor  source  for  design,  implementation,  and  management  of 
your  multidrop  solutions,  end-to-end.  And  experience  gamed 
by  operating  SprintNet,  the  largest  public  data  network  in 
the  world.  (In  the  past,  you  knew  it  as  Telenet?) 

If  you'd  like  to  know  how  our  multidrop  solutions  fit 
your  environment,  just  call  1-800-326-5694.  In  just  a  few 
minutes,  you’ll  have  complete  information  in  your  fax  machine. 
Or  call  1-800-835-3638  to  talk  with  a  Sprint  representative. 
And  you’ll  see  how  easy  it  is  to  make  a  choice. 

Because  now  you  actually  have  one. 


US  Sprint « 


IT’S  A  NEW  WORLD!” 


©  US  Sprint  Communications  Company  Limited  Partnership.  ®  The  Right  Choice  is  a  registered  trademark  of  AT&T 


Federal  court  may  order 
FCC  to  reexamine  Tariff  12 

May  overturn  FCC’s  approval  of  custom  net  deals. 


By  Anita  Taff 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  A  U.S. 
appeals  court  may  be  poised  to 
overturn  the  Federal  Communi¬ 
cations  Commission’s  decision 
allowing  AT&T  to  offer  Tariff  12 
custom  network  deals. 

A  three-judge  panel  of  the  U.S. 
Court  of  Appeals  for  the  District 
of  Columbia  Circuit  last  week 
heard  final  arguments  in  an  ap¬ 
peal  of  that  FCC  decision  filed  by 
the  Independent  Data  Communi¬ 
cations  Manufacturers  Associa¬ 
tion,  Inc.,  MCI  Communications 
Corp.  and  US  Sprint  Communica¬ 
tions  Co.  in  November  1989. 

Two  of  the  judges  indicated 
that  they  agreed  with  the  appel¬ 
lants’  arguments  that  the  FCC 
erred  in  reaching  its  Tariff  1 2  de¬ 
cision  and  asked  attorneys  to  ex¬ 
plain  the  consequences  of  send¬ 
ing  the  matter  back  to  the 
commission  for  reconsideration. 

If  the  FCC’s  April  1989  deci¬ 
sion  is  overturned  by  the  court, 
the  commission  will  have  to  re¬ 
open  its  investigation  of  the  con¬ 
troversial  tariff,  a  move  that 
would  cast  a  pall  of  legal  uncer¬ 
tainty  over  the  nearly  65  Tariff 
1 2  deals  AT&T  has  filed  to  date. 

Existing  Tariff  12  customers 
would  likely  be  allowed  to  contin¬ 
ue  receiving  service  under  their 
contracts  while  the  investigation 
is  under  way. 


The  appeal  is  based  largely  on 
the  question  of  whether  Tariff  1 2 
allows  AT&T  to  discriminate 
among  customers  of  similar  ser¬ 
vices,  which  is  prohibited  by  the 
Communications  Act  of  1934.  In 
its  ruling,  the  FCC  found  that  Tar¬ 
iff  1 2  was  substantially  different 
from  AT&T’s  other  offerings. 

The  parties  appealing  the  de¬ 
cision  say  the  only  difference 
among  the  service  offerings  is  the 
lower  price  of  services  provided 
under  Tariff  12.  They  claim  that 
the  FCC’s  review  was  superficial 
and  it  failed  to  pinpoint  any  mate¬ 
rial  differences  between  Tariff  1 2 
and  existing  services. 

John  Ingle,  deputy  associate 
general  counsel  for  the  FCC,  told 
the  judges  that  Tariff  1 2  packages 
stand  apart  from  other  offerings 
because  AT&T  provides  a  sub¬ 
stantial  level  of  coordination  in 
designing  and  managing  the  net¬ 
work.  He  added  that  Tariff  12 
packages  are  also  different  due  to 
the  fact  that  the  terms  and  com¬ 
mitments  are  fixed. 

But  MCI’s  attorney,  Anthony 
Epstein,  questioned  whether 
AT&T’s  coordination  role  in  Tar¬ 
iff  12  is  any  different  than  the 
role  AT&T  has  always  played  in 
helping  customers  tie  services 
from  separate  tariffs  into  one 
network.  “That  [help  has]  hap¬ 
pened  before  Tariff  1 2  and  after 
Tariff  12;  the  only  thing  that 


changed  was  price,”  Epstein  said. 

The  judges  seemed  convinced 
by  the  argument  that  the  primary 
difference  between  Tariff  1 2  and 
component  services  is  cost.  This 
puts  the  FCC  in  a  precarious  legal 
position  because  earlier  cases 
have  found  that  pricing  alone 
does  not  make  a  service  unique. 

“You  make  a  powerful  argu¬ 
ment  that  the  FCC  took  into  ac¬ 
count  cost,  which  our  opinion 
[from  a  previous  case]  says  they 
cannot  do,”  U.S.  Circuit  Judge 
Laurence  Silberman  told  MCI’s 
Epstein. 

“[It]  would  be  utterly  absurd 
to  say  it’s  not  the  same  service 
[just]  because  it’s  offered  at  a  dif¬ 
ferent  price,”  Silberman  told  In¬ 
gle  later  in  the  proceeding. 

U.S.  Circuit  Judge  Harry  Ed¬ 
wards  also  told  Ingle,  “It  appears 
that  the  commission  relied  on 
[pricing],  and  now  you’re  trying 
to  back  away  from  it.” 

David  Carpenter,  an  attorney 
for  AT&T,  argued  that  price  was 
not  the  key  difference.  “The  ar¬ 
gument  that  the  FCC  relied  on 
price  differences  is  just  false,”  he 
said.  “Customers  say  over  and 
over  again  that  these  are  two  fun¬ 
damentally  different  ways  of  do¬ 
ing  business.” 

He  agreed  with  the  FCC’s  find¬ 
ing  that  the  fixed  nature  of  the 
contracts,  with  term  and  volume 
commitments,  makes  Tariff  12 
different.  In  addition,  Carpenter 
said  users  were  more  concerned 
with  rate  stability  under  Tariff  1 2 
than  lower  prices. 

Silberman  responded  by  say¬ 
ing,  “You  don’t  mean  to  say  that  a 
customer  would  take  a  stable 
( continued  on  page  61) 


Timeplex  adds  ISDN  link, 
upgrades  TimeView/2000 


By  Paul  Desmond 

_ Senior  Editor _ 

NEW  YORK  —  Timeplex,  Inc. 
last  week  introduced  net  manage¬ 
ment  enhancements  for  its 
Link+  family  of  T-l  multiplex¬ 
ers  and  an  ISDN  gateway  that 
works  with  any  vendors’  equip¬ 
ment. 

Timeplex’s  ISDN  Gateway 
Server  (IGS)  is  a  stand-alone 
multiplexing  and  conversion  de¬ 
vice  designed  to  let  users  attach 
an  array  of  voice  and  data  com¬ 
munications  equipment  to  an  In¬ 
tegrated  Services  Digital  Network 
Primary  Rate  Interface  (PRI). 

The  company  said  the  IGS  will 
enable  customers  who  have  built 
private  T-l  backbones  to  supple¬ 
ment  the  networks  with  public 
switched  ISDN  facilities,  creating 
hybrid  nets. 

The  IGS  comes  in  two  models. 
The  Model  16,  which  uses  the 
same  chassis  as  Timeplex’s  mi- 
croLink/2+  multiplexer,  sup¬ 
ports  up  to  four  I/O  modules;  the 
Model  44  uses  the  miniLink/2  + 
chassis  and  supports  1 1  I/O  mod¬ 
ules. 


The  number  of  data  or  voice 
channels  supported  varies  de¬ 
pending  on  the  modules  used,  but 
Timeplex  said  that  up  to  96  local 
channels  can  contend  for  the  23 
64K  bit/sec  bearer  channels  in 
the  PRI  link. 

All  the  I/O  modules  are  the 
same  as  those  supported  by  the 
Link+  multiplexer  family,  said 
James  Babcock,  Timeplex’s  vice- 
president  of  product  manage¬ 
ment.  That  will  make  it  easier  to 
incorporate  the  function  of  the 
IGS  into  the  Link  multiplexer. 

Some  competing  vendors,  in¬ 
cluding  General  DataComm,  Inc. 
and  Newbridge  Networks,  Inc.  — 
which  offers  a  proprietary  D 
channel  on  its  PRI  link  —  have 
opted  to  integrate  ISDN  support 
directly  into  the  multiplexer. 

Bob  Kinderlehrer,  senior 
product  marketing  manager  at 
Timeplex,  said  that  while  the 
company  intends  to  integrate  PRI 
support  into  the  Link+  family,  it 
saw  the  need  to  offer  the  IGS  in 
the  interim.  The  product  can  also 
be  employed  by  users  with  no 
Timeplex  equipment,  he  added. 


James  Fiedler,  a  Timeplex  ex¬ 
ecutive  vice-president,  said  he  ex¬ 
pects  the  product  to  be  used  by 
carriers  to  offer  ISDN  services 
and  to  be  resold  by  carriers  as 
part  of  an  ISDN  package. 

The  IGS  has  been  successfully 
tested  for  compatibility  with  cen¬ 
tral  office  switches  from  AT&T 
and  Northern  Telecom,  Inc.  In 
addition,  it  has  passed  ISDN  test¬ 
ing  with  a  number  of  state-run 
telephone  companies,  including 
Japan’s,  Fiedler  said. 

Scheduled  for  availability  in 
November,  the  IGS  Model  16 
ranges  from  $12,500  to  $19,500, 
depending  on  configuration, 
while  the  Model  44  is  priced  be¬ 
tween  $15,000  and  $24,000. 

TimeView  face  lift 

Timeplex  also  announced  that 
its  TimeView/2000  net  manage¬ 
ment  system  for  the  Link+  mul¬ 
tiplexer  family  will  now  run  on  a 
Sun  Microsystems,  Inc.  Scalable 
Processor  Architecture  (SPARC) 
workstation.  The  SPARC  plat¬ 
form  will  provide  30%  to  100% 
faster  processing  than  the  Sun 
386i  currently  used  to  support 
TimeView/2000,  Babcock  said. 

The  increased  power  will  help 
support  future  enhancements,  in¬ 
cluding  the  ability  to  use  multiple 
( continued  on  page  62 ) 


LAN  vendors  back  group 
to  set  up  benchmark  tests 


By  Salvatore  Salamone 

_ Features  Writer _ 

DALLAS  —  Top  LAN  suppliers 
last  week  showed  their  support 
for  the  fledgling  Performance 
Testing  Alliance  (PTA),  an  ad  hoc 
group  of  users,  vendors  and  test¬ 
ing  organizations  formed  to  de¬ 
velop  standard  benchmarking 
tests  for  LAN  products. 

Representatives  of  Banyan 
Systems,  Inc.,  cisco  Systems, 
Inc.,  IBM,  Novell,  Inc.,  3Com 
Corp.  and  Wellfleet  Communica¬ 
tions,  Inc.  took  part  in  the  PTA’s 
first  meeting,  which  was  held  in 
conjunction  with  the  NetWorld 
’90  show  here. 

At  the  meeting,  the  PTA  set  up 


task  forces  that  will  establish 
benchmark  test  suites  for  a  vari¬ 
ety  of  local-area  network  prod¬ 
ucts,  including  servers,  network 
interface  cards,  bridges/routers, 
network  operating  systems,  and 
application  and  other  tools. 

The  theme  that  echoed 
throughout  the  meeting  was  that 
users  and  vendors  need  bench¬ 
mark  tests  that  are  universally  ac¬ 
cepted. 

“Although  there’s  much 
benchmark  testing  being  done  to¬ 
day,  there’s  no  way  to  directly 
compare  products  evaluated  in 
different  tests,”  said  panelist 
Gary  Gunnerson,  manager  of 
( continued  on  page  8 ) 


NW,  NetWorld  celebrate 
ENNE  Award  honorees 


DALLAS  —  Enterprising  net¬ 
work  users  were  honored  at 
the  second-annual  Enterprise 
Network  Excellence  (ENNE) 
Awards  celebration  at  last 
week’s  NetWorld  ’90  confer¬ 
ence  here. 


PHOTOS  COURTESY  OF  BURKHOLDER  PHOTOGRAPHIC 


UPS’  Mark  Dodge  (I.)  accepts 
award  from  NMI’s  Howard  Frank. 

The  ENNE  Awards,  cospon¬ 
sored  by  Network  World  and 
NetWorld  ’90,  honor  companies 
that  have  improved  business  op¬ 
erations  through  the  innovative 
combination  of  computer  and 
network  technologies. 

This  year’s  winners  were  se¬ 
lected  from  175  award  nomina¬ 
tions  by  a  15-member  judging 
panel  that  included  representa¬ 
tives  from  the  user,  consulting 
and  vendor  communities. 

User  awards  are  bestowed  in 
four  categories  based  on  net¬ 
work  size. 

An  award  is  also  given  to  a 
systems  integrator  that  spear¬ 
headed  installation  of  an  out¬ 
standing  network. 

Pioneer  Award 

There  is  also  a  Pioneer 
Award  presented  to  a  leader  in 
the  enterprise  networking  in¬ 
dustry.  This  year’s  winner  was 
Ralph  Ungermann,  president  of 
Ungermann-Bass,  Inc. 

Winners  in  the  other  catego¬ 
ries  were: 


■  Global  Network  Award:  Unit¬ 
ed  Parcel  Service  of  Paramus, 
N.J.  UPS  was  nominated  by  No¬ 
vell,  Inc. 

■  National  Network  Award:  CSX 
Technology  of  Jacksonville, 
Fla. ,  which  was  nominated  by  it¬ 
self,  AT&T,  Banyan  Systems, 
Inc.  and  IBM. 

■  Regional  Network  Award 
(two  winners):  Aerospatiale, 
France  of  Paris  and  The  World 
Bank,  based  in  Washington, 
D.C.  Aerospatiale  was  nominat¬ 
ed  by  Ungermann-Bass  S.A.  The 
World  Bank  was  nominated  by 
Network  Management,  Inc. 

■  Single-Site  Network  Award: 
Allegheny-Ludlum  Steel  Corp. 
of  Brackenridge,  Pa.,  nominat¬ 
ed  by  Westinghouse  Commu¬ 
nications.  Allegheny-Ludlum 


UB’s  Ralph  Ungermann  (I.) 
with  NW  President  Gary  Beach 


Steel  was  also  honored  with  an 
ENNE  Award  in  1989- 
■  Enterprise  Integrator  Award 
(two  winners):  Champagne  Mi¬ 
cro  Products  of  Baton  Rouge, 
La.,  nominated  by  Networth, 
Inc.,  and  ITT  Commercial  Cred¬ 
it  Corp.  of  Clayton,  Mo.,  nomi¬ 
nated  by  ITT  Commercial  Fi¬ 
nance. 

The  ENNE  Awards  program  is 
coordinated  by  The  Corporate 
Promotions  Group,  based  in 
New  York. 

For  more  information  about 
the  program  call  (212)  983- 
4965.  □ 
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Don’t  look  now,  but  there’s  something 

moving  on  your  desk. 


audio,  dazzling  still  images,  even  special 
effects,  as  well  as  text,  graphics  and  other  data. 
Then,  you  can  edit  and  present  it  in  any  com¬ 
bination  you  like  right  on  your  PS/2  screen, 
share  it  with  a  network  or  project  it  on  a  wall. 
Its  impressive,  but  don’t  take  our  word  for  it — 
IBM’s  Audio  Visual  Connection  received 
PC  Magazine’s  Technical  Excellence  Award 
for  1989. 

Another  exciting  multimedia  product 
is  the  IBM  M-Motion  Video  Adapter/A? 
Coupled  with  the  power  of  Micro  Channel, 
it  lets  you  incorporate  full-motion  video  and 
high-quality  sound  from  sources  like  video 
disks,  VCRs  and  video  cameras,  digitize 
them,  and  display  them  in  an  endless 


Do  It  All.  All  At  Once. 


With  a  PS/2  with  Micro  Channel,  you 
can  start  using  some  hot  products  right  now. 
One  is  IBM’s  Audio  Visual  Connection." 

It’s  both  a  software  and  a  hardware  tool  that 
allows  your  PS/2  to  import  high-quality 


array  of  formats.  And  for 
software  developers,  there  are 
Action  Media™ 
cards,  which 
use  the  latest 
DVI™  Technol¬ 
ogy,  allowing 
full- motion  video 
and  analog  sound  to  be  compressed, 
digitized,  stored  on  a  hard  or  optical 
disk  and  played  back  in  real  time. 


You’ve  Already  Got 
The  Best  Seat  In  The  House. 


Best  of  all,  you  can  do  it  all  today 
with  the  Micro  Channel  PS/2s  you’ve 
already  got.  No  special  monitors  to 
buy.  And  you’ll  be  perfectly  poised 
for  tomorrow’s  most  exciting 
multimedia  technology,  like  inter¬ 
active  touch  displays  and 
much  more.  Contact  your  IBM 
Authorized  Dealer  or  IBM 
marketing  representative. 

Call  1 800  255-0426, 
ext.  84,  for  a  free 
video  cassette  or  a 
dealer  near  you. 
Your  desk  will 
never  be  the 
same. 


For  a  free  PS/2  MultiMedia  demonstration 
videocassette  call  1  800  255-0426,  ext.  84 
or  send  this  completed  coupon  to:  IBM  Corporation 
P.O.  Box  92835,  Rochester,  NY  14692 

Name _ 


Title- 


.Phone. 


Company- 

Address— 


.  State  _ 


□  If  you  are  a  software  developer,  check  here. 


How’re  you 
going  to  do  it? 

PS/2  it! 


IBM  Personal  System/2 ®s 
with  Micro  Channel™  on  desks 
everywhere  are  starting  to 
exhibit  some  pretty  wild  and 
wonderful  tendencies.  They’re 
creating  incredible  on-screen 
presentations.  Interactive  tu¬ 
torials  with  full- motion  video 
and  stereo  sound.  Graphics, 
text  and  animation  in  harmon¬ 
ious  coexistence.  What  makes 
it  all  possible  is  the  multi- 
media  capability  of  the 
IBM  PS/2®  with  Micro  Channel. 


MicroChannel 
Makes  It  Look  Easy. 


The  PS/2  itself  is 
designed  to  put  multimedia 
applications  to  their  best 
use.  Micro  Channel  has 
always  given  the  PS/2 

capabilities.  But  in  multi - 
media  it  really  gets  a 
chance  to  shine.The  multi  - 
lane  highway  design 
of  Micro  Channel 
Architecture  is 
perfect  for  pro¬ 
cessing  complex 
multimedia 
applications.  Most 
conventional  PCs  just 
don’t  have  the  power  or 
the  data  paths  to  do  it  at 
all.  Plus,  Micro  Channel 
in  the  PS/2  lets  you  use 
the  new  IBM  CD-ROM 
that  gives  you  the  storage 
equivalent  of  over  400  diskettes  on  a  single  CD 
so  you  can  have 
access  to  all  kinds 
of  data -intensive 
material  like  clip 
art  and  digital 
stereo  sound. 


extremely  fast  data  rates 
and  better  multitasking 


1 


IBM.  Personal  System/2  and  PS/2  are  registered  trademarks  and  Micro  Channel.  Audio  Visual  Connection  and  M- Mot  ion  Video  Adapter/A  are  trademarks  of  International  Business  Machines  Corporation.  Action  Media  cards  are  a  collaborative  effort  between  IBM  and  Intel.  DVI  and  ActionMedia  are  trademarks  of  Intel  Corp  ©  1990  IBM  Corp. 


Bevy  of  low-end  lOBaseT 
products  debut  at  NetWorld 

Arcnet,  LAN  hub  mart  leaders  join  release  march. 


By  Tom  Smith 

New  Products  Editor 

DALLAS  —  Last  week’s 
NetWorld  ’90  here  witnessed  the 
introduction  of  a  flurry  of  new 
unshielded  twisted-pair  Ethernet 
products  front  vendors  including 
SynOptics  Communications,  Inc. 
and  Cabletron  Systems,  Inc.,  both 
of  which  introduced  low-end 
lOBaseT  hubs. 

In  addition,  Standard  Micro¬ 
systems  Corp.,  a  leading  Arcnet 
interface  board  and  hub  supplier, 
made  its  entry  into  the  lOBaseT 
arena  with  personal  computer  in¬ 
terface  boards  and  a  low-end  hub 
device. 

The  announcements  under¬ 
score  the  growing  acceptance 
among  vendors  —  and  the  de¬ 
mand  among  users  —  for  Ether¬ 
net  local-area  networks  that  run 


U sers  can  deploy  the 
new  SNMP-based 
LattisNet  Basic  Ethernet 
Network  Management 
system,  which  supports 
mapping  of  the  network. 

▲  ▲▲ 


over  telephone-type  wiring. 

SynOptics,  whose  high-end 
LattisNet  3000  hub  already  sup¬ 
ports  lOBaseT,  introduced  two 
low-end  hubs  as  well  as  a  Simple 
Network  Management  Protocol 
(SNMP)-compliant  management 
system  designed  to  work  with  one 
of  the  new  hubs. 

The  company’s  new  LattisNet 
2800  lOBase-T  Workgroup  Con¬ 
centrator  has  12  ports  for  con¬ 
nection  of  local-area  network 
nodes  over  unshielded  twisted¬ 
pair  cable. 


It  also  has  a  single  attachment 
unit  interface  (AUI)  port  for  con¬ 
nection  to  Ethernets  based  on 
other  types  of  media,  for  daisy- 
chaining  2800s  together  or  for 
linking  the  2800  to  larger  SynOp¬ 
tics  hubs. 

The  firm’s  other  new  low-end 
hub,  the  LattisNet  2310  lOBase-T 
Area  Concentrator,  supports  36 
connections  to  lOBaseT  nodes 
and  a  single  AUI  port  for  connec¬ 
tion  to  other  networks  and  hubs. 

Although  both  new  hubs  can 
be  linked  to  larger  hubs  via 
bridges  or  repeaters,  the  2800  is 
designed  primarily  as  a  stand¬ 
alone  unit  and,  therefore,  pro¬ 
vides  minimal  management  func¬ 
tionality.  It  has  LED  indicators 
that  allow  users  to  perform  basic 
monitoring. 

The  2310  offers  two  manage¬ 
ment  options.  It  can  be  con¬ 
trolled  from  SynOptics’  DOS- 
based  LattisNet  Standard  Ether¬ 
net  Network  Management  system 
running  on  the  LattisNet  3000. 
That  system  automatically  gener¬ 
ates  a  map  of  the  topology  of  the 
entire  net,  while  also  providing 
physical-layer  performance  and 
diagnostic  information. 

Alternatively,  users  can  de¬ 
ploy  the  new  SNMP-based  Lattis¬ 
Net  Basic  Ethernet  Network  Man¬ 
agement  system,  which  also 
supports  mapping  of  the  net¬ 
work,  but  a  user  must  manually 
create  that  map. 

SNMP  allows  users  to  perform 
configuration  and  fault  monitor¬ 
ing,  as  well  as  receive  statistics  on 
network  performance  and  errors. 

The  LattisNet  2310  and  2800 
are  expected  to  be  available  with¬ 
in  60  days. 

The  2310  costs  $12,495  with 
LattisNet  Standard  Ethernet  Net¬ 
work  Management  and  $9,995 
with  LattisNet  Basic  Ethernet  Net¬ 
work  Management.  The  2800 
costs  $1,795. 

Cabletron  also  introduced 
low-end  lOBaseT  hubs  with  and 


Correction:  The  following 
companies  and  products  should 
have  been  including  in  the  arti¬ 
cle  on  voice  messaging  (“Voice 
mail  systems  save  users  time 
and  money,”  NW,  Aug.  27). 

Voicemail  International, 
Inc.,  of  Santa  Clara,  Calif.,  of¬ 
fers  Voicemail  II,  a  stand-alone 
voice-messaging  system  com¬ 
patible  with  major  PBX  and 
Centrex  switches.  The  system 
accommodates  up  to  24,000 
voice  mailboxes,  has  a  maxi¬ 
mum  greeting  length  of  30  min¬ 
utes  and  handles  as  many  as 
256  simultaneous  users.  The 
unit  stores  up  to  1 ,000  hours  of 
messages  and  stamps  each  mes¬ 
sage  with  the  time  and  date. 


Other  features  allow  users  to 
broadcast  messages  to  multiple 
extensions,  tag  a  call  as  urgent 
and  activate  pagers  when  a  mes¬ 
sage  is  received.  Voicemail  II 
prices  start  at  $55,000. 

VMX,  Inc.,  of  San  Jose,  Calif., 
offers  the  VMX  5000  stand¬ 
alone  voice-messaging  system, 
compatible  with  most  major 
PBXs.  The  VMX  5000  supports 
up  to  30,000  mailboxes,  has  a 
maximum  greeting  length  of 
five  minutes  and  accommodates 
a  maximum  of  64  simultaneous 
users.  System  features  include 
date  and  time  stamping,  broad¬ 
cast  messages,  delayed  delivery 
and  pager  notification.  Pricing 
starts  at  $100,000. 


without  SNMP  network  manage¬ 
ment.  It  varies  from  SynOptics’ 
product,  however,  in  the  number 
of  ports  supported. 

Cabletron’s  new  hubs  are  the 
nonmanageable  MRX  and  the 
manageable  MRXI,  both  of  which 
have  12  ports  for  lOBaseT  LAN 
node  connections  and  two  ports 
for  connecting  to  other  media  or 
hubs. 

Cabletron’s  high-end  Multi- 
Media  Access  Center  hub  already 
supports  lOBaseT. 

The  MRX,  like  the  SynOptics 
2800,  supports  only  diagnostic 
LEDs.  The  MRXI,  however,  can  be 
managed  using  Cabletron’s  LAN- 
view  network  management  sys¬ 
tem,  which  is  offered  in  both  DOS 
and  Unix  implementations.  Both 
versions  support  SNMP. 

MRX  and  MRXI  are  expected  to 
ship  within  45  days.  MRX  costs 
$1,400  and  MRXI  is  priced  at 
$2,200. 

Standard  Microsystems 

Standard  Microsystems  Corp. 
rolled  out  its  first  lOBaseT  offer¬ 
ings,  including  personal  comput¬ 
er  interface  cards  and  a  low-end 
hub. 

The  8-  and  1 6-bit  interfaces, 
known  as  the  3008TP  and 
3016TP,  are  designed  for  Indus¬ 
try  Standard  Architecture  per¬ 
sonal  computers.  They  cost  $325 
and  $395,  respectively,  and  are 
available  now. 

The  company  plans  to  intro¬ 
duce  a  lOBaseT  interface  for  Mi¬ 
cro  Channel  Architecture  person¬ 
al  computers,  the  3016TP/MC,  in 
October.  It  will  cost  $450. 

Standard  Microsystems  also 
unveiled  the  3508TP,  an  eight- 
port  lOBaseT  hub  with  LEDs  for 
diagnostics  and  status  indicators. 
The  hub  also  supports  connection 
to  other  hubs  or  Ethernets  based 
on  other  types  of  media.  The 
3508TP,  available  now,  sells  for 
$1,195.  □ 


NET  makes  another  run  at 
T-l  mart  with  ADNX  line 

By  Bob  Brown 

Senior  Editor 

REDWOOD  CITY,  Calif.  — 

Having  misfired  on  its  first  at¬ 
tempt  to  penetrate  the  market  for 
low-end  T-l  multiplexers,  Net¬ 
work  Equipment  Technologies, 

Inc.  (NET)  is  ready  to  try  again 
with  the  expected  introduction 
today  of  a  new  lower  priced 
“feeder  mux.” 

The  new  Access  Digital  Net¬ 
work  Exchange  (ADNX)/48  Inte¬ 
grated  Access  Manager  is  said  to 
be  the  first  in  a  series  of  offerings 


ogy  and  purchased  the  manufac¬ 
turing  rights  for  the  ADNX/48 
from  Coastcom,  a  Concord, 
Calif. -based  firm. 

The  ADNX/48  can  be  config¬ 
ured  to  support  a  single  64K  bit / 
sec  wide-area  network  link  or  as 
many  as  two  fully  loaded  T-l 
lines.  On  the  local  side,  the 
ADNX/48  supports  a  wide  range 
of  voice  and  data  interfaces. 

The  ADNX/48  is  not  based  on 
NET’S  proprietary  architecture, 
which  means  that  it  can  serve  as  a 
feeder  node  into  other  vendors’ 


i  c 


T,  ADNX/48  does  what  the  IDNX/1 0  was 
supposed  to  do,”  Cochran  said. 


▲  ▲▲ 


under  the  newly  formed  ADNX 
product  line.  The  ADNX/48, 
which  supports  a  maximum  of 
two  T-l  trunks,  is  designed  to  let 
users  extend  their  networks  to  re¬ 
mote  company  locations. 

Although  the  company  says 
the  ADNX/48  is  intended  to  com¬ 
plement  the  more  expensive  low- 
end  Integrated  Digital  Network 
Exchange  (IDNX)/10  introduced 
in  April  1989,  analysts  say  the 
ADNX/48  is  essentially  a  re¬ 
placement  for  that  box. 

“The  ADNX/48  does  what  the 
IDNX/10  was  supposed  to  do,” 
said  Rosemary  Cochran,  a  princi¬ 
pal  at  Vertical  Systems  Group,  a 
Dedham,  Mass.-based  consulting 
and  market  research  firm.  “It  fills 
a  deficiency  that  NET  had.” 

NET  has  licensed  the  technol- 


T-l  backbones  as  well. 

It  also  means  that  the 
ADNX/48  cannot  be  managed 
under  NET’S  existing  network 
management  system.  ADNX/48 
net  management  is  expected  to 
be  integrated  into  the  IDNX  man¬ 
agement  system  early  next  year, 
according  to  Dennis  Tsu,  director 
of  marketing  for  NET’S  access 
products  division. 

The  ADNX/48  both  overlaps 
the  capabilities  of  the  IDNX/10 
and  complements  that  multiplex¬ 
er,  said  David  Owen,  director  for 
product  marketing  at  NET. 

“The  IDNX  originally  was  tar¬ 
geted  to  extend  IDNX  backbones 
to  feeder  locations,  and  because 
of  that,  it  can  only  talk  to  IDNX 
backbones,”  Owen  said.  “ADNX 
/ continued  on  page  65 ) 


Informix  offers  data  base 
software  for  NetWare  386 


By  Tom  Smith 

New  Products  Editor 

DALLAS  —  Informix  Soft¬ 
ware,  Inc.  announced  at  Net- 
World  ’90  in  Dallas  last  week  a 
new  release  of  its  data  base  server 
software  that  runs  under  Novell, 
Inc.’s  NetWare  386. 

OnLine  for  NetWare  386,  an 
SQL-compliant  NetWare  Load¬ 
able  Module,  is  the  first  data  base 
server  designed  to  exploit  the  lat¬ 
est  release  of  Novell’s  network 
operating  system,  Informix  said. 

Like  the  existing  OnLine  prod¬ 
uct,  which  ran  exclusively  on 
Unix  servers,  the  latest  release 
supports  several  existing  Infor¬ 
mix  software  packages,  such  as 
spreadsheets  running  on  local- 
area  network  nodes  that  commu¬ 
nicate  as  clients  with  the  server. 

Earlier  versions  of  NetWare 
were  designed  more  for  file  shar¬ 


ing  applications  rather  than 
client/server  applications,  ac¬ 
cording  to  Carol  Lamberson, 
product  manager  at  Informix. 

NetWare  386’s  32-bit  archi¬ 
tecture  and  multithreading  capa¬ 
bilities  make  it  the  first  version  of 
the  network  operating  system 
suited  for  mission-critical  data 
base  applications  such  as  on-line 
transaction  processing,  Lamber¬ 
son  said. 

Because  NetWare  386  is  multi¬ 
threading,  it  allows  multiple  us¬ 
ers  to  share  the  same  data  base 
server  process.  Older  versions  of 
NetWare,  by  contrast,  were  sin¬ 
gle-threaded,  meaning  each  serv¬ 
er  process  only  benefits  one  user, 
with  the  CPU  juggling  processes 
to  accommodate  multiple  users. 

Because  it  is  designed  for  mis¬ 
sion-critical  applications,  OnLine 
for  NetWare  386  supports  high- 


reliability  features  including  disk 
mirroring  and  automatic  recov¬ 
ery  from  failures. 

Among  the  client  software 
that  can  access  OnLine  for  Net¬ 
Ware  386  files  is  Informix’s 
Wingz  graphical  spreadsheet 
package,  which  can  pull  data 
from  the  data  base  directly  into  a 
spreadsheet  file. 

Wingz  is  compatible  with  all 
major  graphical  user  interfaces, 
including  Microsoft  Corp.’s  Mi¬ 
crosoft  Windows  and  OS/2  Pre¬ 
sentation  Manager,  as  well  as  Ap¬ 
ple  Computer,  Inc.’s  Macintosh 
and  Motif  for  Unix  platforms. 

One  existing  client  software  | 
package,  Informix-Star,  is  bun¬ 
dled  with  Informix  OnLine  for 
NetWare  386.  Informix-Star  lets 
users  access  data  stored  on  many 
OnLine  data  bases.  For  example, 
a  NetWare  client  can  retrieve  On- 
Line  data  from  multiple  NetWare 
386  servers  or  NetWare  386  and 
Unix-based  OnLine  servers. 

The  software,  available  in  De¬ 
cember  for  $4,995,  will  support 
an  unlimited  number  of  users.  □ 
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Newbridge  is  with  you  all  the  way. 


More  and  more  companies  are  turning  to  Newbridge 
for  networking  solutions  that  dramatically  improve 
the  way  in  which  they  conduct  their  local  and 
international  business. 

Newbridge  has  established  a  strong  presence 
throughout  the  world  by  developing  integrated  voice 
and  data  communications  systems  that  offer  flexible, 
long  term  solutions  to  corporate  local  and  wide  area 
networking  requirements. 

The  comprehensive  Newbridge  line  of  high-speed, 
high-performance  digital  networking  products  ranges 
from  desktop  connectivity  devices  to  the  world's 
largest  intelligent  T-l/T-3  multiplexer. 


All  Newbridge  products  are  designed  to  be 
compatible  with  international  standards.  Backed 
by  24-hour  service  and  support  centers  around  the 
world,  they  provide  the  capabilities  for  meeting  the 
needs  of  corporate,  carrier  and  hybrid  networks. 

Whether  you  are  communicating  from  floor  to  floor 
or  continent  to  continent,  Newbridge  can  supply 
the  state-of-the-art  technology,  network  management, 
and  worldwide  service  you  need  to  go  the  distance. 

Newbridge  is  with  you  all  the  way. 

For  more  information,  see  us  at  TCA,  Booth  1611, 
or  call  1-800-332-1080. 
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NEWBRIDGE 

...  with  you  all  the  way. 


United  States  •  Canada  •  Latin  America  •  Asia  •  Pacific  •  Soviet  Union  •  Middle  East  •  Africa  •  Europe 

Newbridge  and  logo  are  registered  trade  marks  ot  Newbridge  Networks  Corporation.  ©  Copyright  1990  Newbridge  Networks  Corporation. 


See  The  FAXNeT  Form  on  Page  1 7 


Vendors  back  group 
for  benchmark  tests 

continued  from  page  4 
Gannett  Company,  Inc.’s  information  cen¬ 
ter.  “Users  must  interpret  the  test  results 
to  gain  insight  into  performance  issues.” 

Because  vendors  test  products  differ¬ 
ently,  users  often  cannot  determine  how  a 
product  will  perform  in  their  LAN  environ¬ 
ments.  The  PTA  said  it  hopes  to  eliminate 
this  problem  by  developing  a  suite  of  tests 
that  will  be  distributed  with  a  detailed  de¬ 
scription  of  testing  methodologies.  That 
will  enable  users  to  assess  vendor  claims 
more  accurately  and  conduct  effective 
testing  on  their  own. 

According  to  Jean  Voldman,  program 
manager  for  client/server  computing  in 


the  enterprise  systems  division  at  IBM,  the 
PTA  is  on  the  right  track. 

Voldman  said  the  PTA  could  “even  the 
playing  field”  by  helping  to  shape  a  con¬ 
sensus  on  performance  tests.  “This  would 
allow  products  to  be  compared  on  an  equal 
basis,  meaning  performance  would  not  de¬ 
pend  on  ‘specsmanship,’  ”  he  said. 

Since  the  ultimate  goal  of  the  PTA  is  to 
find  performance  bottlenecks,  many  pan¬ 
elists  said  they  believe  the  tests  should  be 
conducted  under  heavy  traffic  loads  and 
not  “real-world”  conditions,  such  as  those 
typical  of  an  office  environment. 

“People  have  to  put  real-world  tests 
into  perspective,”  said  Drew  Major,  a  se¬ 
nior  systems  architect  at  Novell.  “If  you 
did  a  test  of  a  Volkswagon  and  a  Porsche, 
where  both  operated  under  real-world 


conditions  with  a  maximum  speed  of  55 
miles  per  hour,  the  Porsche  may  complete 
a  short  course  slightly  faster  than  the 
Volkswagon  due  to  it’s  superior  accelera¬ 
tion.  However,  if  the  two  cars  were  allowed 
to  perform  at  their  full  capacity,  the  results 
would  be  quite  different.” 

The  analogy  is  applicable  to  LAN  test¬ 
ing.  “Tests  with  four  personal  computers 
on  a  LAN  sometimes  don’t  give  users  an 
idea  of  the  system’s  capacity,”  Major  said. 
“You  have  to  put  the  pedal  to  the  metal  to 
find  performance  bottlenecks.” 

One  challenge  the  PTA  faces  is  to  design 
the  benchmark  tests  in  such  a  way  that  ven¬ 
dors  cannot  fine-tune  their  products  to 
beat  the  test  criteria.  This  has  always  been 
an  issue  in  benchmark  testing. 

The  way  to  prevent  that  product  tweak¬ 


ing  is  to  define  every  aspect  of  the  test  cri¬ 
teria  and  not  allow  any  aspect  to  be 
changed  during  testing,  said  Scott 
Bradner,  technical  associate  at  Harvard 
University  and  chairman  of  the  Internet 
Engineering  Task  Force’s  Benchmark 
Methodology  Working  Group  (BMWG), 
which  is  defining  terminology  and  test  cri¬ 
teria  for  interconnection  devices. 

Ed  Curry  of  Lone  Star  Evaluation  Lab¬ 
oratories,  one  of  the  PTA’s  organizers, 
said  the  group  lacks  funding  and  an  organi¬ 
zational  structure.  Those  and  other  issues 
will  be  discussed  at  the  PTA’s  next  meet¬ 
ing,  scheduled  for  NetWorld  ’91  in  Boston 
next  February.  Some  of  the  group’s  orga¬ 
nizers  will  meet  at  next  month’s  INTEROP 
90  in  San  Jose,  Calif.,  to  set  an  agenda  for 
the  February  PTA  meeting.  □ 


Houston  30  group 
to  join  COS 

continued  from  page  2 
barriers  impeding  progress  toward  open 
systems.  Ideas  were  consolidated  into  10 
“action  items”  that  the  group  will  soon  be¬ 
gin  to  address. 

These  items  include:  defining  open  sys¬ 
tems;  establishing  a  process  for  identifying 
user  requirements  in  the  open  systems 
arena;  fostering  research  into  open  sys¬ 
tems;  establishing  executive-level  educa¬ 
tional  programs  about  open  systems;  and 
developing  a  strategic  planning  method¬ 
ology  and  generic  business  case  to  help 
firms  justify  the  move  to  open  systems. 

The  group  elected  Bud  Huber,  manager 
of  advanced  networking  integration  at 
Hughes  Aircraft  Co.  in  Long  Beach,  Calif., 
to  serve  as  chairman.  Don  Simanton,  assis¬ 
tant  director  of  information  resources 
management  for  the  National  Aeronautics 
and  Space  Administration  at  the  Johnson 
Space  Center  in  Houston  was  nominated 
vice-chairman. 

According  to  Huber,  joining  COS  will 
enable  the  UAOS  to  focus  its  attention  on 
overcoming  the  obstacles  to  open  systems 
without  being  weighed  down  by  adminis¬ 
trative  tasks.  “We  needed  to  put  to  bed  how 
we  were  going  to  manage  our  administra¬ 
tive  needs  or  this  group  would  have  died,” 
Huber  said.  “It  was  taking  so  much  time 
and  energy,  it  was  preventing  us  from  mak¬ 
ing  progress.” 

UAOS  decided  to  join  COS  because  its 
organizational  structure  would  enable 
UAOS  to  retain  its  independence,  Huber 
said.  Like  the  MAP/TOP  Users  Group, 
which  joined  COS  earlier  this  year,  UAOS 
will  be  a  Requirements  Interest  Group 
within  COS.  As  such,  UAOS  will  be  given 
wide  latitude  to  set  its  own  agenda.  The 
only  stipulation  is  that  UAOS  inform  COS 
leadership  prior  to  making  a  statement 
that  conflicts  with  COS’  stated  objectives. 

For  its  part,  COS  will  benefit  from  the 
addition  of  UAOS  by  drawing  more  users 
into  the  requirements  definition  process, 
said  Marshall  Cain,  director  of  member 
services  at  COS. 

There  are  three  classes  of  membership 
in  UAOS:  regular  members,  observers  and 
advisors.  Only  regular  members  have  full 
voting  rights.  Annual  dues  are  $25,000  for 
regular  members  and  $1,500  for  observ¬ 
ers.  Advisors  won’t  have  to  pay  dues. 

In  addition,  regular  members  of  UAOS 
will  automatically  be  considered  full- 
fledged  COS  members. 

UAOS  plans  its  next  plenary  meeting  for 
early  1991-  It  also  plans  to  sponsor  a  one- 
day  forum  on  open  systems  for  senior  ex¬ 
ecutives  sometime  next  year.  □ 


With  liChanneC 
your  network  is  not 
only  fault-tolerant. 


It’s  firowth-tolerant. 


Chipcom’s  ON  line  System  Concentrator™  redefines  network 
reliability.  It  will  survive  multiple  failures  including  broken  cables, 
hardware  problems  and  even  human  error;  without  downtime  or 
disruption  to  users. 

But  that’s  only  part  of  the  story.  The  ON  line  System’s  unique 
TriChannel  architecture  supports  not  just  one,  but  up  to  three  separate 
Ethernets.  Or  any  combination  of  Ethernet,  Token  Ring  and  FDDI. 
All  at  the  same  time,  all  within  a  single  ON  line  concentrator. 

TriChannel  also  gives  you  incredible  flexibility  for  reconfiguring 
today’s  large,  complex  networks. 

Integrated  bridging  and  routing  and  a  sophisticated  network  man¬ 
agement  and  control  system  allow  moves,  adds  and  changes  to  be 
made  with  fingertip  ease. 

Chipcom’s  ON  line  lets  you  build  the  most  tolerant  facility  net¬ 
work  imaginable:  fault-tolerant;  growth-tolerant;  configuration-  and 
media-tolerant.  Even,  surprisingly  enough,  budget-tolerant. 

And  in  this  world,  a  bit  more  tolerance  is  something  we 
could  all  use. 


For  more  information,  call  1-800-228-9930. 
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Networking  as  it  will  be. 
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INDUSTRY  UPDATE 

VENDOR  STRATEGIES,  MARKET  TRENDS  AND  FINANCIALS 


Worth  Noting 


r he  worldwide  market 
for  wireless  data 
communications 
equipment  and  services 
will  exceed  $500  million 
in  1990,  according  to  a 
new  report  by 
International  Resource 
Development,  Inc.,  a 
New  Canaan,  Conn.- 
based  market  research 
firm.  The  market  is 
expected  to  grow  to 
more  than  $2  billion  by 
the  end  of  the  decade. 


eople  & 
Positions 


Oracle  Corp.  recently 
named  Michael  Fields  presi¬ 
dent  of  Oracle  USA  in  a  move 
that  analysts  say  is  tied  to  the 
company’s  recent  announce¬ 
ment  that  it  will  report  its  first- 
ever  quarterly  loss.  That  loss 
is  expected  to  be  reported  for 
the  period  ended  Aug.  3 1  • 

Fields  will  replace  Gary 
Kennedy,  who  was  appointed 
to  head  up  Oracle  USA  during 
the  company’s  May  reorgani¬ 
zation.  Kennedy  is  expected  to 
stay  on  as  chairman  of  the  Or¬ 
acle  Complex  Systems  subsid¬ 
iary. 

Previously,  Fields  was  vice- 
president  of  U.S.  Field  Sales 
and  Consulting  for  the  Red¬ 
wood  Shores,  Calif. -based 
data  base  software  vendor. 


Motorola,  Inc.’s  board  of 
directors  last  week  announced 
the  appointment  of  two  Co¬ 
dex  Corp.  officers  as  Motor¬ 
ola  vice-presidents. 

John  Thibault,  senior 
vice-president  and  general 
manager  for  the  product  divi¬ 
sion  of  Codex,  will  now  also 
serve  as  corporate  vice-presi¬ 
dent  of  the  Information  Sys¬ 
tems  Group  at  Motorola. 

Gerald  Murray,  vice- 
president  and  general  manag¬ 
er  of  the  International  Divi¬ 
sion  at  Codex,  now  also  serves 
as  corporate  vice-president  of 
(continued  on  page  10) 


Microsoft  group  to  help 
users  with  PC  integration 

Users  take  advantage  of  ITIS  experts’  knowledge. 


By  Maureen  Molloy 

_ Staff  Writer _ 

REDMOND,  Wash.  —  Micro¬ 
soft  Corp.  recently  announced 
the  formation  of  a  new  consulting 
service  to  help  corporations  inte¬ 
grate  personal  computing  tech¬ 
nologies  and  client/server  archi¬ 
tectures  into  existing  networks. 

Consultants  with  the  Informa¬ 
tion  Technology  Integration  Ser¬ 
vices  (ITIS)  group  will  offer  MIS 
departments  and  systems  inte¬ 
grators  expertise  in  bringing 
business  applications  together. 


Microsoft’s  Robert  McDowell 


“What’s  important  to  these 
customers  is  integration,”  said 
Collins  Hemingway,  a  Microsoft 
spokesman.  “What  ITIS  will  do  is 
get  different  applications  from 
different  vendors  to  communi¬ 
cate  with  one  another  and  work 
in  a  graphical  environment  like 
Windows  or  OS/2. 

“When  a  company  is  installing 
a  multimillion-dollar  custom  ap¬ 
plication,  they  want  someone 
around  who  can  make  the  differ¬ 
ence  between  saying  that  every¬ 
thing’s  fine  [and  saying  that]  two 
or  three  flaws  might  need  to  be 
fixed  later  on,”  Hemingway  ex¬ 
plained. 

Since  mission-critical  applica¬ 
tions  are  increasingly  being 
moved  from  mainframes  and 
minicomputers  to  personal  com¬ 
puters,  and  since  more  personal 
computers  are  being  networked, 
even  technical  users  and  MIS  pro¬ 
fessionals  are  beginning  to  seek 
help  with  applications. 

To  head  ITIS,  Microsoft  has 
hired  Robert  McDowell,  formerly 
a  partner  and  national  director  of 
strategic  business  systems  con¬ 
sulting  at  Ernst  &  Young. 

The  group  currently  consists 
of  members  of  Microsoft’s  prod- 
( continued  on  page  10) 


INDUSTRY  BRIEFS 


Olivetti  to  distribute  NetFRAME  superservers. 

NetFRAME  Systems,  Inc.  last  week  announced  that  it  will  sell  its 
superserver  offerings  in  Australia,  Canada  and  Europe  on  an 
OEM  basis  through  Ing.  C.  Olivetti  &  Co.,  S.p.A. 

The  NetFRAME  products  will  be  distributed  by  Olivetti 
Systems  &  Networks,  the  Olivetti  company  that  deals  in  data 
communications  equipment,  as  well  as  through  authorized 
Olivetti  resellers  on  a  country-by-country  basis.  The  agreement 
is  worth  an  estimated  $200  million  over  three  years,  according 
to  a  NetFRAME  spokeswoman. 

NetFRAME,  which  is  based  in  Milpitas,  Calif.,  introduced  its 
products  a  year  ago  and  has  been  shipping  them  since  late  last 
year.  Olivetti  is  based  in  Ivrea,  Italy,  and  is  among  the  world’s 
10  largest  computer  companies. 

EDS  to  buy  half  of  System  One.  Electronic  Data 
Systems  Corp.  (EDS)  last  week  announced  after  months  of 
delays  that  it  has  reached  definitive  agreements  to  acquire  half 
of  the  System  One  Corp.  computer  reservation  system  at  a  cost 
of  $250  million.  System  One  is  owned  by  Continental  Holdings, 
the  parent  company  of  Continental  Airlines  Corp.  and  Eastern 
Air  Lines,  Inc. 

The  agreements  call  for  the  formation  of  a  new  entity  called 
System  One/EDS  Partnership.  Under  the  agreements,  EDS  will 
provide  information  technology  services  to  Continental,  Eastern 
Air  Lines  and  System  One/EDS  Partnership. 

EDS  disclosed  in  February  that  it  planned  to  buy  half  of 
System  One,  which  is  expected  to  generate  about  $4  billion  in 
revenue  for  the  company  during  the  next  10  years. 

( continued  on  page  10) 
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The  Consultative  Committee  on  International 
Telephony  and  Telegraphy  publishes  X.500  Directory 
Services  as  an  international  standard  with  two  key 
components:  the  Directory  System  Agent  and  the 
Directory  User  Agent. 

In  December,  the  National  Institute  of  Standards  and 
Technology  X.500  Workshop  plans  to  release  the  X.500 
profile,  a  subset  of  mandatory  and  optional  X.500 
services. 


The  CCITT  is  scheduled  to  publish  an  extension  of 
X.500  services  to  overcome  limitations,  such  as  lack  of 
access  control,  in  the  1988  standard. 

SOURCE  NETWQRK  WORLD 


Vendors  dare  to  be 
first  in  X.500  mart 

Unisys,  Siemens  hope  to  take  early  lead  with 
products  based  on  the  evolving  X.500  standard. 


By  Ellen  Messmer 

Washington  Correspondent 

Although  the  X.500  Directory 
Services  standard  isn’t  fully  sta¬ 
ble,  a  few  vendors  are  gambling 
with  early  product  releases  based 
on  their  interpretations  of  how 
the  standard  will  evolve. 

Unisys  Corp.  plans  to  take  an 
early  lead  in  the  X.  500  market  by 
becoming  the  first  North  Ameri¬ 
can  vendor  to  release  a  stan- 
dards-based  directory  services 
product  in  November.  Unisys 
trails  only  West  Germany’s  Sie¬ 
mens  AG,  which  released  its 
X.500  product,  DIR-X,  for  sale  in 
Europe  last  June.  Siemens  does 
not  currently  sell  any  software  in 
the  U.S. 

Because  the  Open  Systems  In¬ 
terconnection  X.500  standard  is 
evolving  rapidly,  both  Unisys  and 
Siemens  acknowledged  that  they 
will  have  to  devote  resources  to 
updating  their  products. 

X.500  Directory  Services  is 
based  on  the  CCITT  1988  recom¬ 
mendations,  later  adopted  as  In¬ 
ternational  Standards  Organiza¬ 
tion  (ISO)  Standard  9495.  It  is 
designed  to  work  as  a  global  di¬ 
rectory  enabling  users  to  send 
messages  and  documents  across 
enterprisewide  networks  once 
OSI  is  widely  accepted. 

Expanding  the  scope 

The  X.500  directory  search 
capabilities  are  used  in  conjunc¬ 
tion  with  X.400  messaging  and 
File  Transfer,  Access  and  Man¬ 
agement  (FTAM)  applications. 
X.500  will  enable  users  to  expand 
the  scope  of  these  applications 
far  beyond  any  comparable  pro¬ 
prietary  tools  found  today,  ac¬ 
cording  to  a  recent  report  from 
The  Yankee  Group,  a  Boston- 
based  consultancy. 

Phil  Wimpenny,  product 
development  manager  for  OSI 
products  at  Unisys,  said  the  Un¬ 


isys  product  will  be  sold  as  two 
separate  components,  the  Direc¬ 
tory  System  Agent  (DSA)  and  the 
Directory  User  Agent  (DUA), 
which  will  run  on  the  U-6000  se¬ 
ries  minicomputer. 

The  DSA  maintains  the  direc¬ 
tory’s  data  base,  and  the  DUA 
provides  an  application  inter¬ 
face. 

X.500  may  be  implemented  as 
a  centralized  or  distributed  data 
base,  Wimpenny  noted.  In  a  dis¬ 
tributed  application,  DUAs  can 
remotely  access  and  exchange  in¬ 
formation  with  DSAs  on  an  OSI 
network. 


Unisys  decided  to 

release  its  product 
before  the  NIST  X.500 
Workshop  of  vendors 
and  users  finalizes 
the  X.500  profile. 

▲  ▲▲ 


Using  one  of  three  basic  meth¬ 
ods  —  chaining,  multicasting  or 
referral  —  a  DSA  can  forward  the 
request  to  another  DSA  until  the 
desired  address  is  found. 

Unisys  decided  to  release  its 
X.500  product  before  the  Nation¬ 
al  Institute  of  Standards  and 
Technology  (NIST)  X.500  Work¬ 
shop  of  vendors  and  users  final¬ 
izes  the  X.500  profile,  which  is 
scheduled  for  completion  in  De¬ 
cember. 

Like  most  standards,  the  1988 
X.500  standard  outlines  a  broad 
set  of  sendees.  The  X.500  Work¬ 
shop’s  goal  is  to  define  a  specific 
subset  of  mandatory  and  optional 
( continued  on  page  10) 


NETWORK  WORLD  •  SEPTEMBER  17,  1990 

9 


1 


MCI  veteran  leaves  carrier 
to  begin  consulting  firm 

Northeast  division  head  charts  a  new  course. 


By  Bob  Brown 

_ Senior  Editor _ 

NEW  YORK  —  Nathan  Kantor, 
an  18-year  MCI  Communications 
Corp.  veteran  who  has  headed 
MCI’s  successful  Northeast  divi¬ 
sion  since  1985,  recently  an¬ 
nounced  his  resig¬ 
nation  and  plans  to 
start  up  a  telecom¬ 
munications  con¬ 
sulting  firm. 

Kantor,  who  will 
stay  on  with  MCI 
until  year  end  to 
ensure  a  smooth 
transition  for  his 
successor,  said  he 
hopes  to  build  on 
his  experience  in 
dealing  with  some 
of  MCI’s  largest 
customers. 

As  president  of 
the  Northeast  divi¬ 
sion,  Kantor  oversaw  MCI’s  deal¬ 
ings  with  Merrill  Lynch  &  Co., 
Inc.,  which  last  year  signed  a  five- 
year,  $150  million  contract  for 
worldwide  voice  and  data  net¬ 
work  services.  In  addition,  he  has 
served  as  president  and  chief  op¬ 
erating  officer  of  MCI  Interna¬ 
tional,  Inc.  and  vice-president  of 
national  field  operations. 

Group  to  help 
with  integration 

continued  from  page  9 
uct  development  team  as  well  as 
other  senior-level  technical  per¬ 
sonnel.  The  staff  will  work  on¬ 
site  with  systems  integrators  or  a 
company’s  MIS  group  to  provide 
assistance  in  planning,  imple¬ 
menting  and  integrating  Micro¬ 
soft  systems,  applications  and 
communications  products  into  a 
firm’s  information  infrastruc¬ 
ture. 

Unlike  Microsoft’s  other  sup¬ 
port  services  —  Product  Support 
Services  and  Microsoft  University 
—  which  are  largely  product-spe- 


Vendors  dare  to 
be  first  in  mart 

continued  from  page  9 
services  that  vendors  can  com¬ 
monly  implement  to  provide  in¬ 
teroperable  X.500  products. 

Unisys,  one  of  about  25  partic¬ 
ipants  in  the  X.500  Workshop, 
said  it  is  confident  that  it  knows 
where  the  profile  is  headed. 

Users,  such  as  those  who  band¬ 
ed  together  in  the  Houston  30  us¬ 
ers  group,  have  criticized  vendors 
for  not  bringing  open  systems 
products  to  market  more  quickly 
(“Open  systems  group  rips  users, 
vendors,”  NW,  Sept.  3).  But  ven¬ 
dors  working  on  OSI  products  are 
faced  with  problems  not  usually 


Kantor  said  he  plans  to  launch 
his  consulting  company  in  the 
first  quarter  of  1 99 1  and  hopes  to 
have  50  employees  from  the 
start. 

“I  want  to  provide  expert  ser¬ 
vices  to  those  companies  looking 
to  expand  their  net¬ 
works  on  a  global 
basis,”  Kantor  said. 
“What  I  want  to  do 
goes  beyond  what  I 
would  consider  tra¬ 
ditional  consulting 
services  by  really 
helping  companies 
reduce  the  cost  of 
running  their  net¬ 
works  and  getting 
the  maximum  value 
out  of  them.” 

Kantor  was 
vague  about  exactly 
what  will  make  his 
consulting  firm  dif¬ 
ferent  from  existing  consulting 
practices.  But  he  said  he  wants  to 
help  users  develop  strategies  as¬ 
sociated  with  outsourcing,  facili¬ 
ties  management,  capital  invest¬ 
ments  and  global  expansion. 

“I  have  the  experience  in 
terms  of  implementing  projects 
and  making  them  happen  that 
others  don’t  have,”  Kantor  said. 


cific,  Hemingway  said  ITIS  is  pri¬ 
marily  geared  toward  system  and 
network  services. 

In  conjunction  with  providing 


M 

ITJLicrosoft  is  aiming  to 
leverage  its  expertise. 

AAA 


superior  service  to  corporate  cus¬ 
tomers,  Microsoft  is  also  aiming 
to  leverage  its  expertise,  Heming¬ 
way  said. 


encountered  with  proprietary 
systems. 

“It’s  a  different  way  of  doing 
business,”  said  Joseph  Arrington, 
Unisys’  systems  group  product 
manager.  The  OSI  environment 
requires  that  vendors  learn  to 
work  together  in  an  official  fo¬ 
rum,  as  opposed  to  working  in  se¬ 
crecy. 

Patience  is  a  virtue 

Vendors  must  be  patient  dur¬ 
ing  the  standards-making  pro¬ 
cess.  In  the  case  of  X.500,  ven¬ 
dors  say  they  are  watching  for  the 
1992  CCITT  publication  of  X.500 
extensions  because  the  1988  ver¬ 
sion  has  serious  limitations. 

The  1992  extensions  to  X.500 


INDUSTRY  UPDATE 


The  timing  for  this  new  ven¬ 
ture  is  right  despite  MCI’s  contin¬ 
ued  success  in  battling  AT&T  for 
big  customer  business,  he  added. 

“I  think  the  current  economic 
situation  will  help  stimulate  the 
opportunities  for  me,”  Kantor 
said.  “It’s  a  difficult  economic  sit¬ 
uation,  but  companies  have  got  to 
look  around  and  say,  ‘How  can  we 
make  the  kinds  of  spending  cuts 
that  are  necessary  to  survive 
while  at  the  same  time  expanding 
globally?’  That’s  where  I  think  I 
can  help.” 

Outsourcing  opportunities 

According  to  Kantor,  planning 
outsourcing  strategies  with  users 
is  one  service  on  which  he  may 
wind  up  spending  a  significant 
amount  of  time,  given  the  coun¬ 
try’s  worsening  economic  situa¬ 
tion. 

“If  the  economy  continues  to 
soften,  you’re  going  to  find  more 
people  beginning  to  look  at  out¬ 
sourcing  as  an  alternative,”  he 
said. 

Will  Kantor  —  given  his  MCI 
background  —  be  able  to  give  us¬ 
ers  objective  advice  when  it 
comes  to  choosing  a  telecom¬ 
munications  vendor  for  outsourc¬ 
ing  or  other  network  projects? 

“Clearly,  this  is  something  I’ll 
need  to  be  sensitive  about,”  Kan¬ 
tor  said.  “But  if  you  look  at  [peo¬ 
ple]  in  the  consulting  business, 
they  probably  are  steeped  with 
AT&T  tradition.  If  there  is  any  re¬ 
freshing  viewpoint  in  the  indus¬ 
try,  it  will  certainly  be  mine.”  □ 


“If  systems  integrators  get  in¬ 
tensive  training  on  OS/2  or  Win¬ 
dows,  they’ll  be  more  likely  to  use 
Microsoft’s  operating  systems  in 
future  projects,  and  naturally, 
that’s  something  we’d  like  to 
see,”  he  said. 

ITIS  services  will  be  available 
internationally.  In  the  U.S.,  the 
group  is  organized  into  Eastern 
and  Western  divisions.  In  Europe, 
ITIS  has  headquarters  in  Read¬ 
ing,  England,  and  plans  to  expand 
into  Germany  first  before  branch¬ 
ing  out  into  other  European 
countries. 

ITIS  also  plans  to  develop  an 
executive  education  and  planning 
service.  □ 


are  expected  to  include  access 
control  and  replication  func¬ 
tions,  according  to  Jennifer  Pigg, 
a  senior  analyst  for  The  Yankee 
Group. 

Access  control  restricts  user 
access  to  the  directory’s  data  base 
across  the  network,  while  repli¬ 
cation  allows  address  duplication 
and  distribution  among  the  DSAs 
across  the  net. 

Unisys  has  included  some  ac¬ 
cess  control  in  its  product,  but 
Siemens  has  gone  even  further.  It 
has  already  included  access  con¬ 
trol,  replication,  caching  and  net¬ 
work  management  features  in  its 
DIR-X  product. 

Walter  Heldman,  manager  of 
software  development  at  Sie- 


People 

continued  from  page  9 

the  International  Division  of  Mo¬ 
torola’s  Information  Systems 
Group. 

Evernet  Systems,  Inc.,  a 

Los  Angeles-based  systems  inte¬ 
grator,  last  week  named  Michael 
Caglarcan  to  head  up  the  com¬ 
pany’s  newly  formed  National 
Accounts  Group. 

As  vice-president  of  national 
accounts  and  marketing,  Caglar¬ 
can  will  coordinate  the  actions  of 
Evernet’s  13  branches.  The  Na¬ 
tional  Accounts  Group  will  also 
be  responsible  for  developing 
networking  strategies  and  appli¬ 
cations  needed  by  users  in  the  fi¬ 
nancial,  health  care,  legal  and 
other  markets. 

Previously,  Caglarcan  was  a 


Industry  Briefs 

continued  from  page  9 

The  purchase  represents  the 
largest  commitment  by  a  corpo¬ 
ration  outside  of  the  airline  in¬ 
dustry  to  provide  reservation  and 
information  services  for  the  air¬ 
lines. 

The  agreement  still  must  be 
approved  by  the  federal  bank¬ 
ruptcy  court  overseeing  Eastern 
Air  Lines. 

British  Telecom  adds 
bridge/router  products  to 
T-Net  line.  British  Telecom¬ 
munications  PLC  last  week  said  it 
will  expand  its  T-Net  local-area 
network  product  line  by  reselling 
a  line  of  bridge/router  products 
from  Advanced  Computer  Com¬ 
munications,  Inc.  (ACC)  in  Santa 
Barbara,  Calif. 

The  ACC  bridge/router  prod¬ 
ucts  support  LAN  interconnec¬ 
tion  via  X.25  and  private  circuits. 
They  also  support  both  Digital 
Equipment  Corp.’s  DECnet  and 
Transmission  Control  Protocol/ 
Internet  Protocol. 

Together,  ACC  and  British 
Telecom  are  working  to  upgrade 
the  internetwork  products  to  en¬ 
able  them  to  support  additional 
protocols,  including  Open  Sys¬ 
tems  Interconnection  protocols, 
according  to  Gary  Krall,  ACC’s  di¬ 


mens,  said  his  company  decided 
it  needed  to  move  ahead  of  the 
standards  for  practical  reasons. 

“As  soon  as  you  start  to  make 
a  real  product,  you  realize  you 
need  features  not  set  by  the  stan¬ 
dards  at  that  time,”  Heldman 
said.  Since  Siemens  is  active  in 
the  standards  process  in  Europe, 
the  company  can  anticipate 
where  the  standard  is  headed,  he 
added. 

Siemens’  decision  to  release  a 
product  early  has  paid  off  in  at 
least  one  way.  In  May,  the  Open 
Software  Foundation,  a  nonprofit 
company  selecting  open  systems 
technologies  for  the  industry, 
chose  DIR-X  as  part  of  its  Distrib¬ 
uted  Computing  Environment.  □ 


Nathan  Kantor 


division  vice-president  at  Elec¬ 
tronic  Data  Systems  Corp. 

Bell  Atlantic  Corp.  last 
week  announced  that  Regis 
Filtz  has  been  appointed  vice- 
president  of  the  carrier’s  new  In¬ 
terexchange  Access  Services  or¬ 
ganization,  a  group  responsible 
for  making  Bell  Atlantic  the  local 
carrier  of  choice  for  interex¬ 
change  and  cellular  carriers. 

The  new  Bell  Atlantic  organi¬ 
zation  integrates  interexchange 
carrier  market  management, 
sales,  product  planning,  product 
implementation  and  customer 
contact.  Previously,  these  func¬ 
tions  were  handled  by  several  or¬ 
ganizations. 

Filtz  was  formerly  the  vice- 
president  for  central  office  plan¬ 
ning  on  Bell  Atlantic’s  network 
services  staff.  □ 


rector  of  marketing. 

ACC  has  already  upgraded  its 
offerings  to  support  the  Europe¬ 
an  X.  21  standard  for  connection 
to  public  switched  networks,  he 
said. 

The  two  companies  are  also 
working  to  ensure  that  the  ACC 
products  can  be  managed  under 
British  Telecom’s  OSI-based  Con¬ 
cert  integrated  network  manage¬ 
ment  system,  which  is  expected 
to  be  delivered  in  the  second  half 
of  next  year,  Krall  said. 

While  the  ACC/British  Tele¬ 
com  agreement  allows  for  British 
Telecom  to  distribute  ACC’s 
products  worldwide,  it  is  expect¬ 
ed  that  British  Telecom  will  ini¬ 
tially  distribute  the  products 
mainly  in  the  U.K.,  said  Robert 
Streeter,  manager  of  British  Tele¬ 
com’s  T-Net  internetworking 

group. 

* 

Ask  Computer  works 
special  deal  to  buy  In¬ 
gres.  Ask  Computer  Systems, 
Inc.  last  week  agreed  to  acquire 
data  base  software  maker  Ingres 
Corp.  in  a  four-way  deal  that  also 
involved  Hewlett-Packard  Co. 
and  Electronic  Data  Systems 
Corp.  (EDS). 

Ask  Computer,  a  maker  of 
management  systems  for  manu¬ 
facturing  companies,  announced 
that  it  raised  cash  to  buy  Ingres  by 
signing  a  definitive  agreement 
whereby  HP  and  EDS  agreed  to 
acquire  $60  million  of  Ask  Com¬ 
puter’s  common  stock.  Under  the 
agreement,  EDS  will  hold  19-7% 
of  Ask  Computer  and  HP  will  hold 
10%. 

According  to  Sandra  Kurtzig, 
Ask  Computer’s  chief  executive 
officer,  the  agreement  will  com¬ 
bine  Ask  Computer’s  “applica¬ 
tion  expertise,  Ingres’  data  base 
leadership  and  [HP’s  and  EDS’] 
worldwide  system  integration 
ability  to  provide  global  enter¬ 
prisewide  solutions.” 

In  February,  Ask  Computer  be¬ 
gan  using  Ingres  software  tools 
and  data  base  products  to  develop 
a  new  manufacturing  informa¬ 
tion  system  for  computer  net¬ 
works.  □ 
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NYNEX  INTERNATIONAL  WORKS  IN  PROGRESS 


How  Shipshape  Trading 

Comes  About 


The  grand  clipper  ships  of  a  trading  age  gone 
by  were  tossed  by  fickle  winds.  Now,  the 
world's  trade  winds  have  shifted,  and  NYNEX 
WorldTrade™  Services  puts  you  at  the  helm. 

NYNEX  WorldTrade  Services  offers  an  unpre¬ 
cedented  family  of  integrated  software,  commu¬ 
nications  and  consulting  products  to  facilitate 
international  trade.  Through  the  skilled  use  of 
EDI,  we're  moving  cargo,  transferring  funds  and 
meeting  just-in-time  inventory  objectives  for  the 
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commerce  community.  And  we're  doing  it  with 
a  speed  and  power  the  world  hasn't  seen  before. 

In  the  global  economy,  only  the  most  able  will 
navigate  the  tides  of  change  successfully.  To 
prosper,  you  need  to  befriend  and  master  tech¬ 
nology.  We  can  help  you  do  it. 

For  more  information  about  NYNEX  WorldTrade 
Services,  contact  the  NYNEX  International  office 
closest  to  you,  or  fax  your  inquiry  to  us  in  the 
U.S.A.:  (201)  386-0735. 


The  world  is  changing . . .  getting  more 
complex  at  every  turn. 

But  Williams  Telecommunications 
Group  (WilTel)  is  committed  to  helping 
businesses  cope  with  the  complexities  of 
changing  technology.  Of  the  four  owned 
and  operated  nationwide  fiber-optic  net¬ 
works,  WilTel’s  is  the  only  one  solely 
dedicated  to  providing  businesses  with 
private-network  services. 

From  DS-0  to  DS-3,  WilTel’s  voice, 
data,  video  and  imaging  services  are 


specifically  geared  to  satisfy  the  most 
demanding  user.  And  that’s  the  reason 
so  many  Fortune  500  companies  count 
on  WilTel  for  innovative  ideas  and  cost- 
effective  solutions. 

To  find  out  how  WilTel  can  make  a 
world  of  difference  in  your  business 
communications,  call  1-800-642-2299. 
Because  with  services  that  revolve  solely 
around  the  private- network  customer, 
WilTel  will  give  you  what  you  need 
most . . .  possibilities. 


WILLIAMS 

TELECOMMUNICATIONS 

GROUP 


See  us  at  TCA  Booth  #1811 


ONE  Of  THE  WILLIAMS  COMPANIES,  INC.  JJf/, 


See  The  FAXNeT  Form  on  Page  17 
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AT&T  retracts  Tariff  15 
offer  to  Rohm  and  Hass 


Sudden  action  comes  two  weeks  after  filing. 


N.E.  firms  may  build 
own  microwave  net 

Users  study  feasibility  of  net  that  would  bypass 
SNET,  secure  connections  to  long-haul  carriers. 

By  Bob  Wallace 

Senior  Editor 


Neiman  Marcus  recently 
rejected  an  AT&T  Tariff  12 
proposal  in  favor  of  a  deal 
from  MCI  Communications 
Corp.  for  Vnet  virtual  net¬ 
work,  800,  data  transmission 
and  network  management  ser¬ 
vices. 

The  upscale  department 
store  chain  signed  a  three- 
year,  $12  million  contract 
with  MCI  that  replaces  AT&T 
as  the  firm’s  primary  long-dis¬ 
tance  carrier. 

Under  the  arrangement, 
MCI  will  build  a  Vnet  linking 
Neiman  Marcus  corporate 
headquarters  in  Dallas  with  24 
stores  scattered  across  the  na¬ 
tion,  its  national  distribution 
center  in  Carrollton,  Texas, 
and  its  data  center  and  mail¬ 
order  distribution  center  in  Ir¬ 
ving,  Texas. 

MCI  will  also  help  Neiman 
Marcus  integrate  its  MCI  View 
and  General  Datacomm,  Inc. 
net  management  systems  into 
IBM’s  NetView  network  man¬ 
agement  system.  MCI  has  as¬ 
signed  Neiman  Marcus  a  full¬ 
time  on-site  technician  to  help 
manage  the  network. 

MCI  will  build  the  retailer  a 
digital  microwave  backup  net¬ 
work  linking  key  Neiman  Mar¬ 
cus  sites  in  the  Dallas  metro¬ 
politan  area  for  use  in  the 
event  of  a  local-loop  failure  or 
an  MCI  outage. 

The  carrier  will  also  pro¬ 
vide  800  service  in  support  of 
Neiman  Marcus’  worldwide 
mail-order  operations.  In  ad¬ 
dition,  it  will  carry  all  voice, 
( continued  on  page  14) 


By  Anita  Taff 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  In  an 
abrupt  and  unexplained  turn¬ 
around,  AT&T  last  week  with¬ 
drew  its  11th  Tariff  15  offer  to 
Philadelphia-based  Rohm  and 
Hass  Co. 

The  deal,  filed  only  two  weeks 
ago,  would  have  given  the  spe¬ 
cialty  chemical  company  a  90% 
reduction  on  the  fee  for  calls 
placed  using  a  remote  access 
code  to  a  Software-Defined  Net¬ 
work. 

AT&T  has  only  withdrawn  one 
other  Tariff  1 5  deal  —  the  offer 
to  First  Commerce  Corp.,  a  Loui¬ 
siana-based  bank  holding  compa¬ 
ny.  That  withdrawal  came  amid 
questions  about  the  deal’s  legal¬ 
ity  and  uncertainty  as  to  whether 
the  Federal  Communications 
Commission  would  approve  it. 

Of  the  other  10  Tariff  15  ar¬ 
rangements  filed  to  date,  only 
one  customer  is  receiving  ser¬ 
vice,  Resorts  Condominiums  In¬ 
ternational,  Inc.  The  remaining 
arrangements  are  still  pending 
FCC  action. 

Tariff  15  allows  AT&T  to  offer 
discounts  to  customers  that  have 
been  approached  with  off-tariff 
deals  by  rival  carriers.  AT&T’s 
competitors  claim  they  are  not 
filing  off-tariff  deals  and  allege 
that  AT&T’s  discounted  offerings 
violate  provisions  of  the  Commu¬ 
nications  Act  of  1934. 

Still  pushing 

Although  AT&T  gave  up  on  its 
deal  for  Rohm  and  Haas  last 
week,  it  continued  to  push  the 


FCC  for  the  right  to  offer  a  plan 
that  would  enable  the  carrier  to 
compensate  customers  whose 
Tariff  1 5  deals  have  been  delayed 
for  regulatory  or  other  reasons. 

AT&T  had  petitioned  the  FCC 
to  approve  such  a  plan  on  two 
other  occasions.  The  carrier  vol¬ 
untarily  withdrew  its  first  request 
amid  speculation  that  the  deal 
would  be  rejected,  while  its  sec¬ 
ond  version  was  found  to  be  un¬ 
lawful  by  the  FCC  because  AT&T 
failed  to  provide  proper  support¬ 
ing  cost  data. 

-A.T&T  has  only 
withdrawn  one  other 
Tariff  15  deal  —  the  offer 
to  First  Commerce  Corp. 
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AT&T  has  asked  the  FCC  to  re¬ 
view  its  decision  to  reject  the  sec¬ 
ond  compensation  plan. 

According  to  FCC  rules,  the 
carrier  must  show  that  all  of  its 
tariff  filings  will  pay  for  them¬ 
selves  within  a  certain  period  of 
time.  This  rule  is  a  check  against 
cross-subsidies  from  one  service 
to  another. 

In  its  petition,  AT&T  said  its 
cost  support  was  adequate  and 
the  FCC’s  decision  to  reject  the 
compensation  plan  was  based  on 
“erroneous  findings  of  fact”  and 
should  be  reexamined.  □ 


NORWALK,  Conn.  —  A  group 
of  20  large  New  England  corpora¬ 
tions  is  considering  building  a 
digital  microwave  network  span¬ 
ning  three  states  to  secure  direct 
connections  to  long-haul  carriers 
and  to  bypass  links  to  multiple 
Southern  New  England  Tele¬ 
phone  Co.  (SNET)  central  of¬ 
fices. 

The  shared  microwave  net¬ 
work  would  provide  users  with 
less  expensive  local  access  to 
SNET  and  route  diversity  that 
would  safeguard  against  service 
outages. 

Looking  for  options 

The  consortium,  which  in¬ 
cludes  Phoenix  Mutual  Life  Insur¬ 
ance  Co.,  Pitney  Bowes,  Inc.  and 
AdVest,  Inc.,  said  SNET  will  not 
allow  its  members  to  use  their 
own  facilities  to  access  SNET  cen¬ 
tral  offices  and  the  carrier  only 
offers  diverse  routing  on  a  cus¬ 
tomer-specific  basis  at  high  rates. 

Richard  Kaufman,  interim 


spokesman  for  the  user  coalition 
and  president  of  Richard  N.  Kauf¬ 
man  &  Associates,  Ltd.,  a  consul¬ 
tancy  here,  said  the  users  want  al¬ 
ternatives  to  SNET. 

“For  these  users,  there’s  only 
one  way  in  and  one  way  out,  and 
that’s  through  SNET,”  Kaufman 

“F 

JL  or  these  users, 
there’s  only  one  way  in 
and  one  way  out,  and 
that’s  through  SNET.” 
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said.  The  companies  in  the  con¬ 
sortium  are  mostly  located  in  of¬ 
fice  parks  and  townships  served 
by  a  single  central  office. 

A  spokeswoman  for  the  Con¬ 
necticut  Department  of  Public 
Utility  Control  said  it  is  “highly 
( continued  on  page  14) 


NGTON 


BY  ANITA  TAFF 

AT&T  offers  Tariff  16  deal  to  Air  Force.  AT&T 
recently  filed  its  11th  service  option  under  Tariff  16,  a  vehicle 
the  carrier  uses  to  offer  discounted  deals  to  government  users. 
AT&T  can  provide  services  to  the  government  at  off-tariff  rates 
due  to  provisions  in  the  Communications  Act  of  1934  that  make 
special  exceptions  for  government  users. 

The  newest  Tariff  1 6  service,  dubbed  Overseas  Cable  Analog 
Service  (OCAS),  will  provide  a  9-6K  bit/sec  analog  private  line 
between  the  U.S.  Air  Force  Headquarters  South  Command  near 
Austin,  Texas,  and  Corozal,  Panama. 

The  deal  will  cost  $1,920  per  month,  not  including  dedicated 
access  charges  or  termination  charges  from  the  foreign 
telephone  company. 

OCAS  is  scheduled  to  take  effect  Sept.  19- 

AT&T  previously  filed  a  Tariff  16  deal  for  a  digital  private¬ 
line  service  for  the  military.  That  deal,  dubbed  Overseas  Cable 
Digital  Service  (OCDS),  provides  a  64K  bit/sec  digital  private 
line  between  the  U.S.  Army-Air  Force  Exchange  Service  in 
Dallas  and  West  Germany.  The  Exchange  Service  operates  the 
military’s  system  of  post  exchanges  (PX)  around  the  world. 

Although  the  digital  private-line  deal  was  ultimately  ap¬ 
proved  by  the  Federal  Communications  Commission,  it  raised 
eyebrows  and  generated  criticism.  Some  observers  said  they 
thought  it  was  absurd  that  AT&T  could  offer  a  tariff  built 
around  a  single  private  line.  The  service  costs  $3,315,  which 
analysts  say  is  about  half  the  cost  of  a  64K  bit/sec  digital 
private  line  for  commercial  customers. 

Although  OCAS  and  OCDS  are  purchased  on  a  month-to- 
month  basis,  customers  must  give  AT&T  90  days’  notice  to 
discontinue  either  service  without  penalty.  □ 
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N.E.  firms  may  build 
own  microwave  net 

continued  from  page  13 
unlikely”  that  the  user  consortium  will  re¬ 
ceive  approval  to  build  its  microwave  net¬ 
work.  “They  do  not  have  an  open  OK  to 
build  another  telephone  system,  and  we 
have  not  received  from  them  applications 
to  do  so,”  she  said. 

Nonetheless,  the  consortium  has  com¬ 
missioned  a  study  to  look  at  the  feasibility 
of  building  the  bypass  net  and  has  hired 
regulatory  attorney  Victor  Toth  to  support 
its  efforts. « 

Edwards  &  Kelcey,  a  Livingston,  N.J., 
engineering  firm,  will  design  the  T-3  mi¬ 
crowave  network,  which  will  offer  local- 
loop  facilities  in  five  cities  within  three 


states  and  provide  access  to  AT&T,  MCI 
Communications  Corp.,  New  England 
Telephone  and  Telegraph  Co.,  New  York 
Telephone  Co.  and  US  Sprint  Communica- 


quarters  of  each  company  in  the  group. 

Jeffrey  Lewis,  telecommunications  di¬ 
rector  for  Phoenix  Mutual  in  Enfield, 
Conn.,  said  user  demand  for  route  diversi- 


all  run  through  one  central  office  and  we 
lose  the  office,  I’m  dead  in  the  water.” 

It  is  too  expensive  to  procure  a  physi¬ 
cally  diverse  path  from  SNET  to  link  Phoe¬ 
nix  Mutual’s  headquarters  to  a  separate 
SNET  central  office,  Lewis  said.  “The  last 
mile  is  the  most  expensive  and  the  most 
difficult  part  of  a  [link]  to  back  up.” 

SNET  provides  diverse  routing  in  the  lo¬ 
cal  loop  under  a  customer-specific  con¬ 
tract.  The  price  is  based  largely  on  the  cost 
SNET  incurs  for  the  project,  a  company 
spokesman  said. 

Lewis  said  sharing  the  microwave  net¬ 
work  with  other  users  would  be  less  expen¬ 
sive  than  acquiring  access  to  a  second 
SNET  central  office.  “The  more  companies 
you  bring  on  the  net,”  he  said,  “the  further 
you  reduce  the  cost  of  diverse  routes.”  □ 


S 

L7  haring  the  microwave  network  with  other  users  would  be  less 
expensive  than  acquiring  access  to  a  second  SNET  central  office. 
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tions  Co.,  Kaufman  said.  ty  is  high.  “We’ve  got  to  have  more  and 

The  network  would  include  microwave  cheaper  diverse  routing  in  the  local  loop,” 
towers  adjacent  to  the  headquarters  or  a  Lewis  said.  “I  can  have  connections  to  12 
microwave  antenna  attached  to  the  head-  carriers’  [points  of  presence],  but  if  they 


THE  PERFECT  UNK 
TO  NEW  DIGITAL  SERVICES 


CM-756 

The  perfect  link  to  digital  data  services. 

An  economical  CSU/DSU  for  multiple  data  rates. 


CM-1056, 1056E,  1056DP 

The  perfect  link  for  switched  and  dedicated  56  Kbps. 
Both  two-wire  and  four-wire  versions  to  meet  your  needs. 


CM-384/PRI 

The  perfect  link  for  high  speed  switched  connectivity  at 
56/64, 112/128,  and  384  Kbps.  Supporting  the  ISDN  primary  rate  interface. 


i 


The  world  is  moving  faster  these  days,  and  so  are  your  digital  communications  needs.  Higher  speeds  and 
higher  performance  are  necessary  for  you  to  keep  pace.  INC  offers  a  line  of  CSU/DSU  products  designed 
to  give  you  the  flexibility  and  support  for  the  new  digital  data  services  available  today  and  those  becoming 
available  tomorrow.  INC  CSU/DSUs  are  rich  in  features  and  compatible  with  private  line  and  switched 
offerings  of  inter-exchange  carriers  and  local  telcos.  For  more  information  please  call  INC  at  1-800-345-1365. 
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SDN  cutover  to 
spell  savings  for 
North  Dakota 


By  Ellen  Messmer 

Washington  Correspondent 

BISMARCK,  N.D.  —  AT&T  last  month 
cut  over  a  Software-Defined  Network 
(SDN)  for  the  state  of  North  Dakota  that 
will  save  the  state  an  estimated  $600,000 
when  compared  with  the  AT&T  Megacom 
service  it  will  replace. 

The  state  signed  a  $1.5  million,  two- 
year  contract  with  AT&T  for  Megacom 
WATS  service  in  1989  but  earlier  this  year, 
AT&T  convinced  the  state  to  switch  to  SDN 
to  garner  greater  savings. 

The  bulk  of  the  savings  comes  from  a 
25%  discount  on  SDN  available  to  the  state 
under  AT&T’s  “State  Calling  Service”  por¬ 
tion  of  Tariff  16,  a  new  tariff  for  govern¬ 
ment  users  approved  by  the  Federal  Com¬ 
munications  Commission  in  April. 

Paula  Loendorf,  director  of  communi¬ 
cations  and  support  services  at  the  Univer¬ 
sity  of  North  Dakota,  said  the  state  decided 
to  go  with  SDN  because  of  the  savings. 

She  emphasized,  however,  that  the 
state  did  not  intend  to  extend  the  contract 
beyond  the  remaining  year.  The  state  will 
put  the  business  up  for  competitive  bid 
when  the  contract  begins  to  expire,  Loen¬ 
dorf  said. 

The  cutover  to  SDN  from  Megacom  was 
transparent  to  users,  according  to  Loen¬ 
dorf.  The  AT&T  virtual  private  network 
serves  users  at  North  Dakota’s  state  capitol 
here,  state  agencies,  the  University  of 
North  Dakota  and  North  Dakota  State  Uni¬ 
versity.  □ 


Carrier  Watch 

continued  from  page  13 

data  and  800  traffic  for  Neiman  Marcus’ 
HorchowMail  Order,  Inc.  company. 

Newbridge  Networks,  Inc.  last  week  an¬ 
nounced  it  has  completed  installation  of  a 
six-node  global  T-l /European  T-l  net  for 
Cable  &  Wireless  Communications, 
Inc.  The  carrier’s  internal  corporate  net¬ 
work  will  carry  voice,  data,  video  and  fac¬ 
simile  traffic  between  Cable  &  Wireless 
sites  in  Bermuda,  Hong  Kong,  the  U.K.  and 
the  U.S.  The  network  uses  Newbridge’s 
3600  MainStreet  Bandwidth  Manager  mul¬ 
tiplexers  at  key  offices  around  the 
world.  □ 


See  The  FAXNeT  Form  on  Page  1 7 
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DATA  COMMUNICATIONS 

PRODUCTS,  SERVICES,  ARCHITECTURES,  STANDARDS  AND  NETWORK  MANAGEMENT 


Worth  Noting 


he  100M  bit/sec 
Fiber  Distributed  Data 
Interface  supports 
data  transmission 
speeds  “fast  enough  to 
send  the  complete 
works  of  Shakespeare 
four  times  in  one 
second.” 

Ellen  Hancock 

Vice-president  and  general  manager 
IBM's  Communication  Systems 
Division 

At  a  recent  product  announcement 
in  Poughkeepsie,  N.Y. 


lata 
^Packets 

The  X.400  Application 
Program  Interface  Associ¬ 
ation  (XAPIA)  and  X/Open 
Company,  Ltd.  last  week 
jointly  announced  the  avail¬ 
ability  of  application  program 
interfaces  (API)  that  promise 
to  help  users  and  vendors 
write  electronic  mail  applica¬ 
tions  that  are  compliant  with 
international  standards. 

The  two  groups  announced 
four  APIs,  including  one  for 
linking  proprietary  E-mail  sys¬ 
tems  to  an  X.400  message 
transfer  agent  and  a  second 
that  enables  X.400  messaging 
capabilities  to  be  incorporated 
into  applications  such  as  word 
processing  and  spreadsheets. 

A  third  API  enables  applica¬ 
tions  to  access  global  X.500- 
based  directories,  and  the 
fourth  is  an  object  manage¬ 
ment  API  that  is  used  by  the 
other  APIs  to  provide  a  means 
to  manipulate  complex  infor¬ 
mation  objects,  such  as  mes¬ 
sages  and  the  results  of  direc¬ 
tory  inquiries. 

X/Open,  an  international 
group  of  vendors  and  users 
committed  to  open  systems, 
and  XAPIA,  an  association  of 
computer  and  communica¬ 
tions  vendors,  plan  to  submit 
the  APIs  for  approval  as  Insti¬ 
tute  of  Electrical  and  Electron¬ 
ics  Engineers,  Inc.  standards. 

The  API  specifications  can 
be  ordered  from  Omnicom, 
Inc.  by  writing  to  1 1 5  Park  St., 
S.E.,  Vienna,  Va.  22180,  or  by 
calling  the  company  at  (703) 
281-1135. 

( continued  on  page  16 ) 


Securing  the  network 


Percentage  of  users  surveyed  that  have 
callback  and  data  encryption  systems 


Fortune  1 ,000  Federal  govern-  Universities  Non-Fortune 
companies  ment  agencies  1 ,000  companies 


Figures  are  based  on  18,000  user  profiles  in  Computer  Intelligence’s  data 
base.  Callback  security  systems  intercept  an  incoming  data  call,  request 
a  password  and  then  call  the  user  back  at  a  predetermined  number. 

GRAPHIC  BY  SUSAN  J.  CHAMPENY  SOURCE:  COMPUTER  INTELLIGENCE,  LA  JOLLA,  CALIF. 


New  multiprotocol  PAD 
has  frame  relay  interface 

Reduces  protocol  overhead,  speeds  response. 


By  Jim  Brown 

_ Senior  Editor _ 

TUSTIN,  Calif.  —  Sync  Re¬ 
search,  Inc.  recently  announced  a 
multiprotocol  packet  assem¬ 
bler/disassembler  with  a  frame 
relay  interface  that  makes  it  pos¬ 
sible  to  consolidate  different 
types  of  traffic  over  high-speed 
wide-area  network  links. 

The  company’s  Network  Ac¬ 
cess  Controller/Frame  Relay 
(NAC/FR)  will  enable  customers 
to  link  terminals  to  remote  hosts 
over  private  or  public  networks 
that  support  the  evolving  frame 
relay  standard.  The  product  com¬ 
plements  Sync  Research’s  exist¬ 
ing  NACs,  which  link  terminals  to 
remote  hosts  over  X.25  or  Sys¬ 
tems  Network  Architecture  nets. 

Because  it  drastically  reduces 
the  protocol  processing  overhead 
inherent  in  both  X.25  and  SNA, 
the  data-link  layer  protocol  de¬ 
fined  in  the  frame  relay  specifica¬ 
tion  shortens  the  time  it  takes 
packets  to  flow  through  network 
switches  to  a  remote  site. 

This  is  accomplished  by  elimi¬ 
nating  the  need  for  each  interme¬ 
diate  switch  in  the  network  to 
check  each  packet  for  errors.  In¬ 
stead,  only  the  sending  and  re¬ 
ceiving  switches  check  for  errors. 

Like  the  company’s  earlier 
products,  the  NAC/FR  can  re¬ 
place  low-end  X.25  switches  and 
IBM  front-end  processors  used  as 
remote  concentrators. 

The  product  has  a  chassis  with 
five  slots  supporting  interface 
boards,  each  having  four  RS-232 
ports  or  a  single  V.35  port.  The 
RS-232  boards  can  support  local¬ 
ly  attached  terminals  at  up  to 
19-2K  bit/sec  or  a  19.2K  bit/sec 
WAN  link,  while  the  V.35  board 
provides  a  64K  bit/sec  WAN  link. 

The  device  supports  IBM’s 
Synchronous  Data  Link  Control, 


Binary  Synchronous  Communi¬ 
cations  and  2780/3780  remote 
job  entry  protocols,  as  well  as  Un¬ 
isys  Corp.’s  Universal  Terminal 
System  protocol  and  asynchro¬ 
nous  protocols. 

The  NAC/FR  polls  local  termi¬ 
nals,  off-loading  this  chore  from 
the  host  and  isolating  the  frame 
relay  network  from  polling  sig¬ 
nals.  The  software  then  wraps  in¬ 
coming  terminal  traffic  into 
frame  relay  packets,  which  are 
shipped  in  one  or  multiple  64K 
bit/sec  links  to  a  T-l  multiplexer 


T 

A  he  NAC/FR  backs  up 
the  opinion  of  analysts 
who  believe  frame  relay 
will  replace  X.25. 
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or  carrier  service  that  is  based  on 
frame  relay  technology.  At  the 
host  end,  another  NAC/FR  un¬ 
wraps  incoming  frame  relay 
packets  and  routes  the  terminal 
traffic  to  the  target  host. 

Introduction  of  the  product 
brings  to  the  forefront  another 
application  for  frame  relay  tech¬ 
nology,  which  has  been  touted  so 
far  as  an  advanced  method  for  in¬ 
terconnecting  remote  local-area 
networks  at  high  speeds. 

The  NAC/FR  also  backs  up  the 
opinion  of  many  analysts  who  be¬ 
lieve  frame  relay  will  replace 
X.25  even  though  it  was  con¬ 
ceived  as  an  Integrated  Services 
Digital  Network  standard. 

The  NAC/FR  is  scheduled  to 
ship  by  year  end  at  a  price  be¬ 
tween  $o,000  and  $  1 5,000.  □ 


IBM  unveils  bevy  of 
VTAM  enhancements 

Latest  version  improves  net  availability,  makes 
it  easier  to  reconfigure  mainframe  peripherals. 


By  Paul  Desmond 

Senior  Editor 

POUGHKEEPSIE,  N.Y.  —  In¬ 
cluded  in  IBM’s  recent  announce¬ 
ment  of  the  Enterprise  Sys¬ 
tem/9000  family  of  mainframes 
were  VTAM  enhancements  that 
improve  network  availability  and 
make  network  changes  easier 
and  less  disruptive. 

ACF /VTAM  Version  3  Release 
4  for  MVS/ESA,  VM/ESA  and 
VM/SP  provides  a  dynamic  net¬ 
work  access  feature  that  gives  PU 
2.1  devices  —  such  as  an  Applica¬ 
tion  System/400  minicomputer 
or  Personal  System/ 2  —  access 
to  VTAM  via  multiple  data  paths 
without  preconfigurement,  a  ca¬ 
pability  that  enhances  both  avail¬ 
ability  and  throughput. 

The  new  VTAM  release  also  al¬ 
lows  MVS  users  to  add,  move  or 
remove  channel-attached  devices 
without  taking  the  mainframe 


down  and  to  preserve  session 
data  during  a  subsystem  failure  to 
speed  system  recovery. 

Analyst  reaction  to  the  en¬ 
hancements  was  mixed.  Some 
said  the  enhancements  were  mi¬ 
nor  and  overdue,  while  others 
said  they  offer  a  glimpse  of 
changes  to  come  as  IBM  attempts 
to  move  SNA  away  from  a  hierar¬ 
chical  to  a  more  peer-oriented 
structure. 

An  example  of  the  latter  is  the 
new  dynamic  network  access  fea¬ 
ture  for  PU  2.1  nodes,  a  feature 
that  has  two  key  parts,  according 
to  Gary  Burnette,  an  IBM  VTAM 
designer. 

The  first  part  gives  Type  2.1 
logical  units,  such  as  LU  6.2- 
based  applications,  access  to  a 
host  without  requiring  that  they 
be  defined  to  VTAM  or  the  Net¬ 
work  Control  Program  running  in 
(continued  on  page  16) 


OSI  demo  at  INTEROP  90 
will  feature  20  vendors 


By  Jim  Brown 

_ Senior  Editor _ 

SAN  JOSE,  Calif.  —  More  than 
20  vendors  are  scheduled  to  dem¬ 
onstrate  interoperability  be¬ 
tween  Open  Systems  Intercon¬ 
nection  products  at  the  INTEROP 
90  Conference  and  Exhibition 
here  next  month. 

The  conference’s  OSI  Show¬ 
case  will  be  used  to  demonstrate 
interoperability  between  applica¬ 
tions  in  different  booths  and  the 
use  of  X.25  links  to  access  appli¬ 
cations  on  remote  processors. 

To  support  the  OSI  Showcase 
and  other  demonstrations  at  the 
conference,  show  sponsor  In¬ 
terop,  Inc.  is  building  a  network 
consisting  of  Ethernet  and  token¬ 
ring  nets  connected  via  routers 
and  a  backbone  Fiber  Distributed 
Data  Interface  network. 

Some  vendors  will  also  have 
X.25  links  to  an  on-site  Timeplex, 
Inc.  X.25  switch,  providing  ac¬ 
cess  to  AT&T’s  Accunet  Packet 
Service  X.25  network. 

The  primary  applications  ven¬ 
dors  will  be  demonstrating  in¬ 
clude  File  Transfer,  Access  and 
Management  (FTAM)  and  X.400 
electronic  mail.  Some  vendors 
will  attempt  to  demonstrate  OSI’s 
Virtual  Terminal  Protocol  and 
early  implementations  of  an 
X.500  directory. 


“This  is  not  a  showcase  off  in  a 
corner  in  a  special  booth  that  has 
OSI  products  in  isolation,”  said 
Chris  Moore,  cochairman  of  the 
OSI  Showcase  and  a  product  mar¬ 
keting  manager  at  Touch  Com¬ 
munications,  Inc.  “It’s  an  effort 
to  coordinate  how  vendors  using 
a  wide  variety  of  OSI  products  can 
communicate  with  each  other.” 

All  the  vendors  in  the  OSI 
Showcase  participated  in  a  dry 
run  of  the  demonstration  during 
a  week-long  shakedown  at  a  Un¬ 
isys  Corp.  facility  here. 

To  support  the  test,  vendors 
teamed  to  build  two  Ethernets 
linked  via  Proteon,  Inc.  and  cisco 
Systems,  Inc.  routers  running 
X.25  gateway  software  that  pro¬ 
vided  a  link  to  an  on-site  Time¬ 
plex  X.25  packet  switch.  That 
switch  routed  traffic  via  AT&T’s 
Accunet  Packet  Service  to  vendor 
sites  in  Australia  and  Scotland. 

“All  of  us  shared  a  sense  that 
we  were  building  a  corporate  en¬ 
terprise  network  in  a  week,”  said 
Denise  O’Connor,  a  program 
marketing  manager  at  Unisys  and 
a  representative  to  the  INTEROP 
committee. 

During  the  dry  run,  each  ven¬ 
dor  proved  one  of  its  OSI  soft¬ 
ware  packages  could  interoper¬ 
ate  with  the  same  software  from 
at  least  five  vendors.  □ 
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IBM  unveils  bevy  of 
VTAM  enhancements 

continued  from  page  15 
the  front-end  processor,  Burnette  said. 
Previously,  every  logical  unit  had  to  be 
predefined,  but  now  VTAM  can  pick  up  the 
definition  data  for  Type  2.1  logical  units 
automatically  when  the  logical  unit  begins 
a  session,  making  it  easier  for  those  de¬ 
vices  to  access  the  network. 

The  second  part  of  the  feature  gives  LU 
2.1s  access  to  the  network  over  multiple 
paths  simultaneously.  Previously,  each 
logical  unit  was  associated  with  a  certain 
physical  unit  and  all  data  going  to  or  from 
a  logical  unit  went  through  its  associated 
datapath. 

The  new  feature  also  lets  one  data  path 


back  up  another  in  case  of  failure.  That  can 
be  used,  for  example,  to  let  two  VTAMs  es¬ 
tablish  a  Type  2.1  link  to  back  up  a  chan- 
nel-to-channel  connection.  Or,  the  two 
data  paths  can  be  used  simultaneously  to 
increase  throughput. 

Another  advantage  is  Type  2.1  nodes 
such  as  the  AS/400  can  have  one  leased- 
line  connection  into  an  SNA  host  and  one 
dial  backup  connection. 

David  Passmore,  a  partner  with  Ernst  & 
Young’s  Network  Strategies,  Inc.,  a  consul¬ 
tancy  in  Fairfax,  Va.,  was  largely  unim¬ 
pressed  by  the  new  dynamic  access  feature 
because  it  applied  only  to  PU  2.1  devices, 
whereas  the  majority  of  SNA  equipment  is 
based  on  3270  sessions,  which  are  sup¬ 
ported  by  PU  2s. 

Passmore  said  the  feature  will  take  on 


added  significance  when  IBM  adds  PU  Type 
2.1  support  to  their  3174  cluster  control¬ 
lers,  a  feature  that  was  noticeably  absent 
among  the  140-plus  products  recently  an¬ 
nounced  here. 

But  Frank  Dzubeck,  president  of  Com¬ 
munications  Network  Architects,  Inc.,  a 
consulting  firm  in  Washington,  D.C.,  said 
the  dynamic  access  feature  is  part  of  an 
evolutionary  change  that  is  moving  SNA  to 
a  more  peer-to-peer  type  of  architecture. 

“You  can  start  to  see  the  evolutionary 
changes  that  are  taking  SNA  from  a  fixed 
hierarchical  structure  into  something 
that’s  a  combination  of  [hierarchical  and 
peer-to-peer],”  Dzubeck  said.  “VTAM  is 
the  base  for  SNA.  When  you  make  VTAM 
changes,  that’s  the  key  to  the  kingdom.” 

Another  new  VTAM  feature,  applicable 


only  to  MVS/ESA  SP  Version  4  Release  2, 
takes  advantage  of  IBM’s  new  Enterprise 
Systems  Connection  Architecture  (ES- 
CON)  10M  byte/sec  fiber-optic  mainframe 
channels. 

Dynamic  I  /O 

The  new  dynamic  I/O  feature  allows 
MVS  users  to  move,  add  or  delete  channel- 
attached  front-end  processors  or  cluster 
controllers  while  their  mainframes  are 
running,  said  Richard  McGuinness,  an  IBM 
VTAM  product  planner. 

With  the  existing  bus/tag  channel  tech¬ 
nology,  users  have  to  take  down  their 
mainframes  when  making  changes  to 
channel-attached  equipment  due  to  the 
risk  of  electrical  currents  from  the  channel 
cables  disrupting  data  processing,  McGuin¬ 
ness  said. 

That  is  not  a  concern  with  the  new  ES- 
CON  architecture  since  the  channels  use  fi¬ 
ber-optic  technology. 

The  feature  adds  a  menu-driven  appli¬ 
cation  to  MVS  that  requests  from  the  MVS 


▼  TAM  is  the  base  for 
SNA.  When  you  make  VTAM 
changes,  that’s  the  key  to  the 
kingdom,”  Dzubeck  said. 

▲  ▲▲ 


console  operator  all  the  data  required  to 
configure  the  new  or  moved  controller. 
That  application  then  sends  a  message  to 
VTAM  that  triggers  another  application  to 
dynamically  make  the  definition  change  as 
soon  as  the  change  takes  place,  McGuin¬ 
ness  said. 

Another  new  VTAM  enhancement  for 
MVS  lets  VTAM  preserve  session  informa¬ 
tion  for  all  types  of  logical  units  in  the 
event  of  a  subsystem  outage,  McGuinness 
added.  Today  a  subsystem  outage  requires 
the  recovery  of  the  subsystem  first,  then 
the  individual  recovery  of  all  the  sessions 
supported  by  that  particular  subsystem. 

The  new  capability  “makes  the  total  re¬ 
covery  much  quicker  because  you  don’t 
have  to  go  through  the  network  traffic  of 
starting  all  your  sessions  all  over  again,” 
McGuinness  said.  While  the  subsystem  is 
out,  incoming  data  is  stored  until  the  sub¬ 
system  is  restored,  preserving  user  data. 

The  new  release  of  VTAM  will  be  avail¬ 
able  in  August  of  1991  for  MVS/ESA  and  in 
December  of  that  year  for  VM/ESA  and 
VM/SP.  Pricing  varies  depending  on  confi¬ 
guration.  □ 


Data  Packets 

continued  from  page  15 

Codex  Corp.  last  week  said  it  would 
guarantee  its  3600  Communications  Plat¬ 
form  will  support  19.2K  bit/sec  transmis¬ 
sions  over  analog  lines  with  D1  condition¬ 
ing  for  at  least  98%  of  the  time  during  a  24- 
hour  period  or  Codex  will  give  the 
customer  the  unit  free.  Announced  in  May, 
the  Codex  3600  can  be  configured  to  sup¬ 
port  analog  or  digital  lines  and  works  at 
speeds  up  to  24K  bit/sec  when  configured 
as  a  modem  (“Codex  wares  aimed  at  digi¬ 
tal  net  needs,”  NW,  May  21).  The  guaran¬ 
tee  applies  to  new  purchases  in  the  U.S.  for 
a  limited  time  and  is  good  until  one  year 
from  the  date  of  purchase.  □ 


Network  World/Mier  Communications 

In-Depth  Report 

”OSI  and  GOSIP:  Product  Analysis  &  Planning  Guide  - 1990  to  1993” 

Over  2  dozen  leading  systems  vendors'  OSI  implementations  and  product  strategies  - 
including  AT&T,  Hewlett-Packard,  IBM,  Data  General,  DEC,  NCR,  Sun,  Tandem, 
Unisys  -  are  individually  analyzed.  Find  out: 

□  How  much  customization  and  configuration  is  needed  to  get  each  of 
their  OSI  implementations  up  and  running? 

□  How  do  applications  access  their  OSI  protocols?  Do  yours  have  to  be 
rewritten,  and  what  kind  of  staff  programming  expertise  is  needed? 

□  Which  X.400  mail  protocols  are  supported,  and  by  whom?  What 
gateways  to  existing  E-mail  and  document  formats  are  supported? 

□  What  FT  AM  file  structures  are  supported  and  which  are  not? 

□  Which  vendors  have  interoperated  with  which?  To  what  extent? 

And  does  this  mean  the  products  you  buy  will  interoperate? 

Whether  your  requirement  is  GOSIP,  or  development  and  implementation  of  a  sound 
OSI  strategy  for  your  organization,  this  138-page  report  is  a  must-read.  Find  out  in 
plain  language: 

□  The  precise  components  of  a  GOSIP  version-l-compliant  product, 
and  what  must  be  changed  for  GOSIP-2  compliance. 

□  The  projected  price  trends  for  OSI  products. 

□  How  OSI  is  affecting  public  and  private  network  services. 

□  The  prognosis  for  Virtual  Terminal,  OSI  Transaction  Processing, 
and  OSI  network  managment. 


Single  copy  price:  $695. 

Call  Cheryl  Tynan  at  (508)  875-6400,  extension  403,  to  order  using  Visa  or 
Mastercard.  Or  send  a  check  or  money  order  to: 

Network  World 
Special  Reports  Dept. 

161  Worcester  Road 
Framingham,  MA  01701-9172. 
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FAXNeT  is  a  service  designed  to  help  readers  of  Network 
World  gather  important  information  via  FAX  on  products  and 
services  advertised  in  Network  World. 


How  to  Use  FAXNeT 

Listed  below  in  the  FAXNeT  Directory  are  the  FAX  numbers  of 
participating  advertisers  in  this  week's  issue  of  Network  World  and 
the  page  number  where  the  ad  appears.  To  use  FAXNeT  cut  out 
the  FAXNeT  form  and  make  a  copy  of  the  form  for  each  inquiry 
you  want  to  make.  Then  just  FAX  it  to  the  vendor's  number  listed 
in  the  FAXNeT  Directory. 


Benefits  to  the  Network  World  Reader 

FAXNeT  is  designed  to  get  you  product  and  service  information  FAST. 
And,  if  your  request  is  urgent  and  requires  an  immediate  response 
from  the  vendor  just  check  the  ''Urgent''  Box. 


IFAXNeR 


Attention: 

Subject: 


Marketing  Communications  Manager 

This  inquiry  was  generated  by  a  Network  World 
reader  who  is  responding  via  FAX  to  your  advertisement 
in  Network  World. 


Name _ Title _ 

Company /Div _ 

Address  _ 

City _ State _ Zip 

Phone _ FAX _ 


This  week's 

FAXNeT 

ADVERTISERS 


Company  Page 

ACC  32 

Fax:  805-962-8499 

Amnet . 53 

Fax:  508-872-8136 

Avanti  Comm . 30 

Fax:  617-769-6298 

Banyan . 64 

Fax:  508-898-1755 

Chipcom . 8 

Fax:  617-890-6857 

Codex  Corp . 20-21 

Fax:  617-821-3417 


□  URGENT 


Integrated  Ntwk.  Corp....  14 
Fax:  201-218-0804 


Action  Requested 

□  Request  for  Sales  Call 

□  Request  for  Proposal 

□  Request  for  Information 

Purchase  Timeframe 

□  Within  60  Days 

□  Within  Six  Months 

□  Within  One  Year 


Scope  of  Purchase  Responsibility 

□  Enterprise  Wide 

□  Departmental 

Purchase  Influence/Number  of  Sites 

□  One  Site 

□  2-9  Sites 

□  10-20  Sites 

□  21 -F  Sites 


Newbridge  Networks . 7 

Fax:  703-471-7080 

Tel.  Training  Monthly . 53 

Fax:  215-598-7690 

Teletutor . 53 

Fax:  603-433-2260 

Williams  Telecomm . 12 

Fax:  918-588-5110 


Product 

Advertised: 


Intended 

Application: 
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When  Excellence 
Is  Achieved... 

It  Should  Be  Recognized. 

AND  THE  1990  ENNE  AWARDS  WINNERS  ARE: 

ENNE  Excellence 


GLOBAL  WINNER 

United  Parcel  Service 

Nominated  by 

NOVELL,  Inc. 


REGIONAL  WINNERS 

Aerospatiale,  France 

Nominated  by 

Ungermann-Bass 

and 

The  World  Bank 

Nominated  by 

Network  Management,  Inc. 


ENTERPRISE  INTEGRATOR  WINNERS 

Champagne  MicroProducts 

Nominated  by 

NetWorth,  Inc. 

and 

ITT  Commercial  Finance 

Nominated  by 

ITT  Commercial  Finance 


SINGLE  SITE  WINNER 

Allegheny  Ludlum  Steel 
Corporation 

Nominated  by 

Westinghouse  Communications 


NATIONAL  WINNER 

CSX  Technology 

Nominated  by 

AT&T,  Banyan  Systems, 
CSX  Technology  and  IBM 


™eEnne  Awards 

Honoring  The  Best  Of  The  Best. 

THE  ENNE  AWARDS  PROGRAM  305  Madison  Avenue,  Suite  1424,  New  York,  NY  10165 


LOCAL  NETWORKING 

PC  AND  TERMINAL  TO  HOST  LANS,  GATEWAYS  AND  MICRO  COMMUNICATIONS  PRODUCTS 


Worth  Noting 


L/uring  the  next  four 
years,  the  size  of  the 
average  local-area 
network  will  increase 
from  nine  to  16  nodes. 
And  the  hardware  and 
software  costs 
associated  with 
connecting  a  single 
workstation  to  the  LAN 
will  decline  51%,  from 
$766  in  1989  to  $376 
by  1994,  according  to  a 
report  by  Frost  & 
Sullivan,  Inc.  in  New 
York. 


etnotes 


Farallon  Computing, 
Inc.  is  entering  the  Ethernet 
adapter  market  with  the  re¬ 
lease  of  lOBaseT  Ethernet 
boards  for  Apple  Computer, 
Inc.’s  Macintosh  II  and  Macin¬ 
tosh  SE/30  computers. 

The  interfaces,  part  of  Far- 
allon’s  PhoneNet  product  line, 
have  both  RJ-45  and  attach¬ 
ment  unit  interface  (AUI) 
connectors  and  include  driv¬ 
ers  for  Novell,  Inc.’s  NetWare. 
They  are  also  bundled  with 
Farallon’s  Timbuktu  3-1  com¬ 
munications  software,  which 
enables  one  user  to  control 
another’s  Macintosh  across  an 
AppleTalk  network  and  to  ex¬ 
change  files  without  the  help 
of  a  server. 

Another  feature  is  support 
of  Farallon’s  Liaison  routing 
software,  which  can  be  used  to 
route  data  across  AppleTalk 
internetworks  that  include 
any  mixture  of  LocalTalk, 
Ethernet,  token-ring,  Arcnet 
and  broadband  segments,  as 
well  as  dial-up  and  Integrated 
Services  Digital  Network  links. 

The  adapters  cost  $595 
each,  and  the  Macintosh  II  ver¬ 
sion  is  available  in  a  package 
of  10  at  a  price  of  $4,995.  The 
Liaison  3-0  software,  which 
runs  on  a  dedicated  Macin¬ 
tosh,  costs  $395  and  should  be 
available  this  month. 

Farallon  Computing  can  be 
reached  by  writing  to  2000 
Powell  St.,  Suite  600,  Emery¬ 
ville,  Calif.  94608,  or  by  call¬ 
ing  (415)  596-9100.  □' 


Federal  government  bullish  on  LANs 

Percentage  of  U.S.  department  and  agency  sites  with  LANs 
Agriculture 
Air  Force 
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General-purpose  LANs  are  networks  that  support  processors  other  than 
microcomputers. 

GRAPHIC  BY  SUSAN  SLATER  SOURCE:  COMPUTER  INTELLIGENCE,  LA  JOLLA,  CALIF. 


Federal  gov’t  agencies  meet 
diverse  needs  with  LANs 


Study  finds  LAN  use  runs  high  in  gov’t  agencies. 


By  Laura  DiDio 

Senior  Editor 

LA  JOLLA,  Calif.  —  The  feder¬ 
al  government  is  one  of  the  lead¬ 
ing  users  of  local-area  networks, 
with  LANs  installed  at  more  than 
50%  of  all  government  agencies, 
according  to  a  recent  survey  by 
Computer  Intelligence  (Cl),  a 
consultancy  based  here. 

The  report,  “LAN  Use  at  Fed¬ 
eral  Government  and  Fortune 
1 ,000  Sites,”  based  on  a  survey  of 
more  than  2,000  users  in  federal 
government,  Fortune  1,000  and 
other  sites,  showed  that  only  34% 
of  nongovernment  users  have  in¬ 
stalled  LANs. 

The  major  factor  fueling  fed¬ 
eral  government  and  Fortune 
1,000  use  of  LANs  is  that  their 
sites  tend  to  be  large  and  have 
many  work  groups,  an  ideal  envi¬ 
ronment  for  LANs,  according  to 
David  Eulitt,  the  Cl  analyst  who 
compiled  the  report. 

As  part  of  the  study,  Cl  distin¬ 
guished  between  two  types  of 
LANs:  personal  computer  LANs, 
which  connect  only  microcom¬ 
puters,  and  general-purpose 
LANs,  which  Cl  defines  as  any 
network  that  includes  at  least  one 
system  larger  than  a  PC,  such  as  a 
high-performance  workstation, 
mid-range  system  or  mainframe. 

The  survey  revealed  that  the 
type  of  LAN  employed  within 
government  sites  varies  greatly 
according  to  the  agency. 

For  example,  86%  of  the  Na¬ 
tional  Aeronautics  and  Space  Ad¬ 


ministration  sites  surveyed  by  Cl 
have  general-purpose  LANs.  This 
is  because  NASA  networks  tend  to 
run  leading-edge,  memory-  and 
compute-intensive  applications. 
However,  the  study  also  showed 
that  54%  of  the  NASA  sites  also 
have  personal  computer  LANs. 

Other  federal  government 
agencies  with  a  high  complement 
of  LANs  include  the  Department 
of  Energy,  the  U.S.  Postal  Service, 
the  U.S.  Navy,  The  Department  of 
Veterans’  Affairs  and  the  Depart¬ 
ment  of  Health  and  Human  Ser¬ 
vices.  All  of  those  agencies  indi¬ 
cated  that  their  usage  of  general- 
purpose  LANs  outpaced  that  of 
microcomputer  LANs. 

DEC  vs.  IBM 

Cl  also  tracked  whether  feder¬ 
al  agencies  have  installed  Digital 
Equipment  Corp.  VAXes  or  IBM 
mainframes  in  order  to  deter¬ 
mine  how  the  type  of  minicom¬ 
puter  or  mainframe  affects  the 
type  of  LAN  used. 

The  survey  indicated  that  VAX 
users  are  more  likely  to  have  in¬ 
terconnected  LANs  than  IBM 
mainframe  users  are.  More  than 
60%  of  the  federal  government 
agencies  with  VAXes  said  they 
linked  their  LANs  via  bridges  and 
gateways,  while  56%  of  the  users 
with  IBM  mainframes  said  they 
had  interconnected  their  LANs. 
The  study  showed  Ethernet  usage 
at  government  agencies  and  For¬ 
tune  1,000  firms  continues  to 
outpace  token-ring  usage.  □ 


AT&T  links  Macs  to 
Unix-based  servers 

Software  lets  AT&T’s  LAN  Manager/Unix  server 
provide  file  and  print  services  to  Macintosh  micros. 


By  Laura  DiDio 

_ Senior  Editor _ 

MORRISTOWN,  N.J.  — 
AT&T’s  Computer  Systems  group 
last  week  announced  the  Star- 
Group  Server  for  Macintosh,  soft¬ 
ware  that  lets  AT&T’s  LAN  Man¬ 
ager/Unix  servers  support  Apple 
Computer,  Inc.  Macintoshes. 

StarGroup  Server  for  Macin¬ 
tosh  software  enables  Macintosh 
local-area  network  users  to  ex¬ 
change  file  and  print  services 
with  MS-DOS,  OS/2  and  Unix 
workstation  users  attached  to  the 
same  LAN  Manager/Unix  server, 
according  to  Phil  Galli,  AT&T’s 
LAN  and  host  connectivity  mar¬ 
keting  manager. 

The  software  runs  as  an  appli¬ 
cation  on  any  Intel  Corp.  80386- 
or  80486-based  StarGroup  LAN 
Manager/Unix  server  running 
AT&T’s  Unix  System  V.  The  Star- 
Group  LAN  Manager/Unix  server 
supports  a  maximum  of  2  5  5  users 
on  a  single  server. 

According  to  Galli,  AT&T  has 
implemented  the  full  native  Ap¬ 
pleTalk  protocol  stack  in  the 
StarGroup  Macintosh  software, 
which  means  users  don’t  have  to 
install  more  hardware  or  soft¬ 
ware  on  Macintosh  workstations 
to  share  file  and  print  services. 
Macintosh  users  can  access  the 
server  by  selecting  an  icon  on  the 
Macintosh  screen,  he  said. 

Galli  said  the  printing  function 
of  the  software  will  enable  users 
to  access  print  services  on  the 
StarGroup  LAN  Manager/Unix 
network  or  the  local  AppleTalk 
net.  “This  is  an  advantage  for  all 
users  on  the  network  because  it 
means  that  the  DOS,  OS/2,  Unix 
and  Macintosh  users  can  share 
the  same  Postscript  printers,” 
Galli  said. 

Because  the  StarGroup  Macin¬ 
tosh  software  runs  as  an  applica¬ 
tion  on  the  server,  Unix  security 
—  which  lets  net  administrators 
add  or  delete  user  access  to  par¬ 
ticular  file  servers  or  network  re¬ 
sources  —  is  extended  to  the 
Macintosh  environment,  he  said. 

“With  the  Unix  security,  the 
network  administrator  can  limit 
file  and  program  access  accord¬ 
ing  to  a  particular  user  or  work 
group.  By  contrast,  the  Macin¬ 
tosh  environment  is  wide  open,” 
Galli  explained. 

However,  the  StarGroup  Mac¬ 
intosh  software,  he  said,  does  not 
include  electronic  mail  messag¬ 
ing  capabilities.  AT&T  will  incor¬ 
porate  E-mail  services  that  sup¬ 
port  Macintosh  users  into  the 


next  release  of  its  StarMail,  due 
out  in  the  first  quarter  of  1 99 1  • 

In  the  interim,  Macintosh  us¬ 
ers  can  share  E-mail  with  other 
DOS,  OS/2  and  Unix  users  via 
AT&T  PMX  Mail,  the  company’s 
corporatewide  messaging  service 
that  offers  connectivity  between 
StarGroup,  LAN  Manager/Unix, 
Novell,  Inc.  NetWare  and  IBM  PC 
LAN  Server  nets,  Galli  said. 

Early  feedback 

One  alpha-  and  beta-test  user 
of  the  forthcoming  AT&T  Star- 
Group  Server  for  Macintosh  is 
Trinity  College,  a  liberal  arts  col¬ 
lege  in  Hartford,  Conn.,  with  ap¬ 
proximately  1,900  students. 

Trinity  standardized  a  year 
ago  on  AT&T  StarGroup  LAN 
Manager/Unix  server  software. 
The  college  is  currently  testing 
the  alpha-test  version  of  Star- 
Group  Macintosh  software  on  its 
computer  center  LAN.  When  test¬ 
ing  is  complete,  the  software  will 
be  used  by  students  for  file  and 
print  sharing,  according  to  Ber¬ 
nard  Hecker,  assistant  director  of 
computing  at  Trinity  College. 

“We  like  it  because  it  gives  us 
scalability  and  flexibility  in  the 
way  we  manage  our  LANs,” 
Hecker  said.  “Our  current  crop  of 
stand-alone  AppleTalk  servers 
aren’t  scalable.  We  can’t  go  from 
10  to  100  users  attached  to  a  sin¬ 
gle  AppleTalk  server.” 

Hecker  said  Trinity,  which  has 
a  small  technical  staff  and  a  limit¬ 
ed  budget,  also  found  the  Star- 
Group  Server  for  Macintosh  soft¬ 
ware  economical  and  efficient  in 
terms  of  net  management. 

“We  don’t  have  to  spend  time 
and  money  installing  any  new 
hardware  to  make  the  software 
work,  and  it  doesn’t  require  any 
additional  training  for  the  Macin¬ 
tosh  users,”  Hecker  said. 

“It  also  makes  network  man¬ 
agement  much  simpler  and  less 
time-consuming  because  I  can 
manage  all  of  the  resources  and 
networks  from  a  central  site.  I 
can  allocate  disk  space  on  the 
server  to  any  one  or  multiple 
LANs  simultaneously  and  just  do 
one  set  of  tape  backups,”  he  said. 

StarGroup  Server  for  Macin¬ 
tosh  is  expected  to  ship  in  Decem¬ 
ber.  An  eight-user  license  costs 
$795,  and  an  unlimited  user  li¬ 
cense  lists  for  $1,295.  Galli  said 
DOS  and  OS/2  client  worksta¬ 
tions  attached  to  PC  LAN  and  PC 
LAN  Server  nets  will  be  able  to  ac¬ 
cess  AT&T  StarGroup  LAN  Mana- 
ger/UnLx  servers  by  year  end.  □ 
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Codex  network  management  gives  you  more  control 

THAN  ANY  OTHER  SYSTEM. 


Some  vendors  talk  a  _  | . ... 

But  all  their  systems  really  do  is  monitor  parts  of  your  network  on 
different  screens.  When  there's  a  problem,  your  operator  has  to  “read 
between  the  screens”  to  find  it. 

Codex  does  it  differently.  Our  network  management  systems  let 
you  manage  ail  your  equipment  from  a  single  integrated  console,  using 
only  one  database  and  one  set  of  procedures  for  your  network.  So  it’s 
easy  for  your  operator  to  determine  the  cause  and  effect  of  a  problem. 
And  instead  of  merely  reacting  to  problems,  Codex  systems  actually 
help  you  predict  and  solve  them  before  they  occur. 

Whether  your  network  is  small  or  large,  we  have  a  choice  of 
systems  that  can  grow  with  your  company.  And  we’ll  provide  interfaces 
to  your  data  processing  management  equipment  whether  you're 
running  IBM,  DEC  or  another  vendors  applications. 

So  if  you  want  real  control  over  your  network,  call  us  at 
1-800-426-1212  ext.  7249  and  ask  about  Codex  integrated  systems. 

Because  the  best  way  to  keep  your  network  working  is  to  get 
everything  working  together. 
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OS/2  can  do! 

Seamless  connectivity.  Every  busi¬ 
ness  wants  it.  And  every  business 
will  experience  the  limitations  of 
trying  to  achieve  it  with  DOS.  But 
OS/2®  Extended  Edition  (EE)  was 
designed  for  connectivity  and 
provides  the  flexibility  you  need 
today  and  tomorrow. 

Now,  you  may  only  want  to 
share  a  laser  printer  on  a  LAN 
configured  with  Token-Ring  or 
PC  Network.  With  OS/2  and  OS/2 


LAN  Server,  it’s  simple.  Later,  when 
you  need  to  do  more,  like  access 
a  host  or  an  Ethernet®  network, 
you  can,  since  OS/2  EE  has  these 
functions  built  in.  And  by  adding 
IBM  TCP/IP  software,  you  can 
even  access  multivendor  networks 
from  your  computer. 

But  best  of  all,  when  you 
combine  OS/2  EE  with  IBM’s 
Micro  Channel™  and  its  interrupt¬ 
handling  capability,  you  can  run 
several  communications  sessions  at 


once- 


-without  sacrificing  reliability, 
even  during  peakload  conditions. 

Want  to  simplify  your  computer 
networking?  With  OS/2  Extended 
Edition,  the  solution  is  IBM. 

Find  out  more 
about  OS/2.  Contact 
your  IBM  Authorized 
Dealer  or 


marketing 
representa¬ 
tive.  For  a  dealer  near 
you,  call  1  800  IBM-2468,  ext.  197. 


IBM  and  OS/2  are  registered  trademarks  and  Micro  Channel  is  a  trademark  of  International  Business  Machines  Corporation.  Ethernet  is  a  registered  trademark  of  XEROX  Corp.  ©1990  IBM  Corp. 


MANAGEMENT  STRATEGIES 

MANAGING  PEOPLE  AND  TECHNOLOGY:  USERS  GROUPS  AND  ASSOCIATIONS 


IS  execs  need  to  actively 
shape  corporate  strategy 

Report  details  five  ways  network  managers  can 
play  a  part  in  the  success  of  their  business  unit. 

By  Maureen  Molloy 

Staff  Writer 


EDI^snafus 

Problems  that  can  occur  with  EDI  systems 

1 .  EDI  system  failure.  EDI  systems  that  have  insufficient  disk  space, 
application  bugs  or  undersized  buffers  can  crash  unexpectedly. 

2.  Syntactical  errors.  Software  bugs  or  improper  data  may  create 
syntactical  errors  in  the  EDI  transmission,  resulting  in  lost  or  incorrect 
orders. 

3.  Performance  degradation.  EDI  processing  may  slow  significantly 
as  companies  increase  transaction  volumes  and  add  trading  partners. 
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4.  Deviation  from  standards.  EDI  trading  partners  transmitting  data 
that  deviates  slightly  from  published  EDI  standards  can  insert  errors 
into  EDI  orders.  n 


EDI  susceptible  to 
costly  order  errors 


Testing  procedures,  quality  control  guidelines  are 
becoming  essential  as  technology  gains  ground. 

By  Wayne  Eckerson 

Senior  Writer 


Worth  Noting 


“T 

X  decide  which 
conferences  to  attend 
by  asking  vendors 
which  shows  generate 
the  most  sales  leads 
for  them. 
[Communication 
Network  ’90]  is  No.  1 
and  [the  Tele¬ 
communications 
Association,  Inc.  show] 
is  No.  2.  That’s  where 
I  can  get  the  most 
business  done.” 

Bernie  Schneider 

Former  telecommunications 
director 
United  Stationers,  Inc. 

Des  Plaines,  Ill. 


ssociation 

Watch 

John  Young,  president  and 
chief  executive  officer  of  Hew¬ 
lett-Packard  Co.,  will  be  the 
keynote  speaker  at  the  Elec¬ 
tronic  Mail  Association’s 
(EMA)  annual  conference  to 
be  held  from  Oct.  22  to  24  at 
the  Fairmont  Hotel  in  San 
Francisco. 

The  conference,  titled 
“Electronic  Messaging  ’90: 
Beyond  Interpersonal  Corre¬ 
spondence,”  will  focus  on 
messaging  integration.  The 
presentation  will  include  such 
topics  as  messaging  strate¬ 
gies,  end-user  training,  mes¬ 
saging  integration  with  elec¬ 
tronic  data  interchange  and 
facsimile,  X.500  directories, 
local-area  network  user  is¬ 
sues,  gateways  and  connectiv¬ 
ity,  portable  messaging  and 
global  trends. 

The  conference  fee  is  $495 
for  employees  of  EMA  mem¬ 
ber  organizations  and  $695 
for  nonmembers.  An  early 
registration  discount  is  also 
available. 

The  EMA  is  a  nonprofit 
trade  association  represent¬ 
ing  companies  involved  in  the 
electronic  messaging  indus¬ 
try,  including  major  vendors 
and  users. 

For  more  information,  con¬ 
tact  the  EMA  at  (703)  522- 
7111.  □ 


As  computers  become  more 
critical  to  the  success  of  com¬ 
panies,  the  role  of  the  informa¬ 
tion  systems  (IS)  executive  has 
broadened  from  a  position  that 


I S  executives  need  to 
be  involved  in  creating  a 
vision  for  the 
organization’s  future. 

AAA 


supports  corporate  strategy  to 
one  that  helps  shape  it. 

According  to  a  report  issued 
by  the  United  Communications 
Group  in  Bethesda,  Md.,  this  in¬ 
crease  in  corporate  visibility  re¬ 
quires  IS  executives  to: 

■  Learn  about  the  business. 
IS  executives  must  not  only  famil¬ 


iarize  themselves  with  the  organi¬ 
zation’s  internal  operations,  but 
also  with  its  products  and  ser¬ 
vices,  as  well  as  the  marketplace 
in  general. 

■  Establish  systems  depart¬ 
ment  credibility  with  execu¬ 
tive  management.  Some  of  the 
best  ways  to  achieve  this  is  by  im¬ 
proving  service  levels,  running 
efficient  data  centers,  knowing 
what  is  important  to  end  users 
and  measuring  the  IS  depart¬ 
ment’s  own  performance. 

■  Help  others  become  com¬ 
fortable  with  technology.  By 
changing  management’s  percep¬ 
tion  of  computers  and  helping 
them  adjust  to  the  technology, 
the  company  is  more  apt  to  real¬ 
ize  the  true  strategic  uses  of  infor¬ 
mation  systems. 

■  Create  a  goal  for  the  use  of 
information  technology  in 
the  company  and  sell  that  vi¬ 
sion  to  others.  Since  informa¬ 
tion  technology  is  important  to 
the  success  of  many  firms,  IS  ex¬ 
ecutives  need  to  be  involved  in 

( continued  on  page  24 ) 


While  the  acceptance  of  elec¬ 
tronic  data  interchange  promises 
users  many  benefits,  it  also  in¬ 
creases  the  risks  that  errors  gen¬ 
erated  by  EDI  systems  could  re¬ 
sult  in  losses  caused  by  misplaced 
or  inaccurate  orders. 

As  a  result,  many  large  EDI  us¬ 
ers  are  seeking  to  improve  the  re¬ 
liability  of  intercompany  elec¬ 
tronic  transmissions  by  imple¬ 
menting  quality  assurance  tests 
and  procedures. 

“The  way  most  companies  im¬ 
plement  EDI  has  been  sloppy,” 
said  Joe  Phelan,  manager  of  cor¬ 
porate  EDI  programs  at  Ford  Mo¬ 
tor  Co.  in  Dearborn,  Mich.  “The 
whole  process  needs  to  be  over¬ 
hauled  and  strengthened  with 
quality  control  measures.” 

According  to  Robert  Fisher, 
president  of  the  Foresight  Corp., 
an  EDI  development  firm  special¬ 
izing  in  quality  assurance  in  Dub¬ 
lin,  Ohio,  80%  of  EDI  users  — 
about  8,000  firms  —  are  experi¬ 
encing  EDI  growing  pains  that 
undermine  the  reliability  and  ac¬ 
curacy  of  their  EDI  systems. 

As  companies  add  new  trading 
partners  and  increase  EDI  trans¬ 
action  volumes,  many  will  over¬ 
load  the  capacity  of  their  EDI  sys¬ 
tems,  slowing  response  times  or 
leading  to  outright  system  fail¬ 
ure,  Fisher  said. 

In  addition,  many  EDI  users 
are  being  forced  to  continually 
update  their  systems  to  accom¬ 
modate  new  versions  of  EDI  stan¬ 
dards,  unique  trading  partner  re¬ 
quirements  and  data  from  new 
corporate  applications,  Fisher 
said.  These  changes  can  often  in¬ 


troduce  errors  in  EDI  transmis¬ 
sions  that  can  result  in  lost  or  in¬ 
accurate  orders  and  strain 
trading  partner  relations. 

For  companies  that  rely  on 
EDI  to  support  just-in-time  deliv¬ 
ery  of  parts  or  goods  —  mainly 
manufacturers  and  retailers  — 
EDI  errors  can  be  costly. 

Fisher  said  EDI  staffs  at  most 
companies  spend  75%  of  their 
time  fighting  fires  —  catching 
and  correcting  system  errors  be¬ 
fore  irrevocable  damage  is  done 
to  the  company’s  bottom  line  or 
reputation. 

F 

X  or  companies  that 
rely  on  EDI  to  support 
just-in-time  delivery,  EDI 
errors  can  be  costly. 
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“Many  EDI  users  take  great 
pride  in  their  ability  to  catch  EDI 
errors  before  they  cause  major 
problems,  but  most  don't  realize 
that  they  can  eliminate  99%  of 
the  errors  from  occurring  by  im¬ 
plementing  EDI  testing  proce¬ 
dures  and  quality  control  guide¬ 
lines,”  Fisher  said. 

Phelan  said  Ford  is  planning  to 
implement  quality  control  guide¬ 
lines  for  EDI  in  the  near  future. 
While  he  wasn’t  sure  exactly  what 
form  the  EDI  guidelines  would 
take,  he  said  they  would  probably 
be  similar  to  the  company’s  quali¬ 
fy  continued  on  page  24 ) 


BOOK  REVIEW 


BY  ERIC  SCHMALL 

Datacom  guide  improves 
with  new  edition 

Telecommunications  and  the  Computer,  Third  Edition, 
James  Martin  (Englewood  Cliffs,  N.J.:  Prentice  Hall,  Inc.,  1990), 
$50. 

Fourteen  years  have  elapsed  since  Martin  published  his  last 
edition  of  this  comprehensive  survey  of  data  communica¬ 
tions  technology. 

Looking  through  that  1976  text  is  almost  like  reading  a 
medieval  manuscript.  Pictures  of  1,200-baud  modems  roughly 
the  size  of  Buicks,  art  deco-shaped  Teletype  machines  and 
antique  satellites  jostle  the  reader  into  realizing  how  far  we’ve 
come  in  the  intervening  years. 

The  latest  edition  of  the  book  reflects  the  revolutionary 
changes  that  have  marked  the  past  decade  and  a  half.  Although 
the  new  edition  only  has  50  more  pages  than  the  1976  version, 
the  qualitative  changes  account  for  the  real  value  of  this  work. 

Martin  has  kept  the  fundamental  structure  of  the  earlier 
edition  intact,  dividing  his  book  into  major  components  that 
address  telecommunications  principles,  transmission  tech¬ 
niques,  switching  concepts  and  imperfections  that  can  corrupt 
information  flow. 

In  this  update,  he  makes  a  major  change  by  considering 
analog  and  digital  transmission  methodologies.  He  also  adds  a 
well-developed  section  dealing  with  office  communications  in 
which  he  delves  into  local-area  networks,  electronic  mail, 
document  transmission  and  enhanced  voice/video  services  — 
for  example,  cellular  service  and  electronic  compound  docu¬ 
ments.  The  section  on  private  branch  exchange  switching  has 
been  completely  overhauled  as  well. 

( continued  on  page  24 ) 
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On-line  recruiting  service 
gives  users  low-cost  option 


By  Maureen  Moiloy 

_ Staff  Writer _ 

Companies  looking  to  hire 
computer  and  communications 
networking  professionals  now 
have  a  less  expensive,  more  effi- 
cent  way  to  hook  up  with  quali¬ 
fied  job  candidates,  thanks  to  a 
new  high-technology  recruit¬ 
ment  sendee  launched  last  Friday 
by  Network  World  and  Help 
Wanted  On-Line,  Inc. 

Networking  Employment  So¬ 
lutions  (NES)  “is  cutting-edge  re¬ 
cruitment,”  said  William  Rein- 
stein,  president  of  Help  Wanted 
On-Line,  a  company  that  special¬ 
izes  in  on-line  recruitment  data 
base  publishing. 

“We’re  making  networking 
professionals  aware  of  opportu¬ 
nities  to  advance  their  careers 
by  combining  two  companies’ 
strengths  —  Network  World’s 
credibility  and  reach  in  the  mar¬ 
ket,  as  well  as  Help  Wanted  On- 
Line’s  experience  in  the  design 
and  management  of  on-line  re¬ 
cruitment  data  bases.” 

To  use  NES  to  reach  potential 
job  candidates,  customers  will 
have  to  complete  an  NES  Search 
Request  Form,  selecting  criteria 
on  which  to  screen  candidates. 
Screening  can  be  general  or  high¬ 
ly  specific  and  based  on  job  func¬ 
tion,  primary  responsibility,  in¬ 
dustry  classification,  geographic 


location  of  candidates  and  other 
technical  criteria. 

After  NES  receives  the  form,  it 
will  conduct  a  search  of  Network 
World’s  subscriber  data  base 
containing  the  names  of  more 
than  100,000  network  profes¬ 
sionals.  An  additional  50,000  will 
be  added  to  the  data  base  when 
Network  World  expands  its  sub- 


During  the  phone  call,  each 
candidate  will  be  asked  a  series  of 
prescreening  questions  supplied 
by  the  recruiting  company.  With¬ 
in  eight  days  after  the  contact  let¬ 
ters  are  sent,  NES  will  forward  the 
responses  and  a  skills  profile  of 
the  candidates  to  the  client. 

Reinstein  said  NES  job  candi¬ 
dates’  identities  will  be  strictly 
confidential  until  they  approve 
the  release  of  their  name  to  the 
hiring  firm. 

He  said  NES  can  be  viewed  as 
an  inexpensive  recruitment  alter¬ 
native  because  professionals  can 
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We’re  making  networking  professionals 
aware  of  opportunities  to  advance  their  careers  by 
combining  two  companies’  strengths  —  Network 
World’s  credibility  and  reach  in  the  market,  and  Help 
Wanted  On-Line’s  experience  in  the  design  and 
management  of  on-line  recruitment  data  bases.” 
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scription  base  in  January. 

Within  24  hours,  NES  will  pro¬ 
vide  a  list  of  names  of  the  people 
whose  criteria  match  those  speci¬ 
fied  by  the  hiring  company.  The 
job  candidates  are  then  sent  a 
Candidate  Contact  Letter  that 
lists  the  job  title  and  description, 
the  company’s  name  and  an  NES 
toll-free  number  to  call  if  they’re 
interested  in  the  position. 


IS  execs  must 
shape  strategy 

continued  from  page  2 3 
creating  a  vision  for  the  organiza¬ 
tion’s  future  by  including  uses  of 
these  technologies. 

■  Implement  a  new  system 
architecture.  Once  IS  execu¬ 
tives  achieve  operational  credi¬ 
bility  with  top  management,  they 
can  shift  their  attention  to  the  fu¬ 
ture  and  address  how  informa¬ 
tion  technology  can  allow  the 
company  to  operate  better,  faster 
and  less  expensively. 

Harvey  Shrednick,  vice-presi¬ 
dent  of  Information  Services  at 
Corning,  Inc.  in  New  York,  agreed 
that  IS  executives  must  take  on 
greater  responsibilities  as  the 
success  of  their  departments  in¬ 
creasingly  affects  the  company’s 
bottom  line.  One  of  the  best  ways 
IS  executives  can  enhance  their 
leadership  role,  he  said,  is  by  run¬ 
ning  their  departments  like  a 
business. 

“We  need  to  be  perceived  as 
businesspeople,  not  IS  people,  if 
we  want  to  keep  our  credibility  in¬ 
tact  with  other  executives,”  said 
Shrednick,  who  noted  that  differ¬ 
ent  objectives  left  IS  executives 
poorly  matched  with  other  cor¬ 
porate  officers  in  the  past. 

“The  IS  person  would  be  en¬ 
amored  with  the  technology  and 
wouldn’t  think  about  how  it  relat¬ 
ed  to  the  company’s  needs,  and 


executives  would  tune  out  when¬ 
ever  the  IS  person  started  talking 
technical,”  Shrednick  said. 

“What’s  happening  now  is  that 
IS  departments  are  becoming 
more  business-oriented  while  the 
business  executive  is  becoming 
better  educated  on  how  the  com¬ 
puter  can  help  the  company,”  he 
said. 

The  report  stated  that  al¬ 
though  most  IS  executives  won’t 
need  to  start  from  scratch  in  all 
five  areas,  many  will  find  they 
need  to  improve  significantly  in 
several  of  them.  Lists  of  top  IS 
manager  concerns  have  tradi¬ 
tionally  focused  on  internal  de¬ 
partment  issues,  often  revolving 
around  specific  new  information 
technologies.  These  lists  have 
also  implied  that  the  IS  executive 
is  a  follower  who  carries  out  the 
strategies  of  top  management. 

However,  the  ever-increasing 
ability  of  information  technology 
to  make  significant  competitive 
contributions  to  businesses  —  by 
forcing  change  as  well  as  allow¬ 
ing  companies  to  respond  to 
change  —  calls  for  IS  executives 
to  take  on  a  greater  leadership 
role  to  better  assist  their  firms, 
according  to  the  report. 

The  report  was  based  on  the 
findings  of  Barbara  McNurling, 
who  conducted  research  and  in- 
depth  interviews  with  CEOs,  IS 
executives  and  consultants  of  ma¬ 
jor  U.S.  companies.  □ 
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be  located  to  fill  job  vacancies  at  a 
significantly  lower  cost  than  if  a 
company  employed  a  traditional 
recruitment  firm. 

“If  a  candidate  is  making 
$60,000,  the  recruiting  firm  typi¬ 
cally  gets  25%  of  that  salary,  or  a 
$15,000  placement  fee,”  Rein¬ 
stein  said.  “By  using  NES,  a  com¬ 
pany  could  pay  as  little  as  $  1 ,000 
to  find  a  suitable  candidate.” 

The  entire  NES  process  costs  a 
base  price  of  $  1 ,000  per  search  to 
contact  as  many  as  100  prospec¬ 
tive  candidates.  There  is  a  $150 
charge  for  each  additional  50 
contacts,  though  multiple  search 
and  frequency  discounts  are  also 
available. 

“NES  gives  companies  a  new 
way  to  get  their  job  opportunities 
in  front  of  the  professionals  they 
need  to  reach,”  said  Network 
World  publisher  Gary  Beach. 
“The  networking  industry  is  ex¬ 
ploding  and  has  a  critical  need  for 
very  qualified  networking  profes¬ 
sionals.  NES  will  help  companies 
find  the  type  of  people  they’re 
looking  for.”  □ 


Guide  improves 
with  new  edition 

continued  from  page  23 

Other  significant  additions  in 
the  expanded  section  on  digital 
transmission  concern  Integrated 
Services  Digital  Network  technol¬ 
ogy  and  fiber  optics  as  well  as 
broadband  networks.  Tariffs, 
standards  and  protocols  are  also 
covered. 

As  in  his  earlier  books,  Martin 
shows  a  knack  in  this  edition  for 
explaining  complex  ideas  in  sim¬ 
ple  language.  His  drawings  and  il¬ 
lustrations  are  understandable, 
clear  and  concise. 

Despite  all  of  the  revolution¬ 
ary  changes  in  the  industry,  some 
items  have  endured.  Martin  has 


EDI  susceptible  to  costly  errors 

continued  from  page  23 


ty  specifications  for  materials 
management  processes. 

According  to  Fisher,  EDI  quali¬ 
ty  assurance  testing  falls  into  five 
general  categories. 

■  Trading  partner  tests, 
which  are  preproduction  tests 
with  trading  partners  to  ensure 
EDI  transmission  works  as 
agreed. 

■  Functional  testing,  which 
determines  whether  EDI  transac¬ 
tions  conform  to  specified  EDI 
standards  or  versions. 

■  Error  testing,  which  forces 
errors  through  the  EDI  system  to 
see  how  it  interprets  them. 

■  Volume  or  performance 
testing,  which  determines  the 
degradation  in  system  response 
time  as  transaction  volumes  in-' 
crease.  These  tests  can  help  com¬ 
panies  estimate  future  hardware 
requirements. 

■  Regression  testing,  which 
ensures  that  changes  made  to  one 
part  of  the  system  don’t  adversely 
affect  other  areas. 

Unfortunately,  there  are  few 
commercial  products  that  per¬ 
form  one  or  all  of  these  tests, 
forcing  companies  like  Ford  to 
develop  their  own  test  programs, 
Fisher  said.  He  added  that  Fore¬ 
sight  expects  to  announce  a  quali¬ 
ty  assurance  test  package  later 
this  year,  although  he  declined  to 
provide  details. 

Many  EDI  users  and  consul¬ 
tants  say  EDI  testing  is  especially 
needed  with  trading  partners  that 
have  developed  their  own  EDI 
translation  software  instead  of 
buying  a  commercial  package. 

These  homegrown  systems  of¬ 
ten  use  syntax  or  naming  conven¬ 
tions  that  do  not  conform  to  EDI 
standards.  This  can  create  large 
problems  if  the  discrepancies  are 
not  corrected,  said  John  Pendrak, 
project  manager  of  order  man¬ 
agement  systems  and  EDI  at  Asea 
Brown  Boveri,  a  maker  of  electri¬ 
cal  transformers  and  power  tools 
in  Atlanta. 

Pendrak  said  one  trading  part¬ 
ner  of  a  company  he  used  to  work 
for  would  indicate  that  prices  list¬ 
ed  on  a  shipping  notice  were  esti¬ 
mated  (as  opposed  to  actual 


judiciously  retained  —  and  made 
little  if  any  change  to  —  tradi¬ 
tional  topics  such  as  analog 
modulation/demodulation,  line 
characteristics  —  such  as  noise 
and  attenuation  —  as  well  as  de¬ 
lays  and  blocking. 

Some  items  have  been  justifi¬ 
ably  pushed  into  the  background. 
Subjects  such  as  Telex  and  Tele¬ 
type  can  still  be  found,  but  their 
former  prominence  has  waned  in 
the  shadow  of  newer  more  rele- 
vent  technologies. 

This  edition,  though  vastly  im¬ 
proved,  comes  up  short  in  some 
areas  when  compared  to  its  1976 
predecessor. 

The  comprehensive  glossary 
found  in  the  earlier  edition  has 
been  deleted,  and  many  of  the 


prices)  by  placing  ‘$.10’  in  the 
appropriate  price  column.  While 
this  convention  worked  well  in  a 
paper-based  system,  it  created 
enormous  difficulties  when  the 
companies  switched  to  EDI. 

Using  a  homegrown  EDI  sys¬ 
tem,  the  trading  partner  contin¬ 
ued  to  indicate  estimated  prices 
by  inserting  10  cents  into  the 
price  column  instead  of  using  the 
naming  convention  specified  in 
the  ANSI  XI 2  standard.  This  cre¬ 
ated  a  billing  discrepancy  that 
took  some  time  to  resolve,  Pen¬ 
drak  said. 

Other  users,  however,  say  EDI 
systems  are  relatively  fail-safe: 
Once  they  are  debugged,  there  is 
little  that  can  go  wrong. 

An  EDI  manager  at  a  consum¬ 
er  products  company  that  has 
4lo  trading  partners  said  most 
commercially  available  transla¬ 
tion  software  is  able  to  identify 
when  an  incoming  or  outgoing 
EDI  transaction  doesn’t  conform 
to  standard  syntax  and  can’t  be 
interpreted. 

“If  there  is  a  problem  with  a 
transaction,  the  software  notifies 
us  and  we  can  usually  fix  it  in  a 
flash  before  the  trading  partner 
ever  knows  there’s  a  problem,” 
said  the  manager,  who  requested 
anonymity. 

In  addition,  software  that  runs 
the  firm’s  purchasing  system  de¬ 
fines  parameters  for  certain 
fields  on  purchase  orders  and  in¬ 
voices,  such  as  price  and  quanti¬ 
ty.  If  these  parameters  are  ex¬ 
ceeded  in  an  incoming  or 
outgoing  EDI  transaction,  the 
software  notifies  the  purchasing 
manager  who  investigates  the  sit¬ 
uation.  This  safeguard  catches  er¬ 
rors  that  might  be  syntactically 
correct  but  numerically  wrong, 
the  manager  said. 

“We  have  sent  purchase  or¬ 
ders  for  four  million  units  that 
should  have  been  400,000  units, 
but  the  [purchasing  software  usu¬ 
ally  caught  those]  problems,”  the 
manager  said.  “In  any  case,  our 
suppliers  are  legally  bound  to  call 
us  when  they  receive  an  order 
that  doesn’t  conform  to  our  nor¬ 
mal  volume  of  business.”  □ 


newer  sections  lack  the  refer¬ 
ences  that  characterized  the  sec¬ 
tions  in  the  earlier  work.  In  one 
peculiar  instance,  the  author 
cites  a  1991  book  as  his  source. 

All  in  all,  though,  Martin  has 
produced  a  highly  readable  and 
freshly  updated  textbook  on  a 
number  of  key  areas  involving 
data  communications. 

This  edition  has  value  regard¬ 
less  of  whether  the  reader  has 
had  the  opportunity  to  become 
familiar  with  the  1976  version. 
The  new  sections  of  the  1 990  edi¬ 
tion  provide  effective  explana¬ 
tions  of  recent  technological  de¬ 
velopments,  while  the  older 
sections  provide  a  helpful  re¬ 
fresher  on  the  abiding  subjects 
found  in  this  discipline.  □ 
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Industry:  (check  one  only) 

01.0  Manufacturers  (other  than  computer/communications) 

02.  □  Finance/Banking 

03.  □  Insurance 

04.  □  Real  Estate 

05.  □  Healthcare  Services 

06.  □  Legal 

07.  □  Hospitality 

08  .  □  Retail/Wholesale  Trade 

09.  □  Transportation 

10.  □  Utilities 

1 1 .  □  Education 

12.  □  Process  Industries  (Mining/Constaiction/Retroleum 

Refining/ Agriculture/Forestry) 

1 3.  □  Government  State/Local 

14.  □  Government  Federal 

15.  □  Military 
16.0  Aerospace 

17.  □  Consultants  (independent) 

18.  □  Carriers 

1 9.  □  Interconnects 

20.  □  Manufacturers  (Computer/Communications) 

21 .  □  VAR/VAD/Systems  House 

22.  □  Distributor.  Computer  Related 

23.  □  Distributor,  Communications  Related 

24.  □  Other  _ 

2  Job  function:  (check  one  only) 

1 .  □  Networking  Management  (Responsible  for 

both  voice  &  data) 

2.  □  MIS  Management  (VP,  Dir.,  Department  Head) 

3.  □  Corporate  Management  (Chairman,  President, 

Owner,  General  Manager,  CEO,  CIO,  VP) 

4.  □  Data  Communications  Management 

(Responsible  for  data  only) 

5.  □  Telecommunications  Management 

(Responsible  for  voice  only) 

6.  □  Financial  Management 

7.  □  Engineering  Management 

8.  □  Consultant  (Independent) 

9.  □  Other  _ 

3  What  is  the  scope  of  your  involvement  in 
purchase  decisions  for  Network/ 
Communications  products  +  services? 
(check  one  only) 

1 .  □  Enterprise  Wide  (Organization/Subsidiary/Division) 

2.  □  Mufti  Enterprise  (Consultants) 

3.  □  Department  Wide 

4  What  is  the  total  number  of  sites  for 
which  you  have  purchase  influence? 

1.D100  +  4.  □  10  - 19 

2.  □  50  -  99  5.  □  2  ■  9 

3.  □  20  -  49  6.  □  1 

5  Your  primary  responsibility: 

(check  one  only) 

1 .  □  Both  Data  +  Voice  3.  □  Voice  Networking  Only 

2.  □  Data  Networking  Only  4.  □  None 

6  Which  transmission  media  do  you  use 
in  your  network:  (check  all  that  apply) 


.  :  What  is  your  LAN  environment? 
!  (check  all  that  apply) 


1.  □  4M  TOKEN  RING 

2.  □  16M  TOKEN  RING 

3.  □  ARCNET 

4  □  ETHERNET 


5.  □  STARLAN 

6.  □  FDDI 

7  □  LOCALTALK 

8  □  OTHER  _ 


n  Which  operating  systems  do  you 
utilize?  (check  all  that  apply) 


1 .  □  IBM  DOS  (VSE)  6.  □  VM 

2.  □  UNIX  7.  □  VMS 

3.  □  OS/2  8-  □  XENIX 

4.  □  OS/2  Extended  Edition  9  □  PICK 

5.  □  MVS  □  OTHER 


Please  indicate  by  vendor  the  number 
of  mainframes/ minicomputers  installed 
in  your  network. 


VENDOR  MAINFRAMES 

A 

01  DFC 

MINIS 

B 

0?  IBM 

03  AMDAHI 

04  AT&T 

05.  BULL  HN  IS 

06  NCR 

07  DATA  GENERAL 

08  WANG 

09.  HEWLETT  PACKARD 

10  PRIME 

1 1  TANDFM 

12  UNISYS 

13  CONTROL  DATA 

14  OTHER 

13 


Please  indicate  by  vendor  the  number 
of  microcomputers/workstations: 


A.  Presently  installed  in  your  network. 

B.  The  approximate  quantity  you  plan  to 
install  in  the  next  12  months. 


MICROCOMPUTER/  PRESENTLY 

WORKSTATION/  INSTALLED 

VENDOR 

A 

01  PCs  based  on  80286  chib 

PLAN  TO 
INSTALL 

NEXT  12 
MONTHS 

B 

0?  PCs  hased  on  80386  Chip 

03.  PCs  based  on  80486  chip 

04  8086/8088 

05  Macintosh 

06  RISC-based  workstations 

07  IJNIX-hasfld  workstations 

14 


What  is  your  planned  PC 
standard?  (check  all  that  apply) 


1 .  □  EISA 

2.  □  MCA 

3.  □  NUBUS  (MACINTOSH) 


Public: 

01 .  □  Switched-Based  06.  □  Broadband 

(DDD,  Wats,  Megacom,  etc.)  07.  □  ISDN 
02.  □  Leased  Line  (not  including  T-1 )  Private: 

03.  □  T-1  08.  □  Satellite 

04.  □  Fractional  T-1  09.  □  Microwave 

05.  □  T-3/SONET  10.  □  FiberOptic 

Is  your  network:  (check  all  that  apply) 

LOCAL  AREA  NETWORK  WIDE  AREA  NETWORKS 

1 .  □  Local  (within  building)  3.  □  Internationa) 

2.  □  Local  (in  a  campus  4.  □  National 

environment)  5.  □  Regional  (several  states) 

6.  □  Metropolitan 


For  which  areas  outside  of  the 
U.S.  do  you  have  purchasing 
influence?  (check  all  that  apply) 

1. D  Europe  4.  □  Australia 

2.  □  Asia  5.  □  Middle  East 

3.  □  South  America 

Check  ALL  that  apply  in  columns 
A  and  B 

A)  I  am  presently  involved  in  the  purchase 
process  for  the  following  products/services: 

B)  I  plan  to  purchase  the  following  products/ 
services  in  the  next  12  months: 


8  What  is  your  network  architecture? 
(check  all  that  apply) 


I  D  SNA 

2.  □  DECNET 

3.  □  OSI 

4.  □  GOSIP 


5.  □  MAP/TOP 

6.  □  TCP/IP 

7.  □  DCA  (UNISYS) 

8.  □  OTHER  _ 


9  What  is  your  LAN  Operating  System? 
(check  all  that  apply) 


01.0  3COM  (3 +.  3+ open) 

02.  □  LOCAL  TALK  (APPLETALK) 

03.  □  BANYAN  (VINES) 

04.  □  DCA  (IRMALAN) 

05.  □  IBM  (LAN  Server) 

06.  □  IBM  (PC  LAN  PROGRAM) 

07.  □  MICROSOFT  (LAN  MANAGER) 
08.  □  UNGERMAN  BASS  (NET/1) 

09.  □  NOVELL  (NETWARE) 

10.  □  TOPS 

1 1.  □  PROTEON  (PRONET) 

12.  □  OTHER  _ _ _ 


Presently 

Plan  to 

Involved 

Purchase 

A 

B 

LOCAL  AREA  NETWORKS: 

01.  □ 

□ 

Local  Area  Networks 

02.  □ 

□ 

LAN  Servers 

03.  □ 

□ 

LAN  Services 

04.0 

□ 

Cables,  Connectors,  Baiuns 

05.  □ 

□ 

Bridges,  Routers,  Gateways 

06.  □ 

□ 

UPS 

07.  □ 

□ 

LAN  Storage  Devices 

A 

B 

COMPUTERS/PERIPHERALS: 

08.  □ 

□ 

Micros 

09.  □ 

□ 

Minis 

10.  □ 

□ 

Mainframes 

11. □ 

□ 

Front  End  Processors 

12.  □ 

□ 

Terminals 

13.  □ 

□ 

Laptops 

14.  □ 

□ 

Printers 

15.  □ 

□ 

Work  Stations 

16.  □ 

□ 

Cluster  Controllers 

(continued  on  next  column) 


Presently  Plan  to 
Involved  Purchase 

A  B  SOFTWARE: 


17.  □ 

□ 

Network  Management 

18.  □ 

□ 

Micro  to  Mainframe 

19.  □ 

□ 

Network  Security 

20.  □ 

O 

Call  Accounting 

21. □ 

□ 

Distributed  DBMS 

22.  □ 

□ 

Communications  Software 

23.  □ 

□ 

Applications  Software 

24.  □ 

a 

Network  Operating  Systems  Software 

25.  □ 

□ 

EDI  Software 

26.  □ 

□ 

E-Mail  Software 

A  B  DATA  COMMUNICATIONS: 


27.  □ 

□ 

Modems  (over  9.6kbps) 

28.  □ 

□ 

Modems  (under  9.6kbps) 

29.  □ 

□ 

T-1  Multiplexers 

30.  □ 

□ 

T-3  Multiplexers 

31.  □ 

□ 

Fractional  T-1  Multiplexers 

32.  □ 

□ 

Data  Switches 

33.  □ 

□ 

Matrix  Switches 

34.  □ 

□ 

Packet  Switches 

35.  □ 

□ 

Protocol  Converters 

36.  □ 

□ 

Network  Management  Systems 

37.  □ 

□ 

Terminal  Emulation  Boards 

38.  □ 

'  □ 

Facsimile  Machines 

39.  □ 

□ 

Diagnostic  Test  Equipment 

40.  □ 

□ 

DSU/CSU 

41.  □ 

□ 

Data  Security 

42.0 

□ 

Data  Compression  Equipment 

43.  □ 

□ 

Network  Adapter  Boards 

44.  □ 

□ 

Microwave 

45.  □ 

□ 

Messaging  Software 

A 

B 

TELECOMMUNICATIONS: 

46.  □ 

□ 

PBXs  (over  1 000  lines) 

47.  □ 

□ 

PBXs  (200  -  1000  lines) 

48.  □ 

□ 

PBXs  (under  200  lines) 

49.  □ 

□ 

Key  Systems 

50.  □ 

□ 

Automatic  Call  Distributors 

51.  □ 

□ 

Voice  Messaging  Systems 

52.  □ 

□ 

Video  Teleconferencing  Systems 

A 

B 

SERVICES: 

53.  □ 

54.  □ 

55.  □ 

56.  □ 

57.  □ 

58.  □ 

59.  □ 

60.  □ 
61.  □ 
62.  □ 

63.  □ 

64.  □ 

65.  □ 


□  Switched  Voice 

□  Dedicated  Leased  Line 

□  T-1 

□  T-3 

□  Digital  Data 

□  Packet  Switched 

□  Centrex 

□  Central  Office  Lan 

□  Satellite 

□  On-Line  Information 

□  ISDN 

□  EMail 

□  VSAT 


n  Estimated  value  of  networking  equipment 
and  services: 

A:  Which  you  helped  specify,  recommend  or  approve 
in  the  last  12  months? 

B:  Which  you  plan  to  help  specify,  recommend 
or  approve  in  the  next  12  months? 


A  B 


1 

□ 

□ 

$100  million  and  over 

2 

□ 

□ 

$50 

-  $99.9  mill 

3 

□ 

□ 

$25 

-  $49.9  mill 

4 

□ 

□ 

$20 

-  $24.9  mill. 

5 

□ 

□ 

$10 

-  $19.9  mill. 

6 

□ 

□ 

$5  - 

$9.9  mill. 

7 

□ 

□ 

$1  - 

$4.9  mill. 

8 

□ 

□ 

$500,000  -  $999,999 

9 

□ 

□ 

Linder  $500,000 

18 


Estimated  gross  annual  revenue  of  your 
entire  company/ institution: 

(check  one  only) 


1.  Dover  $10  billion 

2.  □  $1  to  $9.9  bill. 

3.  □  $500  to  $1  bill. 

4.  □  $100  to  $499.9  mill. 


5.  □  $50  to  $99.9  mill. 

6.  □  $10  to  $49.9  mill. 

7.  □  $5  to  9.9  mill. 

8.  □  under  $5  mill. 


19 


Estimated  number  of  employees  for  your 
entire  corporation: 


1.  □  over  10,000  4.  □  1 ,000  -  2,499 

2.  □  5,000  -  9,999  5.  □  500  -  999 

3.  □  2,500  -  4,999  6.  □  under  500 

/in  Which  of  the  following  ISDN  products  do 
you  plan  to  purchase  in  the  next  12 
months?  (check  all  that  apply) 

1 .  □  Basic  Rate  Interface  Terminal  Adapters 

2.  □  Primary  Rate  Interface  Equipment 

3.  □  Voice/Data  terminals 

4.  □  Voice-only  terminals 

5.  □  Data-only  terminals 

9 1  From  which  of  the  following  vendors  will  you 
consider  buying  your  PBX/Central  Office 
Switch?  (check  all  that  apply) 

A  B 


PBX 

COS 

A  □ 

□ 

AT&T 

BD 

D 

ALCATEL 

C  □ 

□ 

ERICSSON 

D  □ 

□ 

FUJITSU 

ED 

HARRIS 

F  □ 

HITACHI 

GD 

ROLM 

H  □ 

INTECOM 

1  D 

MEMOREX  TELEX 

J  □ 

MITEL 

K  D 

□ 

NEC 

L  D 

o 

NORTHERN  TELECOM 

M  □ 

SAMSUNG 

N  D 

□ 

SIEMENS 

O  D 

STROMBERG-CARLSON 

P  D 

TOSHIBA 

QD 

D 

OTHER 
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Sponsored  by  LAN  DA 
(Local  Area  Network  Dealers  Assn.) 
for  LAN  Resellers,  Distributors 
and  Manufacturers 
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Still 


LANs  and  WANs  comprise  the  fastest  growing  segments  of  the  computer  industry. 
Don’t  be  left  behind!  Come  to  LANDEX  '90  East  to  learn  about  the  latest  technolo¬ 
gies  and  opportunities  in  connectivity! 

LANDEX  ’90  offers  the  information  you  need  to  succeed  in  the  LAN  market: 

Techniques  to  help  you  build  your 
reseller  business 


agSasiS, 


Technical  information  from  the  people 

who  develop  LAN  products  for  today 

and  tomorrow 

Training  seminars  on  LAN/WAN 

topics 


Specific  product  information  and 
demonstrations  at  the  LAN  industry’s 
most  focused  trade  show 

Opportunities  to  meet  and  learn  from 
the  leaders  of  the  industry— manufac¬ 
turers,  distributors  and  other  resellers 
who  share  your  concerns  and  your  goals 

(708)  279-2255 


To  Figure  Out 
Hie  Ideal  International  Network. 


■\?4 

■■■  •- .-■■■■  ■■'■■■^^-  ■  ■  si 

. 

.  .-: 

- ;  -----  -  *  y  v  V-'r' 

"  t\  aats. 


®g|fg 


Here’s 


S  “  ‘/SajESSEsi  > 

.  •".  V  ■"  K 


.  ■  ■■:...  ■  ■  ■ 
,'>_c  |  gjijsffiSg  |J 

'  >  v  ,  j  .  s^S  a 

a75j'_  ■  Jtfr.  yl ^^4‘'VT!i;  <3  .' !>  • 


Analog  or  digital.  Switched  or  private.  To  hub  or 
not  to  hub.  With  all  the  options  available  in  inter¬ 
national  leased  lines,  you’d  need  a  mind  like  a 
computer  to  devise  the  ideal  international  network 
for  your  company. 

Now,  France  Telecom  has  something  that  can  help: 
A  diskette  you  can  use  to  simulate  a  new  network 
and  experiment  with  a  range  of  variables  including 


sizing,  fluctuations  in  rates,  and  quality-vs-cost 
considerations. 

Once  you’ve  explored  our  diskette,  we’d  be  happy 
to  continue  working  with  you  to  make  sure  you 
get  “the  best  connections  in  Europe.”  For  your 
free  diskette,  call  Manuel  Barbero,  Director, 

Sales  &  Customer  Support,  France  Telecom  Inc. 
at  (212)  977-8630. 


FRANCE - 

TELECOM 

- INTERNATIONAL- 


The  Best  Connections  in  EuropeSM 


INTERNATIONAL  NETWORKS 

USER  STRATEGIES,  INTERNATIONAL  SERVICES  &  REGULATION 


Worth  Noting 


meritech  and  Bell 
Atlantic  Corp.,  along 
with  two  New  Zealand 
companies,  last  week 
officially  concluded  their 
acquisition  of  Telecom 
Corporation  of  New 
Zealand,  Ltd.  from  the 
New  Zealand 
government  at  a  cost  of 
about  $2.4  billion.  The 
regional  Bell  holding 
companies  will  reduce 
their  90%  ownership 
stake  to  49.9%  during 
the  next  three  years. 


/News 

The  U.S.  subsidiary  of 
Hyundai  Corp.,  an  industrial 
conglomerate  in  Seoul,  South 
Korea,  last  week  announced 
its  plans  to  use  AT&T’s  Soft¬ 
ware-Defined  Network  (SDN) 
service  to  provide  switched 
network  services  to  more 
than  120  locations  across  the 
U.S. 

According  to  Howard 
Hwang,  telecommunications 
manager  with  Hyundai  Elec¬ 
tronics  America,  the  SDN  will 
be  interconnected  with  a  mas¬ 
sive  private  network  that 
Hyundai  is  currently  building 
to  shuttle  voice,  data  and  vid¬ 
eo  traffic  between  its  corpo¬ 
rate  headquarters  in  South  Ko¬ 
rea  and  offices  around  the 
world. 

Hughes  Network  Sys¬ 
tems,  Inc.,  a  unit  of  Hughes 
Aircraft  Co.  in  Germantown, 
Md.,  recently  announced 
plans  to  build  a  very  small  ap¬ 
erture  terminal  network  link¬ 
ing  30  remote  silver  and  cop¬ 
per  mines  in  Peru. 

According  to  a  company 
spokeswoman,  the  network 
will  be  the  first  VSAT  net  to  use 
Alpha  Lyracom  Pan  American 
Satellite  transmission  ser¬ 
vices.  Until  this  contract,  Pan 
American  Satellite  had  only 
provided  television,  voice  and 
data  sendees  to  users  with 
large  satellite  dishes,  the 
spokeswoman  said.  □ 


Eastern  Europe  to  benefit 
from  relaxed  export  rules 

Region  will  be  allowed  to  import  high-tech  gear. 


SOURCE:  SOCIETY  FOR  WORLDWIDE  INTERBANK  FINANCIAL 
TELECOMMUNICATION,  S.C.,  LAHULPE.  BELGIUM 
GRAPHIC  BY  SUSAN  J.  CHAMPENY 


SWIFT2  completion 
adds  needed  capacity 

Three  years  late  in  coming,  the  funds  transfer  net 
is  sorely  needed  to  meet  mounting  traffic  loads. 


By  Barton  Crockett 

_ Senior  Editor _ 

Users  planning  to  operate  net¬ 
works  in  Eastern  Europe  should 
find  it  easier  to  use  their  pre¬ 
ferred  computing  and  communi¬ 
cations  equipment  thanks  to 
more  permissive  export  rules  re¬ 
cently  adopted  by  the  Coordinat¬ 
ing  Committee  for  Multilateral 
Export  Controls  (COCOM). 

At  an  international  meeting  in 
June,  COCOM,  a  group  of  Western 
countries  that  regulates  exports 
of  technology  products,  adopted 
new  rules  that  make  it  easier  for 
users  and  vendors  to  import  ad¬ 
vanced  computer  and  communi¬ 
cations  equipment  into  Eastern 
Bloc  countries.  These  rules  went 
into  effect  in  July  and  are  now  be¬ 
ing  used  by  vendors  and  users 
throughout  the  world  to  bring 
more  sophisticated  information 
systems  into  Eastern  Europe. 

“Basically,  there’s  been  a  ma¬ 
jor  change  of  attitude  in  this 
whole  area,”  said  Cesare  Rosati, 
technical  adviser  to  the  U.S.  dep¬ 
uty  secretary  of  state  for  interna¬ 
tional  trade  control.  “Users 
should  now  be  able  to  use  just 
about  any  standard  office  [com- 


BASKING  RIDGE,  N.J.  — 
AT&T  recently  agreed  to  let  pri¬ 
vate-line  users  in  Canada  dump 
voice  traffic  onto  the  AT&T 
switched  network  in  return  for 
the  right  to  do  the  same  on  the 
Canadian  public  network. 

According  to  Charlie  Meyers, 
AT&T’s  manager  of  international 
policy  development  and  regula¬ 
tory  affairs,  AT&T  dropped  its  ob¬ 
jection  to  the  practice  after  the 
Canadian  government  on  May  31 
reversed  its  position  regarding 
use  of  U.S.  private  lines  to  pour 
traffic  into  the  Canadian  net. 
Both  stipulations  limited  users’ 
ability  to  use  private  lines  to  re¬ 
place  international  switched  ser¬ 
vices. 

AT&T  was  not  willing  to  forgo 
international  switched  service 
revenues  unless  Canadian  carri¬ 
ers  did  the  same.  “We  didn’t  think 
it  was  a  fair  situation,”  Meyers 
said. 

After  the  Canadian  govern¬ 
ment  reversed  its  decision  and 
opted  to  allow  traffic  from  inter¬ 
national  private  lines  to  be  routed 
into  the  Canadian  public  net¬ 
work,  AT&T  decided  to  back  off 


puting  and  network]  equipment 
in  Eastern  Europe  that  is  in  use  at 
home.” 

PS/2s  now  legal 

On  the  computing  side,  Rosati 
said  that  previous  COCOM  rules 
prohibited  users  from  carrying 
anything  more  powerful  than 
IBM  Personal  Computer  ATs  and 
compatibles  into  the  East  Bloc 
without  getting  a  special  license. 
Now  users  can  transport  any 
computer  into  the  region  with  the 
power  equivalent  to  a  3  3 -MHz  In¬ 
tel  Corp.  80386-based  IBM  Per¬ 
sonal  System/2  Model  70  or  80. 

Rosati  said  users  will  also  be 
able  to  freely  install  older  com¬ 
puters  —  such  as  early  IBM  4300 
series  machines  —  that  offer 
comparable  performance  to  the 
high-end  IBM  PS/2s. 

He  added  that  in  instances 
where  users  need  to  get  special  li¬ 
censes,  their  requests  will  proba¬ 
bly  be  approved  as  long  as  the  ap¬ 
plicant  does  not  intend  to  use  the 
equipment  in  blatant  disregard  of 
Western  security,  such  as  to  de¬ 
sign  nuclear  warheads.  Rosati 
said  this  represents  a  marked 
( continued  on  page  30 ) 


its  restriction.  Meyers  said  AT&T 
killed  the  Canadian  private  limi¬ 
tation  on  Aug.  28,  when  a  new 
tariff  took  effect. 

US  Sprint  Communications 
Co.  and  MCI  Communications 
Corp.  have  allowed  traffic  to  flow 
over  private  lines  from  Canada 
into  the  U.S.  public  switched  net¬ 
work  since  last  year. 

In  related  news,  AT&T  plans 
to  increase  from  57  to  167  the 
number  of  countries  in  which  us¬ 
ers  can  obtain  discounts  on  inter¬ 
national  switched  services. 

In  a  filing  that  is  scheduled  to 
take  effect  on  Oct.  1 5,  AT&T  said 
it  will  extend  its  Additional  Inter¬ 
national  Discounts  to  all  1 67 
countries  served  by  its  standard 
International  Long  Distance  Ser¬ 
vice. 

Additional  International  Dis¬ 
counts  awards  users  savings  of 
12%  to  15%  on  international 
switched  sendees  when  they  sub¬ 
scribe  to  such  domestic  AT&T 
services  as  Software-Defined  Net¬ 
work  and  AT&T  Pro  WATS.  Cur¬ 
rently,  these  discounts  are  only 
available  for  sendee  to  57  coun¬ 
tries.  □ 


By  Barton  Crockett 

_ Senior  Editor _ 

LA  HULPE,  Belgium  —  Scram¬ 
bling  to  cope  with  rising  traffic 
volumes,  the  Society  For  World¬ 
wide  Interbank  Financial  Tele¬ 
communication,  S.C.  (SWIFT) 
has  finally  cut  over  its  SWIFT2 
network,  more  than  three  years 
behind  schedule. 

According  to  officials  with  the 
international  bank  association, 
which  runs  nets  used  to  carry 
most  of  the  world’s  international 
funds  transfers  as  well  as  other  fi¬ 
nancial  data,  SWIFT2  will  vastly 
increase  capacity  at  a  time  when 
rising  volumes  are  taxing  system 
performance. 

The  original  SWIFT  net,  which 
was  cut  over  in  1977  and  was  de¬ 
signed  to  handle  about  300,000 
messages  per  day,  is  now  carry¬ 
ing  more  than  1.3  million  mes¬ 
sages  daily.  Jury-rigging  SWIFT  1 
has  enabled  the  network  to  sup¬ 
port  the  higher  traffic  volume, 
but  SWIFT  executives  admit  that 
continuing  with  the  original  ar¬ 
chitecture  is  out  of  the  question. 

“In  short,  we  need  SWIFT2  be¬ 
cause  we’ve  got  to  manage  great¬ 
er  capacities,”  said  Peter  Drum¬ 
mond,  a  12-year  SWIFT  veteran 
and  executive  vice-president 
who  is  overseeing  the  SWIFT2 
project. 

Drummond  said  SWIFT2  will 
support  an  array  of  advanced  new 
services,  including  X.400-based 
messaging  capabilities.  The  net¬ 
work,  cut  over  last  May  in  a  trial 
that  included  36  banks  in  six 
countries,  is  expected  to  serve  all 
3,000  SWIFT  subscribers  by  mid- 
1992. 

Unlike  SWIFT1,  which  was 


based  on  computers  and  network 
processors  from  Burroughs  Corp. 
running  proprietary  Burroughs 
protocols,  SWIFT2  will  use  indus¬ 
try-standard  X.25  packet  switch¬ 
ing  to  shuttle  network  traffic  be¬ 
tween  multiple  Unisys  Corp. 
mainframes. 

With  SWIFT2,  messages  are 
routed  from  local  banks  via  dial¬ 
up  or  dedicated  links  —  typically 
running  at  9-6K  bit/sec  —  to  Un¬ 
isys  mainframes  in  one  of  more 
than  70  SWIFT2  regional  proces¬ 
sor  centers. 

The  mainframes  send  back  re¬ 
ceipt  notices  and  use  packet 


“T 

JL  n  short,  we  need 
SWIFT2  because  we’ve 
got  to  manage  greater 
capacities.” 

AAA 


switches  from  Northern  Telecom, 
Inc.  to  route  traffic  over  56K  or 
64K  bit/sec  links  to  one  of  two 
main  SWIFT  operating  centers  lo¬ 
cated  in  Culpeper,  Va.,  and  Lei¬ 
den,  Netherlands. 

At  the  main  operating  centers, 
traffic  is  received  by  Northern 
Telecom  packet  switches  and 
routed  to  one  of  many  channel- 
attached  Unisys  mainframes.  The 
mainframes  log  and  store  the 
transactions,  route  them  to  their 
final  destination  and  monitor  net 
performance  using  customized. 
( continued  on  page  30 ) 


AT&T,  Canadian  carrier 
resolve  private-line  issue 
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Now  you  can  have  high-speed  data 


AI&T’s  ACCUNET®  Spectrum  of  Digital  Services 
gives  you  the  capacity  and 
bandwidth  that  tits  your  company’s  needs. 

Now  you  can  upgrade  your  private  network’s  capacity 
without  carrying  a  full  24- channel  load.  Our  ACCUNET 
Spectrum  of  Digital  Services  lets  you  expand  at  your  own  pace 
with  only  the  number  of  channels  you  need.  And  no  matter 
how  small  your  particular  piece  of  the  pipe  happens  to  be, 
ASDS  gives  you  all  the  options  you  could  want. 

Choose  from  speeds  of  9.6, 56, 64, 128, 256, 384, 512  or 

_ 


768  kbps.  Whether  you  need  capacity  for  voice,  bulk  data  trans¬ 
port  or  SNA  Polling,  or  bandwidth  for  special  applications  like 
image  processing,  video  conferencing  or  CAD/CAM,  ASDS  can 
accommodate  your  needs.  We’ve  also  got  more  locations  than 
any  comparable  service.  More  than  500  in  all. 

When  it  comes  to  reliability  you  can’t  do  any  better  than 
AT&T  AT&T  olfers  its  customers  the  highest  percentage  of  error- 
free  seconds  of  any  digital  carrier. 

And  then  there  are  the  features  that  will  appeal  to  your  bud¬ 
get  managers.  Since  we  have  more  points  of  presence  than  anyone 
else,  chances  are  you  can  take  advantage  of  lower  access  charges, 


without  taking  on  the  whole  pipe. 


And,  of  course,  there’s  the  whole  point  of  going  the  ASDS  route 
in  the  first  place:  you  only  pay  for  the  capacity  you  need. 

So  if  you  need  to  add  capacity  to  your  network  but  you 
don’t  want  to  take  on  the  whole  pipe,  give  us  a  call.  If  we  haven’t 
already  we  can  probably  take  a  load  off  your  mind. 

Value. 

Another  Al&T  advantage. 

For  more  information  about  the  ACCUNET  Spectrum 
of  Digital  Services,  call  your  AT&T  Account  Executive  or 

1800  247-1212,  Ext.  107 


AT&T 


The  right  choice. 
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SWIFT2  completion  adds  needed  capacity 

continued from  page  27 


integrated  net  management  packages  (see 
graphic,  page  27). 

According  to  Drummond,  the  main  ad¬ 
vantage  of  SWIFT 2  over  SWIFT  1  is  that  it 
supports  higher  network  capacities.  Basi¬ 
cally,  the  capacity  on  SWIFT2  is  unlimited, 
since  capacity  can  be  added  by  simply  in¬ 
stalling  new  Unisys  processors  in  the  oper¬ 
ating  centers.  Each  additional  Unisys  pro¬ 
cessor  increases  network  capacity  by 
500,000  to  700,000  messages  per  day. 

Major  software  changes  were  needed  to 
add  processors  to  SWIFT  1,  which  con¬ 
strained  the  system's  capacity. 

SWIFT2  also  supports  local  access  links 
to  banks  at  speeds  as  fast  as  9-6K  bit/sec, 


compared  to  top  speeds  of  4.8K  bit/sec  in 
SWIFT  1 .  The  new  net  also  allows  SWIFT  to 
store  records  of  transactions  for  as  long  as 
four  months,  rather  than  the  10  days  sup¬ 
ported  under  SWIFT  1 . 

In  addition,  SWIFT2  provides  a  plat¬ 
form  over  which  more  advanced  applica¬ 
tions  can  be  deployed.  For  example,  SWIFT 
plans  to  cut  over  an  X.400-based  messag¬ 
ing  service  called  Interbank  File  Transfer 
by  mid- 1991,  which  will  enable  banks  to 
send  messages  to  one  another  using  any 
format  they  wish,  rather  than  the  nine  pro¬ 
prietary  SWIFT  message  types  supported 
over  SWIFT  1. 

Drummond  said  this  application  could 


More  ports  than  a  Caribbean  cruise. 
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TEST  CARRIER  SYNC  ALARM  TEST  TO  RD  RTS  CD 

Your  access  to  Fractional  T1 
and  T1  networking  can  be  smooth 
sailing  with  Avanti.  Our  Open 
Network  Server  400  is  a  4  port 
DSU/CSU  T1  multiplexer  that  can 
bring  equipment  on  and  off  line 
quickly  and  easily  by  using  pre¬ 
stored  configurations.  All  at  the 
push  of  a  button  with  no  cable 
switching. 

Avanti  is  the  first  to  offer  the 
capability  to  store  up  to  four 
different  unit  configurations  in  a 
DSU/CSU.  This  offers  versatility  in 
video  conferencing,  LAN-to-WAN 
connectivity,  imaging,  host-to-host 


computer  communications  and 
CAD/CAM  applications.  Plus  the 
Avanti  ONS  400  provides  system 
performance  monitoring  on  D4 
and  ESF  circuits,  front  panel 
keypad  and  LCD  display,  front 
panel  bantam  jacks  and  LED’s, 
and  loopback  commands  for  easy 
maintenance.  And  the  ONS  400 
complies  with  Publication  54019A, 


not  have  been  offered  over  SWIFT  1  be¬ 
cause  of  limited  net  capacity  and  a  reliance 
on  proprietary  protocols. 

Even  though  SWIFT2  is  vital  for  SWIFT, 
changes  in  network  design  and  mistakes  in 
project  management  delayed  the  launch  of 
the  facility  for  nearly  three  years. 

“I  guess  you  could  say  we  made  all  the 
usual  mistakes  you  could  make  in  a  project 
of  this  scope,”  Drummond  said.  “We  were 
a  little  too  budget-driven,  tried  to  build  the 
thing  without  having  clearly  defined  per¬ 
formance  specifications  and  [had  some 
problems  with]  change  control.” 

One  of  the  biggest  problems,  Drum¬ 
mond  said,  was  that  SWIFT  decided  to  drop 
a  proprietary  network  scheme  half-way 
through  designing  the  net  in  favor  of  one 
based  on  X.25  packet-switching  protocols. 


AT&T’s  Intermediate  Bit  Rate 
Standard  for  Fractional  Tl. 

You’ve  always  looked  to 
Avanti  Communications  for  tech¬ 
nological  and  market  leadership. 
Now  with  ONS  400,  your  ship’s 
come  in. 

Avanti  Communications  Corp. 

115  Norwood  Park  South 
Norwood,  MA  02062 
Tel:  (617)  551-3333  ext:  688 
(800)  828-2785  ext:  688 
Fax:  (617)  769-6298 


First  in  Standards-Period. 


Drummond  said  that  when  SWIFT  engi¬ 
neers  originally  sat  down  to  map  out 
SWIFT2  in  1981,  they  planned  to  use  only 
Burroughs  proprietary  net  protocols  since 
they  would  be  compatibile  with  the  Bur¬ 
roughs  computers  used  on  SWIFT  1. 

But  after  doing  a  large  chunk  of  the  ini¬ 
tial  SWIFT2  design  work,  Drummond  said, 
X.25  packet  switching  emerged  as  a  popu¬ 
lar,  reliable  network  transport  protocol. 
SWIFT  eventually  decided  to  swap  out  the 
proprietary  network  with  one  based  on 
X.25  protocols  in  part  because  X.25  would 
better  support  a  multivendor  environ¬ 
ment. 

Drummond  said  this  change,  along  with 
difficulties  designing  SWIFT2  transaction 
processing  software,  delayed  the  launch  of 
the  new  net.  □ 


Eastern  Europe  to 
benefit  from  rules 

continued from  page  27 

change  from  the  past,  when  most  special 

requests  were  summarily  denied. 

Requests  for  special  licenses  will  typi¬ 
cally  be  processed  in  less  than  eight  weeks, 
Rosati  said. 

The  new  COCOM  rules  also  removed 
virtually  all  restrictions  on  token-ring  and 
Ethernet  networks.  Previously,  Rosati 
said,  users  could  only  bring  these  local- 
area  networks  into  the  Eastern  Bloc  if  they 
were  used  at  transmission  speeds  below 
10M  bit/sec. 

He  added  that  tight  restrictions  were 
placed  on  how  users  could  configure  these 
systems. 
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JL  he  new  COCOM  rules  also 
removed  virtually  all 
restrictions  on  token-ring  and 
Ethernet  networks. 
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Now  local  nets  that  support  speeds  up  to 
20M  bit/sec  are  permitted,  and  fewer  re¬ 
strictions  are  slapped  on  local  net  configu¬ 
rations. 

WAN  rules  relaxed 

A  source  inside  the  U.S.  Department  of 
Commerce,  who  requested  anonymity, 
added  that  restrictions  on  wide-area  net¬ 
work  devices  were  also  relaxed. 

The  Commerce  Department  source  said 
that  virtually  all  restrictions  on  satellite 
earth  station  equipment  were  dropped. 
Previously,  strict  limitations  were  placed 
on  the  radio  frequencies  within  which  sat¬ 
ellite  earth  stations  could  operate. 

Export  restrictions  on  modems  with  er¬ 
ror-correction  capabilities  were  also 
dropped,  and  users  were  given  permission 
to  export  multiplexing  equipment  into 
Eastern  Europe  that  supports  speeds  up  to 
45M  bit/sec. 

Users  are  still  not  allowed  to  bring 
packet-switching  equipment  into  most 
Eastern  Bloc  countries  without  getting  a 
special  license,  the  source  said.  He  added 
that  this  restriction  applies  to  any  network 
device  that  packetizes  voice  or  data  sig¬ 
nals,  including  Integrated  Services  Digital 
Network  equipment  that  uses  packet¬ 
switching  to  send  signaling  data  over  the 
ISDN  D  channel.  □ 


See  us  at  TCA  Booth  #1608. 
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AEST  ACCUNET'  T1.5. 

It’s  as  close  as  you  can  get  to  risk-free. 


When  it  comes  toT1.5,  a  lot  of  people 
take  it  for  granted  that  a  pipe  is  a  pipe  is  a 
pipe.  But  the  fact  is  that  no  other  provider 
offers  a  safety  net  like  the  one  you  get  with 
AT&T’s  ACCUNET  T1.5. 

Just  how  much  more  reliable  is 
ACCUNET  T1.5?  Our  monitoring  and 
maintenance  are  so  advanced, we  actually 
set  the  standards  for  high  performance  in 
the  industry 

And  if  there  is  a  problem  with  one  of 
our  lines,  we  give  you  more  ways  to  get  your 


traffic  out  of  harm’s  way  With  over  70,000 
digital  miles  and  more  than  450  points  of 
presence,  our  routing  diversity  capability 
far  surpasses  that  of  our  competition. 

With  ACCUNET  T1.5,you  can  also  get 
built-in,  end-to-end  protection  features* 
that  automatically  switch  your  traffic  to  a 
backup  channel  in  the  event  that  one  of 
your  lines  degrades. 

We  have  so  much  confidence  in  the 
reliability  and  performance  of  ACCUNET 
T1.5  that  we’re  willing  to  offer  it  with  a 


guarantee.  And  that’s  something  else  you 
can’t  get  anywhere  else. 

So  look  before  you  leap  intoT1.5. 

You  could  save  your  company  a  lot  of 
downtime. 

Reliability. 

Another  AI&T  advantage. 

For  more  information  about 
ACCUNET  T1.5  and  ACCUNET  network 
management  products,  call  your  AT&T 
Account  Executive  or  1 800  247-1212, 

Ext.  149. 


AT&T 

The  right  choice. 


©1990  AT&T 

'Network  Protection  Capability  option  not  available  in  all  locations. 


Absolutely 
The  Lowest  Priced 

Bridge/Routers 

$3, 250-5, 500 

ACC  has  the  lowest  priced  local  and  remote  bridge/routers  in  the  market  today,  but  we  haven’t 
compromised  on  technology  or  quality.  We’ve  combined  expertise  in  engineering  design  with 
cost-efficient  manufacturing  processes  to  deliver  reliable  products  that  offer  a  comprehensive 
feature  set.  In  fact,  here  are  some  of  the  built-in  features  you  get  for  one  low  price: 

•  Multiprotocol  bridge/routing 

•  Simplicity  of  installation 

•  Ease  of  use 

•  Upgradability 

•  Full  one-year  warranty 


ACC  also  offers  optional  extended  maintenance  plans  that  include  free  software  upgrades  and 
On-Site  Service.  With  units  installed  worldwide  and  15  years  of  networking  experience,  ACC 
can  satisfy  your  network  requirements. 

At  ACC,  we  believe  your  LAN  connections  shouldn’t  be  expensive.  So  before  you  spend  those 
critical  dollars  on  a  bridge  or  router  that  may  be  overpriced  for  your  needs,  call  ACC  or  your 
local  authorized  reseller  today.  1-800-444-7854. 

*In  anticipation  of  demand,  ACC’s  resellers  have  stocked  their  shelves  for  immediate  delivery. 


^199  ®  Advanced  Computer 
lyftaLSMf  Communications 


720  Santa  Barbara  Street  •  Santa  Barbara  •  CA  •  93101  •  FAX:  (805)  962-8499  •  Phone:  (800)  444-7854 

Your  interconnectivity  source. 
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PRODUCTS  &  SERVICES 

THE  LATEST  OFFERINGS  FROM  VENDORS  AND  CARRIERS 


irst  Look 


Harris  adds  to  SNA 
connectivity  product  line 

Harris  Adacom  Corp.  last 
week  bolstered  its  Strategy 
line  of  IBM  Systems  Network 
Architecture  products  by  add¬ 
ing  support  for  1 6M  bit/sec  lo¬ 
cal-area  networks  and  an¬ 
nouncing  a  new  SNA-to-TCP/ 
IP  gateway  and  three  token¬ 
ring  media  access  units. 

The  Strategy  series  in¬ 
cludes  the  9574  IBM-compati¬ 
ble  terminal  controller,  the 
9577  print  server  and  the 
9570  gateway,  which  supports 
SNA  token-ring  connections 
to  LANs  based  on  a  variety  of 
protocols,  including  Network 
Basic  I/O  System,  the  Trans¬ 
mission  Control  Protocol/In¬ 
ternet  Protocol  and  Novell, 
Inc.’s  NetWare  Internetwork 
Packet  Exchange  (IPX). 

All  three  Strategy  products, 
introduced  in  June,  can  now  be 
upgraded  to  support  16M  bit/ 
sec  token-ring  LANs  by  install¬ 
ing  Harris  Adacom  software 
and  an  interface  from  Pro- 
teon,  Inc.  The  upgrade  costs 
$750. 

The  company  also  extend¬ 
ed  the  Strategy  line  to  include 

the  9770  Intelligent  Token- 
Ring  Gateway,  a  device  that 
provides  SNA-to-TCP/IP  con¬ 
version. 

Since  the  gateway  only  sup¬ 
ports  this  one  type  of  conver¬ 
sion,  it  provides  superior  per¬ 
formance  to  the  9570,  which 
supports  a  number  of  other 
protocols. 

The  9770  supports  shield¬ 
ed  and  unshielded  twisted¬ 
pair  media.  It  is  offered  in  two 
versions:  one  supporting  64 
IBM  SNA  logical  units  and  the 
other  supporting  128  logical 
units.  Those  versions  cost 
$18,000  and  $20,500,  respec¬ 
tively. 

Finally,  Harris  Adacom  un¬ 
veiled  the  Token  Ring-228, 

a  family  of  token-ring  media- 
access  units.  They  are  offered 
in  three  models:  one  support¬ 
ing  eight  coaxial  connections, 
priced  at  $595;  one  support¬ 
ing  1 6  unshielded  twisted-pair 
connections,  at  a  cost  of 
$1,095;  and  the  third  support¬ 
ing  16  shielded  twisted-pair 
connections,  which  costs 
$1,145. 

All  of  the  new  products  are 
available  now. 

Harris  Adacom  Corp., 
16001  Dallas  Pkwy.,  P.O. 
Box  809022,  Dallas,  Texas 
75380;  (214)  386-2000. 

( continued  on  page  35 ) 


Micom  mux  combines  fax, 
data,  voice  over  WAN  links 

Uses  fast  packet,  compression  technologies. 


By  Tom  Smith 

New  Products  Editor 

SIMI  VALLEY,  Calif.  —  Micom 
Communications  Corp.  is  expect¬ 
ed  to  announce  at  the  Tele-Com¬ 
munications  Association,  Inc. 
conference  in  San  Diego  next 
week  a  multiplexer  that  uses  fast- 
packet  and  voice  and  data  com¬ 
pression  technologies  to  squeeze 
multiple  voice,  data  and  facsimile 
channels  over  wide-area  links. 

The  Marathon  5K  consists  of 
new  and  existing  Micom  multi¬ 
plexer  components  and  can  be 
configured  for  use  with  backbone 
transmission  facilities  ranging  in 
speed  from  9-6K  to  56K  bit/sec. 

Although  the  Marathon  5K 
uses  many  of  the  same  voice  and 
data  interfaces  Micom  has  of¬ 
fered  for  other  multiplexers,  the 
device  is  based  on  a  new  CPU  that 
makes  it  possible  to  build  net¬ 
works  consisting  of  as  many  as  six 
multiplexers.  Earlier  Micom  fast 
packet  multiplexers  could  only 
support  point-to-point  configura¬ 
tions  and  speeds  as  fast  as  19.2K 
bit/sec. 

The  Marathon  5K  has  six  ex¬ 
pansion  slots,  one  of  which 
houses  the  Communications  Con¬ 
trol  Module  CPU.  That  board  has 
six  RS-232  ports,  four  of  which 
can  support  local  data  terminal 
equipment  such  as  IBM  3270  ter¬ 
minals  and  local-area  network 
bridges. 

The  two  remaining  ports  can 


support  feeder  multiplexers.  This 
means  that  two  Marathon  5Ks 
connected  over  a  wide-area  link 
could  each  support  two  feeder 
multiplexers  providing  for  a  total 
of  six  multiplexer  nodes. 

The  other  slots  can  be  used  to 
support  a  mLx  of  data  and  voice 
interfaces. 

The  data  interfaces,  called 
Common  Expansion  Modules 
(CEM),  support  six  or  1 2  RS-232 


All  data  is 

compressed  at  a 
ratio  between  2-to-1 
and  4-to-1 . 
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ports.  The  six-port  card,  CEM/6, 
was  previously  offered,  w'hile  the 
12-port  interface,  CEM/12,  is  a 
new  release.  A  maximum  of  four 
data  interfaces  can  be  installed  in 
the  Marathon  5K.  Combined  with 
the  four  RS-232  ports  on  the 
main  CPU  board,  the  Marathon 
5K  can  support  40  data  ports. 

All  data  is  compressed  by  the 
Communications  Control  Module 
at  a  ratio  between  2-to-l  and  4- 
to-1. 

( continued  on  page  34 ) 


Frontier  introduces  fax 
server  for  TCP/IP  LANs 


MILWAUKEE  —  Frontier 
Technologies  Corp.  introduced  at 
NetWorld  ’90  in  Dallas  last  week 
a  facsimile  server  for  local-area 
networks  based  on  the  Transmis¬ 
sion  Control  Protocol/Internet 
Protocol  and  supporting  IBM  ma¬ 
chines  running  AIX. 

The  company  also  announced 
a  release  of  its  Super-TCP  product 
for  use  with  Microsoft  Corp.’s  Mi¬ 
crosoft  Windows  3-0  environ¬ 
ment.  Frontier  previously  offered 
versions  of  this  software  for  use 
with  DOS  and  OS/2. 

The  fax  server,  LAN  Fax,  con¬ 
sists  of  fax  interface  boards,  serv¬ 
er  software  and  client  software 
for  sending  and  receiving  fax 
transmissions  from  users’  per¬ 
sonal  computers. 

The  LAN  Fax  interface  boards 
are  offered  in  single-  and  dual¬ 
line  configurations  and  can  be  in¬ 
stalled  in  personal  computers 


with  Industry  Standard  Architec¬ 
ture  or  Micro  Channel  Architec¬ 
ture  buses.  A  single  server  can 
support  16  fax  lines. 

In  its  initial  release,  LAN  Fax  is 
intended  for  use  on  TCP/IP  net¬ 
works  supporting  IBM  machines 
running  AIX.  Future  releases  will 
run  on  IBM’s  OS/2  LAN  Server 
and  Novell,  Inc.  NetWare  LANs. 

LAN  Fax’s  interface  boards 
monitor  transmissions  and  re¬ 
port  availability  and  usage  to  a 
network  management  worksta¬ 
tion  via  the  Simple  Network  Man¬ 
agement  Protocol. 

The  server  software  performs 
administration  functions  includ¬ 
ing  user  mailbox  management, 
activity  logging  and  distribution 
of  incoming  faxes. 

The  client  software  gives  users 
icon-based  send  and  receive  ca¬ 
pabilities.  Users  can  also  create 
( continued  on  page  34 ) 


SNA  3270  controller 
supports  E-net  link 

New  version  of  IBM-compatible  terminal  controller 
lets  users  integrate  3270  traffic  into  Ethernet  nets. 


By  Tom  Smith 

New  Products  Editor 

BROOMFIELD,  Colo.  —  Mc- 
DATA  Corp.  is  expected  to  an¬ 
nounce  at  the  Tele-Communica¬ 
tions  Association,  Inc.  confer¬ 
ence  in  San  Diego  next  week  a 
new  member  for  its  IBM-compati¬ 
ble  terminal  controller  family 
that  lets  users  support  IBM  3270 
terminal  traffic  on  Ethernet  lo¬ 
cal-area  networks. 

The  LinkMaster  4174  Model 
44R,  a  new  version  of  an  existing 
controller,  comes  with  a  built-in 
Ethernet  interface.  The  device 
must  be  used  in  conjunction  with 
the  existing  McDATA  LinkMaster 
6100E,  a  communications  con¬ 
troller  that  links  IBM  hosts  to 
Ethernet  LANs. 

The  44  R  also  features  an  op¬ 
tional  software  package  that  en¬ 
ables  it  to  emulate  a  Digital 
Equipment  Corp.  Local  Area 
Transport  (LAT)  terminal  server 
so  that  3270  users  can  access 
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3270  and  LAT  hosts  over  the 
same  Ethernet. 

The  key  enhancement  to  the 
4174  in  the  Model  44R,  which 
supports  32  IBM  3270  terminals 
via  coaxial  cable,  is  a  built-in 


Ethernet  interface.  Users  also 
need  to  install  Systems  Network 
Architecture  gateway  software 
on  the6l00E. 

The  company  previously  of¬ 
fered  4174  models  with  inter- 
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faces  to  IBM  Token-Ring  Net¬ 
works,  Synchronous  Data  Link 
Control  links  and  devices  sup¬ 
porting  the  European  X. 2 1  proto¬ 
col.  Users  of  these  terminal  con¬ 
trollers  can  upgrade  them  to 
support  Ethernet  by  installing  the 
Ethernet  interface  and  SNA  gate¬ 
way  software. 

The  new  Ethernet  interface, 
which  supports  both  thick  and 
thin  Ethernet  cabling,  places  an 
Ethernet  header  on  IBM  3270 
data  so  the  data  can  be  transmit¬ 
ted  locally  or  remotely  to  a 
6100E.  When  the  data  reaches 
the  6 1 00E,  which  comes  standard 
with  an  Ethernet  interface,  the 
Ethernet  header  is  removed. 

The  6100E  previously  sup¬ 
ported  Transmission  Control 
Protocol/Internet  Protocol  and 
DEC’S  LAT  protocols  running  on 
an  Ethernet. 

In  addition,  4-tR  users  can  buy 
optional  LAT  software  for  the  de- 
( continued  on  page  34 ) 
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Mux  combines  fax, 
data,  voice  over  WAN 

continued  from  page  33 

The  Marathon  5K  also  supports  existing 
voice  interfaces  called  Toll  Free  Cards  that 
compress  voice  signals  from  8K  to  16K 
bit/sec.  Toll  Free  Cards  come  in  one-  and 
two-channel  versions  (“Micom  adds  voice 
support  to  low-speed  multiplexer,”  NW, 
July  23). 

The  Marathon  5K  can  support  a  maxi¬ 
mum  of  eight  voice  channels  on  four  Toll 
Free  Cards. 

The  Toll  Free  Card  has  been  enhanced 
for  the  Marathon  5K  to  support  demodula¬ 
tion  of  fax  traffic.  The  interface's  digital 
signal  processor  will  detect  fax  signals  and 
demodulate  them,  returning  them  to  digi¬ 
tal  form  for  transmission. 

In  terms  ofwide-area  net  interfaces,  the 
Marathon  5 K  supports  the  Integral  56K  In¬ 
tegrated  Service  Unit  (ISU),  external  mo¬ 
dems  or  DSU/CSUs,  or  internal  modems 
supporting  speeds  between  9-6K  and 
1 9-2K  bit/sec. 


intermediate  network  multiplexer,  thus 
eliminating  store-and-forward  delays. 

Pricing  for  the  Marathon  5K  and  the 
various  interfaces  has  been  set  (see  graph¬ 
ic).  All  of  the  products  are  expected  to  be 
available  by  Dec.  1. 

Micom  said  it  plans  to  extend  the  Mara¬ 
thon  5K  product  family  by  providing  high¬ 
er  speed  wide-area  network  interfaces  and 
interfaces  that  support  functions  including 
Local  Area  Transport  and  Transmission 
Control  Protocol/Internet  Protocol  termi¬ 
nal  servers,  local-area  network  bridging 
and  a  personal  computer-based  network 
management  system. 

For  more  information,  Micom  can  be 
reached  by  writing  to  4100  Los  Angeles 
Ave.,  Simi  Valley,  Calif.  93063,  or  by  call¬ 
ing  (805)  583-8600.  □ 


Frontier  introduces 
fax  server  for  LANs 

continued  from  page  33 

directories  of  fax  numbers  and  broadcast 

faxes  to  multiple  recipients. 

Frontier  Technologies’  LAN  Fax  prices 
start  at  $2,495  for  hardware  and  software 
supporting  a  single  fax  line.  For  two  chan¬ 
nels,  LAN  Fax  costs  $3,495. 

LAN  Fax  will  be  available  by  year  end. 

The  other  new  product,  Super-TCP  for 
Windows,  runs  on  LAN  nodes  that  require 
access  to  TCP/IP  resources,  allowing  users 
to  access  those  resources  using  a  graphical 
windows  display. 

The  graphical  capabilities  provided  by 
Microsoft  Windows  simplify  the  user’s  job 
when  compared  with  TCP/IP  software  run- 
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OUR  REMOTE  SALES  OFFICES  TO  BE 
AS  WELL  CONNECTED  AS  THE  V.P.  SALES. 
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he  Marathon  5K  supports 
eight  channels  on  four  cards. 
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The  company  also  offers  a  Network 
Management  System  Module,  which  pro¬ 
vides  two  RS-232  ports  and  which  can  sup¬ 
port  an  ASCII  terminal  to  display  statistics 
on  utilization  and  errors,  and  a  printer  for 
output  of  those  statistics. 

The  fast  packet  technology  in  the  Mara¬ 
thon  5K  enables  the  device  to  dynamically 
allocate  bandwidth,  assigning  idle  band¬ 
width  to  active  channels.  It  is  more  effi¬ 
cient  than  standard  packet  multiplexing 
because  it  does  not  require  error  correc¬ 
tion  and  detection  to  be  performed  at  each 


SNA  3270  controller 
supports  E-net  link 

continued from  page  33 
vice  that  enables  it  to  emulate  a  DEC  LAT 
terminal  server.  This  emulation  lets  3270 
terminals  communicate  with  a  DEC  VAX. 

With  this  optional  software,  users  are 
presented  with  a  menu  that  allows  them  to 
access  either  the  IBM  or  the  VAX  host. 

The  controller  enables  users  to  support 
as  many  as  five  simultaneous  IBM  sessions 
per  terminal,  or  a  total  of  160  3270  ses¬ 
sions.  Only  80  LAT  sessions  can  be  sup¬ 
ported  at  one  time  because  of  memory  lim¬ 
itations.  Terminal  users  can  hot-key 
between  3270  and  LAT  sessions. 

The  optional  LAT  software  is  expected 
to  be  available  by  Nov.  1  for  $3,000. 

Because  the  Model  44 R,  like  the  other 
members  of  McDATA’s  terminal  server 
family,  is  an  IBM  PU  2  device,  it  has  all  the 
NetView  management  capabilities  avail¬ 
able  to  users  of  IBM  terminal  controllers. 

The  Model  44 R  is  expected  to  be  avail¬ 
able  by  Nov.  1  for  $11,800.  Users  of  the 
other  McDATA  terminal  servers  can  buy 
the  Ethernet  interface  for  $3,500. 

The  Model  6100E  costs  $26,250.  Cur¬ 
rent  users  can  receive  the  SNA  gateway 
software  for  free. 

McDATA  can  be  reached  by  writing  to 
310  Interlocken  Pkwy.,  Broomfield,  Colo. 
80021,  or  by  calling  (303)  460-9200.  □ 


Extend  the  benefits  of  your 
wide  area  network  to  any 
location,  no  matter  how  small 
or  how  remote.  Share  access 
to  vital  information  with  all 
your  company  sites,  your 
customers,  or  your  business 
partners  -  quickly  and 
efficiently  Put  resources 
where  they're  most  needed. 
Give  communications  a 
higher  level  of  reliability  and 
accessibility.  And  save  money 
at  the  same  time — with  a  full 
line  of  connectivity  solutions 
from  N.E.T.™ 

CONNECT 

WITH  N.E.T. 

N.E.T.  offers  solutions  for  sites 
of  all  sizes,  with  all  types  of 
needs.  Solutions  for  foreign 
and  domestic  locations. 

For  El,  FT1,  and  thin  route 
connections.  Answers  for 
the  most  challenging  data 
applications.  Local  and 
remote  analog  voice  solutions 
with  public  network  compati¬ 
bility.  And  better  voice 
compression  to  maximize 
usage  of  remote  access  spans 
and  international  lines. 

A  BETTER 
CONNECTION. 

Best  of  all,  you  get  it  all  from 
N.E.T.  So  you  get  the  custom¬ 
ized  solutions  you  need. 


The  reliability  and  quality  intelligence  for  faster  rerout- 
you  expect.  An  excellent  ing,  more  efficient  bandwidth 

upward  migration  path  with  utilization,  and  better  control, 
uniform  management.  Guaranteed  response  by  local 

Competitive  pricing,  a  net-  field  service  engineers, 

work  with  widely  distributed  And  comprehensive  service 
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ning  on  a  DOS-based  personal  computer 
without  windowing  capabilities,  the  com¬ 
pany  said.  Super-TCP  supports  all  major 
TCP/IP  protocols,  including  Telnet,  File 
Transfer  Protocol  (FTP)  and  the  Simple 
Mail  Transfer  Protocol  (SMTP). 

Telnet  support  lets  Super-TCP  for  Win¬ 
dows  users  remotely  log  on  to  TCP/IP  net¬ 
work  hosts.  FTP  allows  the  user  to  access 
file  management  systems  on  remote  hosts 
and  ensures  error-free  transfer  of  large 
files.  SMTP  supports  electronic  messaging 
over  TCP/IP  nets. 

Super-TCP  for  Windows  is  expected  to 
be  available  by  Nov.  1  at  a  cost  of  $295. 

Frontier  Technologies  can  be  reached 
by  writing  to  3510  N.  Oakland  Ave.,  Mil¬ 
waukee,  Wis.  53211,  or  by  calling  (414) 
964-8689.  □ 


First  Look 

continued from  page  33 

Retix  unveils  local  Ethernet 
bridge  that  supports  lOBaseT 

Retix  recently  introduced  the  4660  local 
Ethernet  bridge  for  linking  two  local-area 
network  segments. 

The  bridge  supports  1  OBaseT  for  Ether¬ 
net  over  unshielded  twisted-pair  cabling, 
as  well  as  thick  and  thin  Ethernet-type  ca¬ 
bling. 

It  also  supports  the  industry-standard 
Spanning  Tree  Protocol,  which  eliminates 
the  problem  of  loops  in  internetworks  that 
provide  multiple  paths  between  two  points 
by  selecting  the  best  path  and  disabling  the 
others. 


Network  managers  can  remotely  down¬ 
load  software  revisions  to  the  4660 
through  the  network. 

The  4660  is  currently  available  at  a 
price  of  $3,750. 

Retix,  2644  30th  St.,  Santa  Monica, 
Calif.  90405;  (213)399-2000. 


Touchbase  offers  portable  V.32 
modem  for  remote  laptop  users 

Touchbase  Systems,  Inc.  recently  in¬ 
troduced  a  9.6K  bit/sec  V.32  modem  for 
laptop  computers. 

Touchbase  claims  the  WorldPort  9600 
is  the  first  compact,  batteiy-powered  V.32 
modem  in  the  world. 

The  full-duplex  modem,  which  supports 


both  synchronous  and  asynchronous  data 
transmission  over  dial-up  lines,  also  sup¬ 
ports  a  variety  of  standards  for  data  trans¬ 
mission  at  lower  speeds,  including  V. 2  2bis 
for  operation  at  2,400  bit/sec  and  Bell 
standards  212  and  103  for  operation  at 
1,200  and  300  bit/sec,  respectively. 

It  supports  the  Hayes  Microcomputer 
Products,  Inc.  AT  command  set,  and  Micro- 
corn,  Inc.  Microcom  Network  Protocol 
Class  4  error  correction. 

WorldPort  9600  is  expected  to  be  avail¬ 
able  in  the  fourth  quarter  this  year  at  a  cost 
of $899. 

Touchbase  Systems,  Inc.,  160  Laurel 
Ave.,  Northport ,  N.Y.  11 768;  ( 516 )  261- 
0423. 


Gateway  enhances  routers  to 
support  Novell’s  IPX  over  X.25 

Gateway  Communications,  Inc.  re 

cently  enhanced  its  family  of  routers, 
which  support  Novell,  Inc.’s  NetWare  In¬ 
ternetwork  Packet  Exchange  (IPX)  com¬ 
munications  over  X.25  networks,  with  new 
software  that  supports  data  compression 
and  batch  file  transfers. 

The  new  Data  Compression  Mod¬ 
ule,  a  component  of  the  G/Remote  Bridge 
software,  compresses  data  at  a  ratio  of  4- 
to-1,  which  improves  network  response 
time  to  end  users. 

The  other  new  component,  File  Trans¬ 
fer  Module,  combines  multiple  files  in  a 
single  batch  transfer,  thereby  reducing  the 
establishment  time  required  for  individual 
X.25  calls. 

The  software  is  offered  for  Gateway 
Communications'  G/Remote  Bridge  fam¬ 
ily  of  products. 

These  products  package  IPX  data  in 
X.25  format  and  route  it  over  X.25  connec¬ 
tions  operating  at  speeds  ranging  from 
19. 2K  to  64K  bit/sec. 

The  new  software  will  be  available  30 
days  after  receipt  of  order  and  is  priced  at 
$300. 

Gateway  Communications ,  Inc., 
2941  Alton  Ave.,  Irvine,  Calif.  92714; 
(714)553-1555. 


Emulex  introduces  four-port 
interface  for  MCA-based  PCs 

Emulex  Corp.  recently  announced  a 
four-port  communications  interface  for 
personal  computers  based  on  the  Micro 
Channel  Architecture. 

The  DCP-286/MC  is  targeted  at  large 
end  users  and  OEMs  that  write  software  to 
support  communications  applications  us¬ 
ing  protocols  such  as  IBM  Systems  Net¬ 
work  Architecture/Synchronous  Data 
Link  Control  and  X.25. 

The  interface  card  is  based  on  an  Intel 
Corp.  80286  microprocessor. 

Like  Emulex’s  existing  communications 
board  for  Industry  Standard  Architecture 
personal  computers,  the  new  DCP-286/ 
MC  takes  a  single  expansion  slot  and  is 
based  on  a  motherboard/daughterboard 
architecture. 

Serial  I/O  is  performed  on  the  daugh¬ 
terboard,  which  can  support  RS-232,  RS- 
422,  RS-423.  RS-485  and  parallel  printer 
interfaces. 

The  DCP-286/MC  is  currently  avail¬ 
able. 

A  version  configured  with  four  RS-232 
interfaces  costs  $  1 ,895 . 

Emulex  Corp.,  3545  Harbor  Blvd., 
P.O.  Box  6725,  Costa  Mesa,  Calif. 
92626;  (7 14)  662-5600.  U 
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including  24-hour-a-day  hot¬ 
line  service,  seven  days  a  week. 

Get  the  connections  you 
want.  In  all  the  places  you 
need  them. 

Let  N.E.T.  show  you  how. 


Call  us  today  for 
product  informa¬ 
tion  on  accessing 
remote  sites. 

1-800-952-6300. 

Ask  for  dept.  N 14. 


Remote  Site 

Access 

Solutions.. 
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OPINIONS 


BY  NATHAN  MULLER 

Exposing  hidden 
assumptions  behind 
broad  claims 

The  latest  tidbit  of  wisdom  being  dispensed  from  the  pulpits 
of  the  seminar  circuit  is  that  when  dealing  with  vendors  and 
carriers,  “eveiything  is  negotiable.”  However,  this  bold  asser¬ 
tion  rests  on  a  set  of  assumptions  that  are  seldom  discussed,  let 
alone  analyzed.  The  first  assumption  is  that  the  buyer  has 
properly  defined  the  objective.  This  may  sound  rudimentary, 
but  it’s  easy  to  get  sidetracked  when  negotiating  “everything.” 

For  example,  in  negotiating  a  network  management  out¬ 
sourcing  agreement,  is  your  objective  to  save  money  or  improve 
the  availability  of  information  systems  and  communications 
networks?  The  former  is  certainly  more  attractive,  especially  on 
the  eve  of  an  anticipated  recession,  but  it  will  most  likely  come 

at  the  expense  of  the  latter.  If 
competitive  advantage  is  com¬ 
promised  as  a  result  of  negoti¬ 
ation,  what  have  you  gained? 

Second  is  the  assumption 
that  the  buyer  knows  what 
alternatives  exist.  In  the  case 
of  network  management  out¬ 
sourcing,  the  buyer  must  be¬ 
come  familiar  with  the  compa¬ 
rable  offerings  of  carriers, 
vendors  and  traditional  ser¬ 
vice  companies,  as  well  as  the 
large  accounting  and  manage¬ 
ment  firms.  This  knowledge  provides  the  buyer  with  negotiating 
leverage  on  such  matters  as  response  times,  sendee  options, 
training,  maintenance,  equipment  repairs  and  upgrades,  as  well 
as  contract  terms  and  conditions.  But  the  more  emphasis  put  on 
cost  savings  at  the  outset,  the  more  inflexible  the  outsourcer  is 
likely  to  become  on  other  matters. 

The  third  assumption  is  that  the  buyer  is  prepared  to  ask  the 
right  questions.  Related  to  this  premise  is  the  fourth  assumption 
—  that  the  buyer  will  aim  these  questions  at  the  right  person. 
For  example,  asking  a  carrier  how  much  it  will  cost  to  protect 
the  entire  T-l  network  against  every  possible  link  failure  will 
elicit  a  few  smiles  from  the  account  representatives  as  they 
quote  a  dollar  figure  that  doubles  the  cost  of  the  network. 

Pose  the  same  question  to  a  network  designer,  and  there  will 
be  a  different  answer:  In  eliminating  redundant  T-l  lines  in 
favor  of  fractional  T-l  and  Integrated  Services  Digital  Network 
Primary  Rate  Interface,  the  T-l  network  is  not  only  totally 
protected,  but  is  much  less  expensive  despite  the  addition  of 
extra  circuits.  Confront  the  carrier’s  representatives  with  this 
information,  and  suddenly  they’re  ready  to  deal. 

The  fifth  assumption  is  that  the  buyer  understands  technical 
terminology.  While  plain  language  is  the  preferred  style  of 
communication,  the  use  of  technical,  as  well  as  legal  and 
financial,  jargon  serves  critical  social  functions:  It  is  a  form  of 
ritual  initiation  and  can  be  used  to  expose  what  you  know  or 
don’t  know  before  serious  negotiations  begin. 

If  you  use  technical  jargon  correctly,  you  are  treated  as  a 
peer  and  invited  into  the  inner  circle,  where  candor  and  fair 
dealing  are  the  norm.  If  you  don't  understand  the  jargon  or, 
worse,  pretend  to  understand  it  by  relying  only  on  buzzwords, 
the  inner  circle  is  forever  closed  to  you. 

Entering  into  the  negotiation  process  without  adequate 
preparation  is  a  move  fraught  with  risks.  Careful  examination  of 
the  hidden  assumptions  behind  broad  claims  such  as  “every¬ 
thing  is  negotiable”  can  save  you  from  making  serious 
mistakes,  which  can  result  in  lost  credibility  among  senior 
management  and  an  outsourcing  arrangement  that  is  both 
costly  and  inflexible  over  the  long  term.  □ 

Muller  is  manager  of  consultant  relations  at  General 
DataComm  Industries,  Inc.  in  Middlebury,  Conn. 
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EDITORIAL 

Tariff  12:  evidence  of  a 
now-competitive  AT&T 


Anyone  who  thinks  AT&T  is 
still  a  slow-moving  monolith 
mired  in  predivestiture  ways 
should  carefully  assess  the  im¬ 
pact  that  the  carrier’s  Tariff  1 2 
plan  has  had  on  the  long-dis¬ 
tance  industry. 

When  it  became  commercial¬ 
ly  available  yA  years  ago,  Tariff 
1 2  sparked  considerable  contro¬ 
versy  —  precisely  because  it 
marked  such  a  dramatic  change 
in  AT&T’s  approach  to  the  way  it 
meets  large  business  users’ 
needs. 

Since  then,  AT&T  has  filed 
nearly  65  Tariff  12  deals,  lock¬ 
ing  in  hundreds  of  millions  of 
dollars  of  revenue  through  long¬ 
term  contracts  with  some  of  the 
nation’s  biggest  companies. 

In  fact,  the  roster  of  Tariff  1 2 
customers  reads  like  a  Who’s 
Who  of  America’s  corporate 
elite.  E.I.  du  Dupont  de  Nemours 
&  Co.,  Ford  Motor  Co.,  American 
Express  Co.,  American  Airlines, 
Inc.,  General  Electric  Co.,  Pru¬ 
dential  Insurance  Co.,  Unisys 


Corp.,  RJR  Nabisco,  Inc.  and 
Electronic  Data  Systems  Corp. 
are  among  the  major  companies 
that  have  taken  advantage  of 
Tariff  12. 

Why  have  these  and  other  top 
users  jumped  onto  the  Tariff  1 2 
bandwagon?  Simply  because 
Tariff  1 2  meets  their  needs.  The 
custom  network  plans  provide 
them  with  a  mix  of  services  at 
stable  prices  over  the  long  term 
with  significant  volume  dis¬ 
counts. 

In  addition,  many  customers 
have  been  able  to  arrange  for 
specially  tailored  network  man¬ 
agement  services  under  the  Tar¬ 
iff  12  banner. 

AT&T’s  rivals  also  offer  cus¬ 
tom  network  deals,  and  they 
continue  to  meet  with  success  in 
offering  them.  But  Tariff  12, 
which  began  as  a  response  to 
competitors’  plans,  has  evolved 
into  AT&T’s  best  weapon  in  the 
high  end  of  the  business  commu¬ 
nications  market. 

Tariff  1 2  has  reshaped  com¬ 


petition  on  the  most  lucrative 
portion  of  the  proverbial  long¬ 
distance  playing  field. 

Interestingly,  the  growing 
impact  of  Tariff  1 2  has  coincid¬ 
ed  with  the  slowing  of  AT&T’s 
market  share  decline,  according 
to  recent  Federal  Communica¬ 
tions  Commission  figures. 

What’s  more,  AT&T  appar¬ 
ently  intends  to  apply  Tariff  1 2 
to  a  broader  range  of  users.  Re¬ 
cently,  the  carrier  signed  its 
smallest  Tariff  12  contract  to 
date  —  a  three-year  deal  report¬ 
edly  with  Adolph  Coors  &  Co. 
worth  just  over  $1  million.  That 
contract  was  only  half  as  large  as 
AT&T’s  smallest  previous  Tariff 
1 2  arrangement. 

While  AT&T  still  has  some 
nagging  problems  to  resolve 
with  Tariff  1-2  in  the  billing  and 
administrative  arenas,  it’s  clear 
that  its  custom  network  arrange¬ 
ments  will  continue  to  have  a 
dramatic  and  ever  wider  impact 
on  the  long-distance  market  for 
a  long  time  to  come.  □ 
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AOS  PROVIDERS 


OPINIONS 


BY  ALAN  PEARCE 

The  FCC’s  about  to  take  a 
tiger  by  the  tail 


The  Federal  Communica¬ 
tions  Commission  has  been  be¬ 
sieged  with  complaints  about 
alternative  operator  services 
(AOS)  providers  for  the  past 
several  years.  As  a  result,  the 
FCC  is  threatening  tough  regula¬ 
tion  in  a  recently  launched  No¬ 
tice  of  Proposed  Rule  Making. 

AOS  defenders  point  to  the 
long  list  of  imaginative  and  in¬ 
novative  services  that  AOS  com¬ 
panies  have  developed.  This  in¬ 
cludes  foreign  language  transla¬ 
tion,  conference  calling,  ser¬ 
vices  for  the  deaf  and  others 
with  physical  handicaps,  com¬ 
puterized  Yellow  Pages,  voice 
response  systems,  locator  ser¬ 
vices,  automatic  completion  of 
calls  to  numbers  that  have  been 
changed  and  even  some  emerg¬ 
ing  information  services. 

Defenders  say  that  public 
policymakers  should  allow  the 
industry  to  police  itself  against 
the  alleged  abuses  of  the  past. 

AOS  detractors,  which  in¬ 
clude  public  policy  powerhouses 
such  as  the  FCC,  the  U.S.  Con¬ 
gress,  state  regulators,  and  con¬ 
sumer  and  user  groups,  insist 
that  so  many  of  these  companies 
have  price-gouged  captive  mar¬ 
kets  that  they  deserve  to  be  regu¬ 
lated  and,  in  some  cases,  driven 
out  of  business. 

The  battle  lines  have  been 
drawn,  and  the  looming  policy 
war  is  likely  to  go  all  the  way  to 
the  Supreme  Court. 

According  to  Stuart  Whi¬ 
taker,  author  of  “Operator  Ser¬ 
vices  Market  Study,”  a  research 
study  on  the  evolving  AOS  indus¬ 
try,  “If  the  industry  segment  is 
to  survive  the  next  four  to  five 
years,  several  painful  business 
and  regulatory  problems  must 
be  successfully  resolved  —  in¬ 
cluding  billed  party  preference, 
call  blocking,  prevention  of 
fraud,  fair  competition  between 
regulated  companies  (AT&T 
and  the  local  telcos)  and  non- 

Pearce  is  president  of  In¬ 
formation  Age  Economics, 
Inc.,  a  telecommunications 
research  firm  in  Washington, 
D.C. 

regulated  companies  (the  AOS 


providers),  the  development  of 
new  enhanced  services  and  the 
speedy  resolution  of  consumer 
complaints.” 

The  AOS  industry  was  stimu¬ 
lated  by  the  breakup  of  AT&T. 
AOS  firms,  competing  with 
AT&T,  the  regional  Bell  holding 
companies  and  the  independent 
telephone  companies,  began  to 
offer  services  in  1986  to  hotels, 
motels,  airports,  hospitals  and 
universities,  where  the  end  us¬ 
ers  are  considered  captive  tele¬ 
phone  customers. 

These  new  companies  are 
credited  with  bestowing  benefits 
on  the  public,  such  as  credit  card 
acceptance,  multilingual  opera¬ 
tors,  automated  message  ser- 


T 

JL  he  looming  policy 
war  is  likely  to  go 
all  the  way  to  the 
Supreme  Court. 

▲  ▲▲ 


vices  and  greater  accessibility  of 
telephones. 

However,  the  public  has  also 
encountered  numerous  prob¬ 
lems,  including  price  gouging, 
technical  difficulties  and  a  great 
deal  of  misunderstanding  and 
mistrust. 

In  its  current  rule  making, 
the  FCC  wants  to  resolve  the  fol¬ 
lowing  problems: 

■  Billed  party  preference  — 
a  system  under  which  0  +  calls 
placed  from  pay  phones  would 
be  routed  to  the  long-distance 
carrier  chosen  by  the  caller.  The 
FCC  favors  this  approach;  AOS 
providers  oppose  it.  AOS  provid¬ 
ers  began  operations  in  1986 
largely  to  service  the  so-called 
COCOT  —  coin-operated,  cus¬ 
tomer-owned  telephone  —  in¬ 
dustry  segment. 

■  Call  blocking  —  a  method 
by  which  AOS  providers  prevent 
callers  from  reaching  their  car¬ 
rier  of  choice.  Under  the  FCC 
proposal,  all  call  blocking  would 


be  illegal. 

■  User  information  —  the 

FCC  wants  to  require  all  AOS 
companies  and  those  who  use 
their  services  to  provide  infor¬ 
mation  and  notification  to  con¬ 
sumers  about  the  AOS’  identity, 
practices  and  rates. 

■  Equipment  —  the  FCC  plans 
to  require  that  new  and  existing 
equipment  have  or  be  modified 
to  have  the  capability  of  provid¬ 
ing  access  to  interstate  common 
carriers  via  each  of  the  access- 
code  dialing  methods. 

However,  according  to  Whi¬ 
taker,  because  of  the  partner¬ 
ship  that  exists  between  AOS 
providers  and  their  subscribers, 
the  FCC  may  be  in  for  a  surprise 
if  it  plans  to  regulate  that  seg¬ 
ment  of  the  industry. 

“The  commission  is  about  to 
find  out  that  the  major  hotel 
chains,  for  example,  will  not 
simply  sit  back  and  be  told  how 
to  serve  their  customers’  tele¬ 
communications  needs,”  Whi¬ 
taker  explained.  “For  this  rea¬ 
son,  legal  experts  are  predicting 
that  this  rule  making  will  even¬ 
tually  go  before  the  U.S.  Su¬ 
preme  Court.  Many  AOS  sub¬ 
scribers  have  the  resources,  and 
the  will,  to  fight.” 

For  their  part,  the  AOS  firms 
are  primarily  engaged  in  the 
provision  of  operator  services  as 
a  stand-alone  business.  As  such, 
they  regard  themselves  as  indus¬ 
try  participants  and  are  general¬ 
ly  familiar  with  the  FCC  and  its 
regulatory  methods. 

Despite  its  public  policy 
problems,  the  AOS  segment  of 
the  telecommunications  indus¬ 
try  is  vital  and  will  continue  to 
survive.  But  if  competition  is  to 
prosper,  industry  participants 
have  to  get  with  it;  they  cannot, 
and  must  not,  exploit  users.  This 
axiom  applies  to  both  AOS  pro¬ 
viders  and  their  subscribers. 

During  the  difficult  regula¬ 
tory  and  legal  battles  that  lie 
ahead,  AOS  companies  must 
continue  to  develop  new  ser¬ 
vices,  expand  markets  and  keep 
a  close  watch  on  public  policy 
threats  at  the  federal  and  state 
levels.  □ 


WOULD  YOU,  LIKE  MILTON’S  SATAN,  rather  reign  in  hell  than  serve  in  heaven?  From  the 
sound  of  it,  most  net  managers  do,  but  do  they  prefer  it  that  way?  Tell  us  the  answer  in  a  column. 

Columns  should  be  600  words  in  length  and  submitted  on  disk,  via  modem  or  through  MCI  Mail 
at  390-4868. 

If  you'd  like  to  write  a  column,  call  Alison  Conliffe,  assistant  features  editor,  at  (508)  820-7416 
or  fax  your  idea  to  us  at  (508)  820-3467. 


BY  FRANK  AND  TROISE 


Got  a  minute  to  bib  About 
your  merr>o  of  (ait  week  on 
“  flow  to  Calm  Vown  anAtyt-y  User? 


ERS 


Where’s  the  beef? 

As  an  avid  reader  and 
strong  supporter  of  your  pub¬ 
lication,  especially  of  your 
coverage  of  current  regulatory 
and  legislative  trends  in  tele¬ 
communications,  I  was  disap¬ 
pointed  with  your  interview 
with  Phillip  Evans,  incoming 
president  of  the  International 
Communications  Association 
(ICA)  (“New  ICA  chief  sees 
challenges  ahead,”  NW,  June 
25). 

In  the  past,  I  have  looked 
forward  to  these  interviews 
with  opinion  leaders  and  poli¬ 
cymakers  because  they  provid¬ 
ed  a  forum  for  the  interviewee 
to  expand  on  his  or  her  per¬ 
sonal  philosophy  and  an  op¬ 
portunity  for  your  readers  to 
gain  some  insight  into  that 
philosophy,  the  person  being 
interviewed  and  important 
current  trends  in  telecom¬ 
munications. 

These  interviews  were  al¬ 
ways  highly  substantive  and 
thought  provoking;  they  kept 
the  reader  on  the  cutting  edge 
of  industiy  thinking. 

Unfortunately,  the  Evans 
interview  fell  short  of  your 
usual  standard.  Not  only  was 
the  piece  less  substantive  than 


past  efforts,  it  was  virtually 
nonsubstantive.  The  question¬ 
ing  was  restricted  almost  en¬ 
tirely  to  matters  of  organiza¬ 
tion;  the  timely,  critical  issues 
in  telecommunications  were 
not  explored  at  all. 

Evans  is  in  a  position  to 
wield  a  considerable  degree  of 
influence  on  the  formulation 
of  telecommunications  policy, 
and  he  undoubtedly  has  a 
vision  of  the  direction  that  he 
would  like  to  see  that  policy 
take. 

Yet  your  questions  focused 
on  things  like  the  structure  of 
ICA,  its  international  focus 
and  the  attendance  figures  for 
its  annual  conference.  Even 
when  questions  were  asked 
that  could  have  elicited  meati¬ 
er  responses,  no  follow-up 
was  accomplished  to  draw  out 
those  responses. 

( continued  on  page  42 ) 

Network  World  welcomes 
letters  from  its  readers. 

Letters  should  be  typed, 
double-spaced  and  sent  to 
Editor,  Network  World,  161 
Worcester  Road,  Box  9172, 
Framingham,  Mass.  01701. 

Letters  may  be  edited  for 
space  and  clarity. 
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Business 
nets  go 
to  sea 


How  maritime 
companies  use 
networking 
technology  to 
stay  afloat 


The  task  of  managing  business  commu¬ 
nications  is  seldom  easy,  but  consider  the 
task  facing  telecommunications  managers 
for  maritime  shipping  concerns. 

Their  primary  users  are  aboard  rela¬ 
tively  tiny  floating  platforms  on  a  trackless 
expanse  of  water,  constantly  vulnerable  to 
the  most  extreme  weather  conditions  and 
corrosive  salt,  air  and  water.  Their  busi¬ 
ness  —  and  their  users'  lives  —  depend  on 
uninterrupted,  24-hour-a-day  data  and 
voice  feeds  for  updated  weather  informa¬ 
tion  and  navigation,  as  well  as  standard 
daily  business  communications. 

Because  ships  are  moving  targets,  trav¬ 
eling  beyond  the  range  of  land-based  com¬ 
munications  for  days  or  weeks  at  a  time,  it 
has  been  difficult  to  integrate  them  into 
corporate  communications  networks.  But 
mobile  satellite  systems  are  making  ships 
reliable  nodes  on  integrated  mari¬ 
time  and  land-based  networks. 

About  50%  of  maritime  vessels  use 
some  form  of  satellite  communications, 

Herbst  is  a  free-lance  ivriter  based  in 
the  Washington,  D.C.  area. 


according  to  Warren  Zeger, 
vice-president  of  law  for  the 
World  Systems  Division  of 
Communications  Satellite 
Corp.  in  Washington,  D.C. 

Ships  sailing  in  international 
waters  are  required  by  the  1 974  In-  ® 
ternational  Convention  for  the  Safety  of 
Life  at  Sea  to  carry  high-frequency  radio 
equipment,  and  smaller  coastal  and  plea¬ 
sure  craft  comply  with  this  convention  to 
be  compatible  with  maritime  industry 
communications  systems.  But  this  conven¬ 
tion  has  been  amended  recently  so  that, 
beginning  in  1 992,  ships  will  be  able  to  re¬ 
place  their  old  Morse  telegraphy  equip¬ 
ment  with  satellite  terminals. 

Compared  to  high-frequency  radio 
transmissions,  satellite  transmissions  are 
much  less  vulnerable  to  weather  and  atmo¬ 
spheric  disturbances  and  to  delays  in  es¬ 
tablishing  connections.  They  also  offer 
private-line  sendees  and  coverage  that 
spans  entire  oceans. 

The  vast  majority  of  satellite  sendees  to 
ships  are  provided  by  the  International 
Maritime  Satellite  Organization  (INMAR¬ 
SAT),  a  58-nation  consortium  headquar¬ 
tered  in  London.  INMARSAT  operates 
eight  satellites  —  three  primary  and  five 
backup  —  over  the  Atlantic,  Indian  and  Pa¬ 
cific  oceans,  providing  services  to  more 
than  10,000  vessels. 

INMARSAT’S  satellites  transmit  voice, 
telex  and  data,  including  facsimile  and 
compressed  video  signals,  between  ships 
and  a  global  network  of  20  coast  earth  sta¬ 
tions.  It  is  an  on-demand  sendee  using 
Time-Division  Multiple  Access  (TDMA) 
transmission  over  3-kHz  voice-grade  ana¬ 
log  channels  in  the  L-band  mobile  satellite 
frequencies. 

( continued  on  page  41) 
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HOW  TO  CROSS  THE 

NETWORK  FRONTIER 

Learn  from  the  people  who  have 
been  there  before. . . 


NETWORK  COMPUTING  FORUM 

January  28-31, 1991  •  Grand  Hyatt  •  Washington,  DC 


Designing  or  managing  distributed  computing  systems?  You’re 
crossing  into  challenging  territory,  which  only  a  few  trail-blazers 
have  ever  explored. 

If  you’re  responsible  for  interconnected  networks  and  applications 
developed  and  delivered  over  diverse  platforms  and  architectures, 
then  Network  Computing  Forum  (NCF)  can  provide  you  with  the 
information,  the  resources,  and  the  contacts  to  get  the  job  done  right. 

NCF  will  bring  you  face-to-face  with  the  pioneers  -  the  most 
successful  leading-edge  users,  strategists  and  integrators  of  network 
computing.  They’ll  share  their  experiences  with  you  . . .  and  point 
you  toward  the  most  effective  solutions  for  managing  mission-critical 
network  applications. 


Where  is  systems  management  heading? 

Avoid  costly  mistakes!  At  NCF  you’ll  benefit  from  the  most  authoritative 
and  innovative  thinking  on  - 

•  how  to  select  and  implement  internetworking  architectures 

•  where  open  systems  are  going,  and  how  they  will  impact  software 
development  and  information  management  in  your  organization 

•  why  new  partnerships  -  between  vendors,  between  users,  between 
MIS  and  corporate  users  -  will  make  all  the  difference  in  building 
cost-effective  applications 

•  important  trends  in  hardware  and  software  platforms,  client  server 
architectures,  distributed  databases,  electronic  messaging,  and  more. 


This  unique,  high-level  educational  forum  will 
broaden  your  knowledge  base  -  case  studies 
offering  practical  advice  for  advancing  your 
network  systems  . . .  intensive  short  courses 
with  experienced  professionals  . . .  panel 
discussions  and  workshops  focusing  on  user 
experiences. 

Plus,  a  select  group  of  leading  manufacturers 
will  have  technical  experts  on  hand  to  demon¬ 
strate  their  latest  technology,  discuss  your 
requirements  and  answer  your  questions  on 
compatibility,  service,  applications,  and  more. 

Act  now 

Be  prepared  to  cross  the  next  network  frontier 
. . .  with  strategies  and  solutions  that  work! 

For  fastest  action,  fax  the  coupon  at  right  to 
508-872-8237. 


NETWORK  COMPUTING  FORUM 


□  YES,  please  rush  me  a  complete  Conference  Program. 

□  I  cannot  attend  now,  please  keep  me  informed  about  future  NCF  events. 

□  I’m  interested  in  exhibiting,  please  send  me  more  information. 


Name _ 

Job  Title _ 

Company  Name _ 

Address _ _ _ - 

City _ State _ Zip 


Phone  Number  ( . 


). 


NWW2 


|  MAIL  To:  Network  Computing  Forum,  P.O.  Box  9107  Framingham,  MA  01701-9107 _ j 


Have  you  moved? 


To  change  your  address  of  your  subscription,  simply  attach  your  mailing  label  to  this 
form,  fill  in  your  new  address,  complete  the  questions  and  return  this  form  to  us. 


Why  wait  to  read  someone  else’s  copy  of  NETWORK  WORLD?  You  can  have  your 
own  copy  on  your  desk  every  week. 

To  apply  for  a  FREE  subscription,  simply  complete  this  subscription  application 
form  and  return  it  to  us. 


Fold  &  Tape  Here 


Note! 

Please  answer  ALL  questions,  sign  and  date  the  application.  Incomplete  forms  cannot  be 
processed  or  acknowledged.  For  those  questions  requesting  quantities,  please  respond  with 
specific  numbers.  The  publisher  reserves  the  right  to  limit  the  number  of  free  subscriptions 
accepted  in  any  business  category. 

Your  name,  title,  company  name  and  company  address  must  appear  in  the  space  provided  for 
your  application  to  be  processed,  or  you  may  affix  your  business  card.  Subscriptions  cannot  be 
mailed  to  a  home  address. 

Thank  You! 


The  Newsweekly  of  Enterprise  Networking  Strategies 

Fold  Here 


The  Newsweekly  of  Enterprise  Networking  Strategies 

P.O.BOX  1021 

SOUTHEASTERN,  PA  19398-9979 


PLACE 

POSTAGE 

STAMP 

HERE 


I  ii  1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1 1  ■  I  ii  1 1 1 1 1 1  ■  1 1 1 1 1 1  ■  ■  •  1 1  ■  I 


A.  I  Wish  to  Receive  a  FREE  Subscription  to  Network  World. 

YES  □  NO  □ 


Signature . . . Date  . . . 

Business  Phone . 

B.  Please  Provide  your  Name,  Title  &  Company  Address. 


DR./MR./MRS./MS . 

First  Name  Middle  Name  Last  Name 


TITLE . 

COMPANY  NAME  . 

DIVISION/DEPARTMENT . 

STREET  ADDRESS  . 

CITY . STATE . ZIP . 

C.  Please  Answer  ALL  Questions,  Sign  &  Date  the  Form. 


Industry:  (check  one  only) 

01.  □  Manufacturers  (other  than  computer/communications) 

02.  □  Rnance/Banking 

03.  □  Insurance 

04.  □  Real  Estate 

05.  □  Healthcare  Services 

06.  □  Legal 

07.  □  Hospitality 

08.  □  Retail/Wholesale  Trade 

09.  □  Transportation 

10.  □  Utilities 

11.  □  Education 

12.0  Process  Industries  (Mining/Construction/Retroleum 
Refining/ Agriculture/Forestry) 

13.  □  Government  State/Local 

14.  □  Government  Federal 

1 5.  □  Military 

16.  □  Aerospace 

17.  □  Consultants  (independent) 

1 8.  □  Carriers 

19.  □  Interconnects 

20.  □  Manufacturers  (Computer/Communications) 

21.  □  VAR/VAD/Systems  House 

22.  □  Distributor,  Computer  Related 

23.  □  Distributor,  Communications  Related 

24.  □  Other  - 

Job  function:  (check  one  only) 

1 .  □  Networking  Management  (Responsible  for 

both  voice  &  data) 

2 .  □  MIS  Management  (VP,  Dir. ,  Department  Head) 

3.  □  Corporate  Management  (Chairman,  President, 

Owner,  General  Manager,  CEO,  CIO,  VP) 

4.  □  Data  Communications  Management 

(Responsible  for  data  only) 

5.  □  Telecommunications  Management 

(Responsible  for  voice  only) 

6.  □  Financial  Management 

7.  □  Engineering  Management 

8.  □  Consultant  (Independent) 

9.  □  Other  _ 

What  is  the  scope  of  your  involvement  in 
purchase  decisions  for  Network/ 
Communications  products  +  services? 
(check  one  only) 

1 .  □  Enterprise  Wide  (Organization/Subsidiary/Division) 

2.  □  Multi  Enterprise  (Consultants) 

3.  □  Department  Wide 


4  What  is  the  total  number  of  sites  for 
which  you  have  purchase  influence? 


1. D100  +  4.  □  10- 19 

2.  □  50  -  99  5.  □  2-9 

3.  □  20  -49  6.  □  1 


Your  primary  responsibility: 
(check  one  only) 


1 .  □  Both  Data  +  Voice  3.  □  Voice  Networking  Only 

2.  □  Data  Networking  Only  4.  □  None 

6  Which  transmission  media  do  you  use 
in  your  network:  (check  all  that  apply) 
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What  is  your  LAN  environment? 
(check  all  that  apply) 


1  D  4M  TOKEN  RING 

2.  □  16M  TOKEN  RING 

3.  □  ARCNET 

4.  □  ETHERNET 


5.  □  STARLAN 

6  □  FDDI 

7  □  LOCALTALK 

8  □  OTHER  _ 


Which  operating  systems  do  you 
utilize?  (check  all  that  apply) 


1 .  □  IBM  DOS  (VSE)  6.  □  VM 

2.  □  UNIX  7 .  □  VMS 

3.  □  OS/2  8.  □  XENIX 

4.  □  OS/2  Extended  Edition  9.  □  PICK 

5.  □  MVS  □  OTHER 


Please  indicate  by  vendor  the  number 
of  mainframes/ minicomputers  installed 
in  your  network. 


VENDOR  MAINFRAMES 

A 

01  DFC 

MINIS 

B 

02  IBM 

03  AMDAHL 

04  AT&T 

05  BULL  HN  IS 

06  NCR 

07  DATA  GENERAL 

08.  WANG 

09.  HEWLETT  PACKARD 

10  PRIME 

1 1 . TANDEM 

12  UNISYS 

13  CONTROL  DATA 

14.  OTHFR 
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Please  indicate  by  vendor  the  number 
of  microcomputers/workstations: 


A.  Presently  installed  in  your  network. 

B.  The  approximate  quantity  you  plan  to 
install  in  the  next  12  months. 


MICROCOMPUTER/  PRESENTLY 

WORKSTATION/  INSTALLED 

VENDOR 

A 

01  PCs  based  on  80286  chiD 

PLAN  TO 
INSTALL 

NEXT  12 
MONTHS 

B 

02  PCs  based  on  80386  chip 

03  PCs  based  on  80486  chip 

04  8086/8088 

05.  Macintosh 

06  RISC-based  workstations 

07  UNIX-hasftd  workstations 

14 


What  is  your  planned  PC 
standard?  (check  all  that  apply) 


1.  □  EISA 

2.  □  MCA 

3.  □  NUBUS  (MACINTOSH) 


Public: 

01.  □  Switched-Based  06.  □  Broadband 

(DDD,  Wats.  Megacom,  etc.)  07.  □  ISDN 
02.  □  Leased  Line  (not  including  T-1)  Private: 

03.  □  T-1  08.  □  Satellite 

04.  □  Fractional  T-1  09,  □  Microwave 

05.  □  T-3/SONET  10.  □  Fiber  Optic 

Isyournetwoik:  (check  all  that  apply) 

LOCAL  AREA  NETWORK  WIDE  AREA  NETWORKS 

1 .  □  Local  (within  building)  3.  □  International 

2.  □  Local  (in  a  campus  4.0  National 

environment)  5.  □  Regional  (several  states) 

6.  □  Metropolitan 


For  which  areas  outside  of  the 
U.S.  do  you  have  purchasing 
influence?  (check  all  that  apply) 

1 .  □  Europe  4.D  Australia 

2.  □  Asia  5.  □  Middle  East 

3.  □  South  America 

iZ  Check  ALL  that  apply  in  columns 
A  and  B 

A)  I  am  presently  involved  In  the  purchase 
process  for  the  following  products/services: 

B)  I  plan  to  purchase  the  following  products/ 
services  in  the  next  12  months: 


What  is  your  netwoik  architecture? 
(check  all  that  apply) 


1.  □  SNA 

2.  □  DECNET 

3.  □  OSI 

4  □  GOSIP 


5.  □  MAP/TOP 

6.  □  TCP/IP 

7  DDCA  (UNISYS) 

8  □  OTHER  _ 


9  What  is  your  LAN  Operating  System? 
(check  all  that  apply) 

01. □  3COM  (3 +,  3+ open) 

02  O  LOCAL  TALK  (APPLETALK) 

03.  □  BANYAN  (VINES) 

04.  □  DCA  (IRMALAN) 

05  .  □  IBM  (LAN  Server) 

06.  □  IBM  (PC  LAN  PROGRAM) 

07.  □  MICROSOFT  (LAN  MANAGER) 

08.  □  UNGERMAN  BASS  (NET/1) 

09.  □  NOVELL  (NETWARE) 

10  .  □  TOPS 

11 .  □  PROTEON  (PRONET) 

12.  □  OTHER  _ 


Presently 

Plan  to 

Involved 

Purchase 

A 

B 

LOCAL  AREA  NETWORKS: 

01.  □ 

□ 

Local  Area  Networks 

02.  □ 

d 

LAN  Servers 

03.  □ 

Q 

LAN  Services 

04.  □ 

□ 

Cables,  Connectors,  Baiuns 

05.  □ 

□ 

Bridges.  Routers,  Gateways 

06  .  □ 

□ 

UPS 

07.  □ 

d 

LAN  Storage  Devices 

A 

B 

COMPUTERS/PERIPHERALS: 

08.  □ 

d 

Micros 

09.  □ 

d 

Minis 

10.  □ 

d 

Mainframes 

11. □ 

d 

Front  End  Processors 

12.  □ 

D 

Terminals 

13.  D 

d 

Laptops 

14.  □ 

d 

Printers 

15.  □ 

D 

Work  Stations 

16.  □ 

0 

Cluster  Controllers 

(continued  on  next  column) 


Presently 

Plan  to 

Involved 

Purchase 

A 

B 

SOFTWARE: 

17.  d 

d 

Network  Management 

18.  d 

d 

Micro  to  Mainframe 

19.  D 

d 

Network  Security 

20.  D 

D 

Call  Accounting 

21. d 

d 

Distributed  DBMS 

22.  D 

D 

Communications  Software 

23.  D 

D 

Applications  Software 

24.  □ 

D 

Network  Operating  Systems  Software 

25.  □ 

D 

EDI  Software 

26.  □ 

a 

E-Mail  Software 

A 

B 

DATA  COMMUNICATIONS: 

27.  d 

O 

Modems  (over  9.6kbps) 

28.  d 

d 

Modems  (under  9.6kbps) 

29.  D 

D 

T-1  Multiplexers 

30.  d 

D 

T-3  Multiplexers 

31.  D 

O 

Fractional  T-1  Multiplexers 

32.  D 

D 

Data  Switches 

33.  d 

d 

Matrix  Switches 

34.  D 

D 

Packet  Switches 

35.  D 

D 

Protocol  Converters 

36.  D 

D 

Network  Management  Systems 

37.  D 

d 

Terminal  Emulation  Boards 

38.  D 

'  D 

Facsimile  Machines 

39.  □ 

D 

Diagnostic  Test  Equipment 

40.  D 

D 

DSU/CSU 

41.  D 

O 

Data  Security 

42.  D 

O 

Data  Compression  Equipment 

43.  D 

D 

Network  Adapter  Boards 

44.  d 

d 

Microwave 

45.  d 

O 

Messaging  Software 

A 

B 

TELECOMMUNICATIONS: 

46.  d 

d 

PBXs  (over  1000  lines) 

47.  D 

D 

PBXs  (200  -  1000  lines) 

48.  D 

D 

PBXs  (under  200  lines) 

49.  □ 

D 

Key  Systems 

50.  D 

D 

Automatic  Call  Distributors 

51.  D 

d 

Voice  Messaging  Systems 

52.  □ 

d 

Video  Teleconferencing  Systems 

A 

B 

SERVICES: 

53.  D 

d 

Switched  Voice 

54.  D 

d 

Dedicated  Leased  Line 

55.  □ 

d 

T-1 

56.0 

d 

T-3 

57.  D 

d 

Digital  Data 

58.0 

d 

Packet  Switched 

59.  □ 

d 

Centrex 

60.  D 

d 

Central  Office  Lan 

61.  d 

d 

Satellite 

62.  D 

d 

On-Line  Information 

63.  D 

d 

ISDN 

64.  D 

d 

EMail 

65.  D 

d 

VSAT 

Estimated  value  of  networking  equipment 
and  services: 


A:  Which  you  helped  specify,  recommend  or  approve 
in  the  last  12  months? 

B:  Which  you  plan  to  help  specify,  recommend 
or  approve  in  the  next  12  months? 

A  B 

ID  □  $100  million  and  over 
2  □  □  $50  -  $99.9  mill 

3D  □  $25  -  $49.9  mill 

4  □  □  $20  -  $24.9  mill. 

5  □  □  $10 -$19.9  mill. 

6  □  □  $5  -  $9.9  mill. 

7  □  D$1  -  $4.9  mill. 

8  □  □  $500,000  -  $999,999 

9  □  □  Under  $500,000 


|  Q  Estimated  gross  annual  revenue  of  your 
entire  company/  institution: 

(check  one  only) 


1 .  □  over  $1 0  billion 

2.  □  $1  to  $9.9  bill. 

3.  □  $500  to  $1  bill. 

4.  □  $100  to  $499.9  mill. 


5.0  $50  to  $99.9  mill. 

6.  □  $10  to  $49.9  mill. 

7.  □  $5  to  9.9  mill. 

8.  □  under  $5  mill. 
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Estimated  number  of  employees  for  your 
entire  corporation: 


1 .  □  over  10,000  4.  □  1 ,000  -  2,499 

2.  □  5,000  -  9,999  5.  □  500  -  999 

3.  □  2,500  -  4,999  6.  □  under  500 


Which  of  the  following  ISDN  products  do 
you  plan  to  purchase  in  the  next  12 
months?  (check  all  that  apply) 


1 .  □  Basic  Rate  Interlace  Terminal  Adapters 
2  □  Primary  Rate  Interlace  Equipment 
3.  □  Voice/Data  terminals 
4  □  Voice-only  terminals 
5.  □  Data-only  terminals 

From  which  of  the  following  vendors  will  you 
consider  buying  your  PBX/Central  Office 
Switch?  (check  all  that  apply) 


A 

B 

PBX 

COS 

A  d 

d 

AT&T 

BO 

□ 

ALCATEL 

CD 

d 

ERICSSON 

D  D 

□ 

FUJITSU 

E  D 

HARRIS 

F  D 

HITACHI 

GO 

ROLM 

Hd 

INTECOM 

1  d 

MEMOREX  TELEX 

J  d 

MITEL 

K  D 

d 

NEC 

L  d 

d 

NORTHERN  TELECOM 

MD 

SAMSUNG 

N  D 

d 

SIEMENS 

OD 

STROMBERG-CARLSON 

P  D 

TOSHIBA 

Qd 

d 

OTHER 

NETWORK  \%/0RLD 
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BUSINESS  NETS  GO  TO  SEA 


( continued  from  page  38 ) 

COMSAT,  a  public  corporation 
established  by  Congress  in  1963, 
pioneered  maritime  satellite 
communications  by  launching 
the  MARISAT  satellites  used  by 
INMARSAT.  COMSAT  is  the  Amer¬ 
ican  signatory  to  INMARSAT  and 
markets  INMARSAT’S  services  in 
the  U.S.  It  operates  North  Ameri¬ 
can  coast  earth  stations  for  IN¬ 
MARSAT  in  Santa  Paula,  Calif., 
and  Southbury,  Conn. 

“[High-frequency]  radio  ter¬ 
minals  were  basically  designed 
for  telephone  and  telex,”  says 
Jim  Jancso,  director  of  operations 
for  COMSAT  Mobile  Communica¬ 
tions.  “The  thought  occurred  to 
someone,  ‘Why  not  put  a  PC,  PBX 
and  fax  on  board  and  set  up  a 


complete  satellite  earth  station?’ 
COMSAT  invested  some  research 
and  development  money  in  de¬ 
veloping  special  shipboard  inter¬ 
facing  equipment  capable  of 
working  with  all  of  the  different 
models  of  terminals,  and  they  ac¬ 
tually  did  it.” 

Service  by  satellite 

Satellite  systems  can  be  used 
for  voice  and  data  messaging, 
known  as  Mobile  Satellite  Service 
(MSS),  or  to  automatically  deter¬ 
mine  the  location  of  a  mobile 
unit,  known  as  Radio  Determina¬ 
tion  Satellite  Service.  INMAR¬ 
SAT’S  Standard-A  service  is  an 
MSS  that  provides  a  wide  range  of 
direct-dial  services,  including 
data  transmission  at  up  to  9-6K 
bit/sec. 

Because  INMARSAT  users  can 
choose  which  signatory’s  earth 
station  to  use,  there  is  intense 
competition  between  various 
countries’  signatories  for  INMAR¬ 
SAT  customers. 

“There  is  a  lot  of  switching 
around,”  COMSAT’s  Zeger  says. 
“Users  just  push  one  button  to  go 
to  COMSAT  and  another  button  to 
go  to  some  other  signatory,  such 
as  the  British,  French  or  to  Saudi 
Arabian.” 

Business  on  board 

Signatories  compete  to  pro¬ 
vide  greater  reliability  and  more 
services.  “In  the  last  couple  of 
years,  we  have  really  focused  on 
providing  some  communications 
services,  primarily  telephone 
systems,  directed  at  the  popula¬ 
tion  of  a  ship,”  Jancso  says. 

These  services  include  credit 
card  phones  and  fax  machines  lo¬ 
cated  in  passenger  cabins  or  com¬ 
mon  areas  where  passengers  and 
crew  can  easily  access  them  at  all 
hours,  a  service  that  provides 
credit  card  balances  for  on-board 
check  cashing  and  slow-scan  vid¬ 


eo  for  teleconferencing. 

Other  services  include  elec¬ 
tronic  mail,  group  telex  transmis¬ 
sions,  postal  delivery  of  telexes, 
subscription  news  services  deliv¬ 
ered  by  telex,  a  switched  56k 
bit/sec  service  interfaced  to 
AT&T’s  Accunet  service  and  a 
dedicated  line  to  a  packet- 
switched  node  that  is  connected 
to  Western  Union  Corp.’s  World¬ 
Com  service. 

“Basically,  you  can  do  almost 
anything  on  board  a  ship  now  that 
you  could  do  at  your  office,” 
Jancso  says. 

Since  COMSAT  began  provid¬ 
ing  direct  public  access  to  credit 
card  telephones  and  fax  ma¬ 
chines  four  years  ago,  message 
traffic  on  cruise  ships  has  gone  up 


four-  to  fivefold,  according  to 
Jancso.  COMSAT  is  now  prepar¬ 
ing  equipment  for  on-board  busi¬ 
ness  centers  where  passengers 
will  be  able  to  use  personal  com¬ 
puters  and  fax  machines  without 
the  intervention  of  a  crew  mem¬ 
ber. 

“Fifteen  years  ago,  passen¬ 
gers  wanted  to  get  away  from  the 
telephones  and  television,”  says 
Roar  Molvig,  electrical  superin¬ 
tendent  for  Royal  Caribbean 
Cruise  Line,  Ltd.,  based  in  Miami. 
“Today,  the  trend  is  to  keep  a  bit 
more  in  touch  with  what’s  going 


Nuts,  bolts  and  costs 

Satellite  services  offer  clearer 
reception  than  telephone  calls 
made  via  high-frequency  radio. 
AT&T’s  high-frequency  service 
“sometimes  fades  when  the  ship 
is  moving,  and  you  can  wait  30 
minutes  for  an  operator  to  make 
the  connection,”  says  Rolf  Rude, 
vice-president  of  San  Francisco- 
based  Norwegian  Seabourne 
Cruise  Line,  Inc. 

“Slowly  but  surely,  we  have 
equipped  all  of  our  ships  with  IN¬ 
MARSAT  equipment,”  says  Bill 
Petris,  senior  communications 
analyst  for  the  Atlantic  division 
of  Crowley  Maritime  Corp.  of  San 
Francisco,  the  nation’s  third  larg¬ 
est  shipping  company. 

“We  found  that  radio  commu¬ 
nications  really  isn’t  reliable  for 
sending  data,”  he  says.  “The  sat¬ 
ellite  has  by  far  the  highest  reli¬ 
ability  and  functionality,  but  this 
is  reflected  in  the  cost  of  the  ser¬ 
vice;  it’s  very  expensive.  We  try  to 
minimize  the  usage  of  satellite 
transmission  by  maximizing  the 
batch  mode  of  transmission.” 

Telex  messages  cost  $4  per 
minute  over  INMARSAT’S  Stan¬ 
dard-A  service;  all  other  types  of 
transmissions  cost  $10  per  min¬ 
ute.  Installing  a  Standard-A  ship¬ 


board  terminal  costs  about 
$50,000. 

Standard-A  terminals  include 
below-deck  electronics  and  a  sta¬ 
bilized  platform  that  keeps  a  3-ft. 
dish  aimed  at  a  satellite  despite 
the  motion  of  a  floating  ship.  The 
size  and  weight  of  the  radome- 
covered  antenna  unit  generally 
limits  the  use  of  Standard-A 
equipment  to  vessels  of  more 
than  45  feet  in  length. 

New  terminals  coming 

The  relatively  high  costs  of  IN¬ 
MARSAT’S  services  have  given  it 
and  competitors  an  incentive  to 
provide  less  expensive  alterna¬ 
tives.  For  smaller  craft,  COMSAT 
later  this  year  plans  to  offer  new 
Standard-C  terminals.  Considera¬ 
bly  smaller,  lighter  and  less  ex¬ 
pensive  than  Standard-A  units  — 
and  with  no  stabilized  platform 
—  Standard-C  uses  a  small  omni¬ 
directional  antenna  with  no  mov¬ 
ing  parts. 

The  entire  Standard-C  termi¬ 
nal,  including  both  antenna  and 
below-deck  electronics,  weighs 
less  than  10  pounds  and  costs  in 
the  range  of  $5,000  to  $10,000, 
Jancso  says.  It  provides  only  digi¬ 
tal  messaging  in  switched  data,  E- 
mail  or  telex  format,  transmitted 
at  600  bit/sec  to  a  store-and-for- 
ward  switch  at  a  coast  earth  sta¬ 
tion. 

The  transmission  cost  is  about 
1  cent  per  character  or,  if  mes¬ 
sages  are  sent  in  a  256-bit  signal 
called  a  data  report,  about  one- 
third  of  a  cent  per  character. 

The  low  cost  and  small  size  of 
Standard-C  equipment  will  lead 
to  widespread  adoption  of  this 
technology  in  mobile  terrestrial 
as  well  as  maritime  communica¬ 
tions,  according  to  Jancso.  At  pre¬ 
sent,  about  50,000  vessels  in  the 
maritime  industry  are  not  using 
satellite  communications  be¬ 
cause  of  their  small  size  or  the 
cost  of  the  equipment,  he  says. 

“[Standard-C]  can  be  used  on 
trains,  trucks,  cars  and  buses,  as 
well  as  recreational  boats,” 
Jancso  says. 

INMARSAT  will  begin  launch¬ 
ing  a  second  generation  of  satel¬ 
lites,  INMARSAT- 2,  later  this 
year.  These  will  increase  the  sys¬ 
tem’s  capacity  by  about  threefold 
and  will  allow  for  more  complete 
global  coverage. 

By  1992,  INMARSAT  plans  to 
replace  Standard-A  service  with  a 
digital  version  called  Standard-B. 
A  voice-only  version  of  this  ser¬ 
vice,  called  Standard-M,  will  be 
marketed  to  smaller  craft. 

User  networks 

Owners  of  larger  fleets,  which 
usually  operate  on  the  high  seas 
using  INMARSAT,  set  up  their 
own  hubs  to  interconnect  a  com¬ 
plex  web  of  ports  and  other  land- 
based  facilities,  company  and 
agents’  offices,  and  various 
equipment,  including  ships  and 
vehicles. 

New  Orleans-based  Lykes 
Bros.  Steamship  Company,  Inc.,  a 
global  shipping  firm  with  28 
( continued  on  page  42 ) 
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ou  can  do  almost  anything  on  board 
a  ship  now  that  you  could  do  at  your  office.” 
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From  the  sky 
to  the  sea 
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The  International  Maritime 
Satellite  Organization  (INMAR¬ 
SAT)  may  be  getting  competi¬ 
tion  from  both  air  and  land. 

A  number  of  firms  are  pre¬ 
paring  to  offer  a  digital  aero¬ 
nautical  mobile  satellite  service 
(MSS)  for  airplane  passengers 
and  crew.  The  service  depends 
on  a  new  antenna,  developed  by 
E.B.  Nera  of  Norway,  that  allows 
communications  between  IN¬ 
MARSAT  satellites  and  air¬ 
planes  in  flight. 

At  least  one  of  the  firms  pre¬ 
paring  an  aeronautical  MSS,  an 
international  consortium  that 
includes  Culver  City,  Calif.- 
based  IDB  Communications 
Group,  Inc.,  has  announced 
plans  for  a  worldwide  maritime 
MSS  using  the  same  technology. 

Currently,  IDB  provides  sat¬ 
ellite  uplinks  for  live  remote 
transmissions  from  ships  by  ra¬ 
dio  and  TV  broadcasters  using 
portable  Ku-band  earth  stations 
that  can  be  stabilized  to  com¬ 
pensate  for  a  ship’s  motion. 

The  satel¬ 
lite  footprints 
of  MSSs  li¬ 
censed  to  serve 
the  U.S.  do¬ 
mestic  market 
—  providing 
sendees  pri¬ 
marily  for  mo¬ 
bile  terrestrial 
units  —  also 
extend  into 
U.S.  coastal 
waters  and  in-  AAA 

land  water¬ 
ways.  As  a  re¬ 
sult,  these  systems  provide  an 
alternative  to  INMARSAT  in 
coastal  and  inland  waters. 

Two  competitors 

Two  firms  marketing  com¬ 
petitive  sendees  are  Geostar 
Corp.  of  Washington,  D.C.iand 
Qualcomm,  Inc.  of  San  Diego. 

■  Geostar  —  Geostar  became 
the  first  satellite  sendees  pro¬ 
vider  to  compete  with  INMAR¬ 
SAT  in  coastal  waters  when  it 
leased  two  satellite  transpon¬ 
ders  in  1983.  Geostar’s  focus 
has  been  land-based  mobile 
communications  for  the  truck¬ 
ing  industry,  but  its  terminals 
can  also  be  installed  on  ships 
without  modification. 

Geostar  System  2C  terminals 
weigh  about  15  pounds,  includ¬ 
ing  an  omnidirectional  satellite 
dish  that  is  less  than  six  inches 
in  diameter.  The  cost  for  every¬ 
thing  is  about  $3,000  to 
$4,000,  according  to  Ken  Man¬ 
ning,  Geostar’s  senior  director 
of  business  planning. 

Similar  to  INMARSAT’S  Stan¬ 
dard-C  sendee,  Geostar  pro¬ 
vides  two-way  messaging  of  dig¬ 
ital  data  on  two  simplex 


channels.  One  hundred-charac¬ 
ter  messages  are  transmitted  to 
an  L-band  satellite  transponder 
at  a  data  rate  of  1 5.6K  bit/sec  in 
50-msec  4W  bursts. 

The  duty  cycle  on  the  power 
amplifier  limits  the  transmitter 
to  one  burst  every  few  seconds, 
and  the  typical  user  sends  one 
burst  every  hour  on  a  routine 
basis.  Geostar’s  service  costs 
five  cents  per  burst  —  one-sev¬ 
enth  to  one-twentieth  the  cost 
of  INMARSAT  transmissions. 

Because  Geostar  was  li¬ 
censed  as  a  position  determina¬ 
tion  sendee,  it  can  only  transmit 
data.  Every  mobile  unit  message 
must  include  a  description  of  its 
location,  and  any  additional  in¬ 
formation  in  the  message  must 
be  related  to  fleet  management 
operations. 

Although  not  as  versatile  as 
INMARSAT’S  sendee,  Geostar 
has  been  put  to  work  on  a  vari¬ 
ety  of  marine  applications. 
Geostar  began  marketing  its 
sendee  to  maritime  shipping 
firms  this  past 
January,  and 
so  far,  it  has  al¬ 
most  100  us¬ 
ers. 

■  Qualcomm 

—  Qualcomm 
leased  two  Ku- 
band  tran¬ 
sponders  for 
its  OmniTracs 
MSS  rather 
than  compet¬ 
ing  for  space  in 
the  crowded  L- 
band  spec¬ 
trum.  Ku-band  transmissions 
require  a  slightly  larger,  mov¬ 
able  antenna  that  tracks  a  satel¬ 
lite  as  a  mobile  unit  moves. 
They  are  somewhat  more  vul¬ 
nerable  to  interference  from 
heavy  rains  than  L-band. 

Qualcomm  terminals  weigh 
24  pounds,  including  an  11 -in. 
dish,  and  they  are  priced  from 
$4,000  to  $4,500.  They  trans¬ 
mit  messages  with  as  many  as 
1,900  characters  at  165K  bit/ 
sec  and  receive  messages  at  1 6K 
bit/sec. 

Using  Qualcomm’s  Omni¬ 
Tracs  for  maritime  services  will 
require  a  third-party  sendee 
provider  that  can  furnish  a  24- 
hour  dispatch  center.  This  is 
necessary  because  Qualcomm 
does  not  distribute  messages 
from  its  hub  in  San  Diego  and 
most  boat  owners  are  too  small 
to  operate  their  own  dispatch 
center,  according  to  Qual¬ 
comm’s  senior  vice-president 
Andy  Cohen. 

“It’s  just  not  economical  for 
someone  who  owns  two  or 
three  boats  to  run  their  own 
messaging  center,”  Cohen  says. 

—  Kris  Herbst 


eostar  has  been 
put  to  work  on  a 
variety  of  marine 
applications. 
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Business  nets 
go  to  sea 

continued  from  page  41 
ships,  routes  transmissions  be¬ 
tween  its  ships  and  onshore  loca¬ 
tions  through  its  data  processing 
hub  in  New  Orleans. 

Messages  can  be  directed  to 
several  hundred  Lykes  offices 
and  agents  throughout  the  world. 
“We  have  it  set  up  so  they  send 
one  transmission  into  our  head¬ 
quarters  and  we  automatically 
route  it  to  other  destinations,” 
says  T.C.  Thomasson,  Lykes’ 
manager  of  network  sendees. 

Messages  from  Lykes’  ships, 
half  of  which  are  outfitted  with 
INMARSAT  terminals,  are  trans¬ 
mitted  from  an  earth  station  to  a 
dedicated  IBM  Personal  Comput¬ 
er  at  Lykes’  New  Orleans  hub  via 
AT&T  land  lines.  The  personal 
computer  is  connected  to  others 
on  Lykes’  corporate  local-area 
network  through  a  token-ring 
card. 

From  there,  messages  either 
are  sent  to  an  IBM  mainframe 
running  MCI  Communications 
Corp.’s  Gateway  Manager  soft¬ 
ware  —  operating  an  E-mail  sys¬ 
tem  with  more  than  25  leased 
lines  to  other  locations  —  or  to  a 
Lane  Telecommunications,  Inc. 
9500  Miniswitch  computer  that 
sends  off-network  messages  out 
over  one  of  three  leased  telex 
lines. 

These  lines  terminate  at  MCI’s 
facilities  in  Fort  Lee,  N.J.,  and  the 
Belgium  Telex  Exchange  in  Brus¬ 
sels  and  Antwerp,  Belgium.  The 
Antwerp  line  also  carries  voice 
and  data. 

Crowley’s  network  communi¬ 
cates  with  the  more  than  40 
Crowley  operating  companies 
worldwide  and  handles  about  sev¬ 
en  million  transactions  a  month. 

The  network  interconnects 
“about  2,200  terminals  on  102 
controllers  in  about  40  locations 
in  the  [continental]  U.S.,  the  Ca- 


for  digital  56K  bit/sec  and  analog 
19.6K  bit/sec  transmissions. 

At  the  Jacksonville  hub,  a  per¬ 
sonal  computer  on  a  token-ring 
LAN  is  linked  to  an  IBM  3720 
mainframe  at  Crowley’s  San 
Francisco  headquarters  via  two 
leased  digital  5oK  bit/sec  lines. 
An  IBM  3745  Model  70  concen¬ 
trator  is  connected  to  the  person¬ 
al  computer  and  serves  as  a  gate¬ 
way  controller. 

“Typically,  we  bring  data  in 
from  San  Francisco  on  a  56K  bit/ 
sec  digital  line  and  distribute  it 
from  Jacksonville  on  9-6K  bit/ sec 
digital  lines,”  Crowley’s  Petris 
says.  “We  distribute  to  Jackson¬ 
ville,  Savannah,  Ga.,  and  Charles¬ 
ton,  S.C.,  Lake  Charles,  La.,  and 
New  Orleans,  Atlanta,  Mobile, 
Ala.,  and  Houston.” 

Building  the  network 

Assembling  such  a  far-flung 
network  can  be  difficult.  “The 
South  American  pieces  of  our  net¬ 
work,  in  particular,  are  quite  a 
challenge  to  put  together,  ’  ’  Smith 
says. 

“We  use  international  satel¬ 
lite  lines  to  link  the  host  in  San 
Francisco  to  a  hubbing  point  in 
the  foreign  country,”  he  says. 
“Then  we’ll  use  local  domestic 
tail  circuits  to  get  out  to  outlying 
locations  from  the  hubbing  point. 
We  try  to  put  our  hubbing  points 
at  places  where  we  have  some 
technical  expertise  and  some  lo¬ 
cal  contacts  with  the  PTT.” 

“Technology  in  South  Ameri¬ 
can  countries  is  not  quite  as  ad¬ 
vanced  as  where  we  are  used  to 
operating,”  Petris  adds.  “Typi¬ 
cally,  the  maritime  industry 
doesn’t  look  for  a  particularly 
modern  location  for  its  facilities. 
They  look  for  the  proper  marine 
facilities  —  the  right  dock  or  port 
or  whatever.  Sometimes  that  pre¬ 
sents  a  challenge  to  the  telecom¬ 
munications  side  because  we 
have  to  scramble  to  take  advan¬ 
tage  of  whatever  is  there.” 
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ribbean,  South  America,  Europe, 
Alaska,  Hawaii  and  Puerto  Rico,” 
says  Sid  Smith,  manager  of  Crow¬ 
ley’s  corporate  telecommunica¬ 
tions.  “The  network  is  linked  by 
dedicated  land,  satellite  and  un¬ 
dersea  circuits.  Probably  80%  of 
it  is  digital  and  20%  is  analog.” 

Crowley’s  fleet  comprises 
more  than  100  vehicles  and  300 
vessels  including  18  deep  water 
ships,  all  equipped  with  INMAR¬ 
SAT  terminals.  Signals  from 
Crowley’s  ships  are  sent  to  one  of 
three  division  hub  stations  in 
Cranford,  N.J,  Jacksonville,  Fla., 
or  Miami.  A  fourth  hub  at  Crow¬ 
ley’s  largest  port  in  San  Juan, 
Puerto  Rico,  is  linked  via  satellite 


Often,  there  are  long  lead 
times  in  circuit  and  equipment  ac¬ 
quisition.  “We  brought  9-6K  bit/ 
sec  transmissions  into  Rio  de  Ja¬ 
neiro,”  Petris  says.  “We  had  to 
break  the  circuit  down  into  four 
2,400  bit/sec  streams,  and  we  ac¬ 
tually  had  to  go  dial-up  for  a  long 
time  until  we  could  get  the  cir¬ 
cuits  in.” 

The  business  network 

Like  other  large  shipping 
firms,  Crowley’s  network  trans¬ 
mits  information  that  is  vital  to 
day-to-day  operations,  including 
freight  bookings,  documenta¬ 
tion,  billing,  vessel  tracking, 
management  of  on-  and  offshore 


equipment,  as  well  as  intermodal 
scheduling  and  booking  —  all  of 
which  is  integrated  into  one  huge 
family  of  applications,  according 
to  Smith. 

Crowley’s  system  includes  an 
accounting  program  that  incor¬ 
porates  daily  transmissions  of 
payroll  data  from  the  larger  ships 
via  INMARSAT.  The  same  trans¬ 
mission  carries  the  ship’s  posi¬ 
tion  and  maintenance  condi¬ 


In  the  future,  several  firms 
plan  to  provide  a  domestic  MSS  to 
compete  with  INMARSAT’S  Stan¬ 
dards  voice  and  data  service  in 
coastal  waters.  Geostar  has  setup 
a  subsidiaiy,  Geostar  Messaging 
Corp.  (GMC),  to  establish  a  mo¬ 
bile  digital  data  and  voice  service 
similar  to  INMARSAT’S  planned 
Standard-B  service. 

GMC’s  service  will  have  to 
share  scarce  space  in  the  L-band 
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tions.  The  sophisticated  vessel 
and  equipment  management  sys¬ 
tem  includes  maintenance  log¬ 
ging,  scheduling  and  all  aspects 
of  maintenance. 

“\essels  do  not  communicate 
directly  with  the  host,”  Petris 
notes.  “We  do  everything  in 
batch  mode.  Messages  are  held  on 
disk  and  then  sent  all  at  once.  We 
transmit  twice  a  day  on  a  regular 
basis.” 

Lykes’  larger  ships  are  being 
outfitted  with  personal  comput¬ 
ers  and  application  software  that 
transmit,  via  INMARSAT,  the  data 
used  to  supply  and  manage  the 
ships.  Daily  telex  transmissions 
report  the  position  and  condition 
of  the  ship  and  its  cargo. 

Six  to  eight  hours  before  the 
ships  reach  their  first  U.S.  port, 
they  send  a  large  data  transmis¬ 
sion  via  INMARSAT,  including 
payroll  information,  status  of  on¬ 
board  supplies  and  information 
required  by  port,  customs  and  im¬ 
migration  authorities.  This  is 
automatically  fed  into  a  data  di¬ 
rectory  to  be  accessed  and  pro¬ 
cessed  by  applications  running 
on  other  personal  computers 
connected  to  the  LAN  at  the  New 
Orleans  hub. 

A  vessel  can  call  into  the  hub 
and  get  information  on  the  stores 
it  will  receive  for  its  next  voyage. 
“We  are  ready  for  restocking 
within  a  half-hour,  whereas  it 
used  to  take  1  Vi  hours  just  to  go 
through  a  ship’s  requirements  by 
hand,”  says  Michael  DeMato, 
Lykes’  shipboard  computer  pro¬ 
grammer.  The  entire  restocking 
process  used  to  take  two  days. 

Several  providers  of  maritime 
MSSs  are  developing  equipment 
to  transmit  this  type  of  informa¬ 
tion  via  electronic  data  inter¬ 
change. 

Washington,  D.C. -based  Geos¬ 
tar  Corp.  has  been  working  on 
translating  data  transmitted  over 
its  system  into  EDI  transaction 
sets,  and  INMARSAT  has  demon¬ 
strated  that  a  ship  terminal  can 
transmit  data  via  satellite  using 
EDI  data  elements  developed  by 
the  International  Chamber  of 
Shipping  in  accordance  with  the 
International  Maritime  Organiza¬ 
tion’s  EDI  for  Maritime  manual. 


frequency  spectrum  with  the 
American  Mobile  Satellite  Corp. 
(AMSC)  of  Washington,  D.C, 
which  plans  to  orbit  three  L-band 
satellites  by  early  1994.  AMSC 
will  lease  transponders  to  firms 
that  want  to  provide  voice  ser¬ 
vices,  data  at  up  to  9-6K  bit/sec 
and  a  packet  network  service. 

AMSC  satellites  will  use  spot 
beams  to  cover  Canada  and  the 
U.S,  extending  up  to  200  miles 
into  coastal  waters  and  including 
Alaska  and  Hawaii,  as  well  as 
Puerto  Rico  and  the  Virgin  Is¬ 
lands. 

The  Telesat  option 

Telesat  Mobile,  Inc,  based  in 
Ottawa,  will  launch  a  satellite 
that  is  virtually  identical  to 
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continued  from  page  37 

I  cannot  believe  that  your 
readers  are  interested  in  the  in¬ 
ternal  organizational  structure  of 
ICA  or  the  fact  that  its  board  will 
be  doing  strategic  planning.  In 
fact,  I  cannot  see  why  a  “senior 
writer”  would  have  been  as¬ 
signed  to  conduct  this  interview. 

You  disappointed  this  reader 
—  and  probably  others.  We  have 
come  to  expect  much  more. 

Donald  Rounds 
President 

National  Consulting  Strategies 
Rockville,  Md. 


Telecom  licensing 

I’ve  been  receiving  scores  of 
calls  from  your  readers  concern¬ 
ing  the  excellent  article  by  Paul 
Kirvan,  “Beware  of  the  dangers 
of  engineering  without  a  license” 
(ATT,  July  9). 

The  National  Association  of 
Radio  and  Telecommunications 
Engineers,  Inc.  (NARTE)  has 
been  working  on  this  subject 
since  eight  years  ago,  when  we 
first  saw  it  was  going  to  be  one  of 
those  problems  that  developed  as 
the  result  of  deregulation. 

There  were  a  few  who  said  We 
were  acting  like  Chicken  Little, 
but  in  fact  our  predictions  have 
come  true.  It  is  rewarding  to  see 


AMSC’s  satellites  and  will  be  in¬ 
teroperable  with  the  AMSC  sys¬ 
tem.  AMSC’s  satellites  will  use 
powerfully  focused  spot  beams 
that  provide  more  capacity  and 
allow  for  smaller  terminals  than 
the  current  INMARSAT  system. 

Because  users  and  service  pro¬ 
viders  will  have  to  furnish  their 
own  earth  stations,  the  AMSC  sys¬ 
tem  will  allow  for  private  net¬ 
works,  a  feature  that  has  attract¬ 
ed  the  interest  of  organizations 
such  as  law  and  drug  enforce¬ 
ment  agencies,  according  to  an 
AMSC  spokesman. 

The  first  firm  to  announce 
MSS  on  AMSC’s  satellites  is  Rock¬ 
well  International  Corp.’s  Rock¬ 
well  Mobile  Communication  Sat¬ 
ellite  System.  Rockwell  says  it 
intends  to  sell  receivers  for 
$2,500  and  charge  a  flat  monthly 
fee  of  $50  to  $60  for  the  service. 

Before  launching  its  satellites, 
AMSC  says  it  plans  to  provide  an 
interim  two-way  data  service 
from  a  satellite  that  INMARSAT 
will  lease  to  AMSC  once  it  reposi¬ 
tions  it  over  the  U.S.  This  service 
will  be  similar  to  the  Geostar  and 
Qualcomm,  Inc.  services  that 
compete  with  INMARSAT’S  Stan¬ 
dards  service.  Data  rates  will  be 
300  bit/sec  from  mobile  units  to 
the  satellite  and  600  bit/sec  from 
the  satellite  to  mobile  units. 

As  these  new  satellite  services 
come  on-line,  they  will  help  ad¬ 
vance  the  concept  of  a  seamless 
network  capable  of  connecting 
resources,  including  maritime  us¬ 
ers,  regardless  of  their  location 
and  whether  they  are  fixed  or 
moving  targets.  □ 


that  others  outside  our  organiza¬ 
tion  are  beginning  to  agree  with 
us  that  the  states  shouldn’t  re¬ 
quire  licensure  of  both  engineers 
and  technicians  in  the  telecom¬ 
munications  field. 

NARTE  is  beginning  to  receive 
support  from  other  organiza¬ 
tions,  such  as  the  Building  Indus¬ 
try  Consulting  Service  Interna¬ 
tional  (BICSI)  and  the  Society  for 
Technical  Communication.  Our 
group  has  also  called  for  a  tele¬ 
communications  summit  to  be 
held  on  the  subject  of  licensing, 
with  the  goal  of  preempting  fed¬ 
eral  legislation. 

In  the  meantime,  readers 
should  follow  Kirvan’s  advice  and 
write  to  their  state  and  federal 
senators  and  representatives  ex¬ 
pressing  concern  at  state  efforts 
to  license  telecommunications 
personnel.  Two  key  people  to 
write  are  Rep.  Edward  Markey 
(D-Mass.)  and  Rep.  Matthew  Ri- 
naldo,  (R-N.J.),  who  have  called 
for  a  General  Accounting  Office 
investigation  into  efforts  at  li¬ 
censing  telecommunications  en¬ 
gineers  and  technicians. 

One  small  correction  to  Kir¬ 
van’s  article:  The  “T”  in  our 
name  stands  for  Telecommunica¬ 
tions,  not  “Television.” 

Ray  Thrower 
President 
NARTE 
Waco,  Texas 
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Keeping  the 
customer 
happy 

CONTINUED  FROM  PAGE  1 
as  anything  that  touches  the  cus¬ 
tomer  —  from  the  initial  expo¬ 
sure  to  the  carrier  through  order¬ 
ing,  provisioning  and  installation 
to  ongoing  customer  mainte¬ 
nance  and  billing.  The  goal  of 
customer  service  is  customer  sat¬ 
isfaction  —  the  crucial  ingredi¬ 
ent  to  the  success  of  any  product 
or  company. 

The  key  to  customer  satisfac¬ 
tion  is  to  provide  a  quality  prod¬ 
uct.  Each  of  the  long-distance  car¬ 
riers  has  its  own  method  of 
measuring  quality,  whether  de¬ 
fined  technically,  in  terms  of  er¬ 
ror  rates  per  second,  operation¬ 
ally,  in  terms  of  the  number  of 
complaints  received  per  month, 
or  financially,  in  terms  of  the 
number  of  billing  errors  per  100 
bills.  Customer  satisfaction  and 
level  of  quality  will  become  more 
important  as  other  product  selec¬ 
tion  factors,  such  as  price  and 
availability,  become  nonissues. 

Different  strokes 

AT&T,  MCI  and  US  Sprint  have 
taken  fundamentally  different 

Briere  is  president  of  Tele- 
Choice,  Inc.,  a  Manchester, 

Conn.,  telecommunications 
consultancy  specializing  in 
long-distance  service  analysis 
and  competitive  analysis.  He 
can  be  reached  at  (203)  645- 
0471. 


approaches  to  customer  service. 

AT&T,  for  instance,  tends  to 
follow  a  strategy  that  focuses  on 
product  lines  to  meet  customer 
needs.  Thus,  AT&T  has  customer 
service  centers  that  specialize 
in  Software-Defined  Network 
(SDN),  advanced  800  service  fea¬ 
tures,  Accunet  private  lines  and 
so  on. 

( continued  on  page  46 ) 

The  Big 
Three  long¬ 
distance 
companies 
are  beefing 
up  their 
customer 
service 
offerings  to 
attract  users 
and  outpace 
competitors. 
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Here’s  your  chance  to  ta 


With  our  new 

ACCUM  ASTER®  Services  Workstation, 
you  can  reconfigure  your  AIXT  800  Service, 
SDN  or  ACCUNET®  Digital  Services 
networks  without  any  help  from  us. 

If  you’re  an  AT&T customer,  you  could  be  in  a  position 
of  real  power:  sitting  in  front  of  the  new  ACCUMASTER  Services 
Workstation. 

The  ACCUMASTER  Services  Workstation  is  an  enhanced- 
graphics  terminal  with  so  much  capability  it  lets  you  recon¬ 


figure  your  AT&T  traffic  any  way  you  want,  to  reroute  around 
trouble  and  juggle  heavy  volume. 

Say  you  have  a  flood  of  800  calls  going  through  your 
Northeast  telemarketing  center  when  a  real  flood  causes 
your  PBX  to  go  down.  Just  by  clicking  your  mouse, you  can 
redirect  70%  of  the  endangered  calls  to  your  West  Coast 
center  and  the  remaining  30%  to  your  Midwest.  (Or  whatever 
split  you  decide  on.)  Without  any  help  from  us, you  just  saved 
your  company  valuable  800  calls  that  might  otherwise  have 
been  lost. 

Here’s  something  else  the  ACCUMASTER  Services 


ke  total  control  of  AT&T 


Workstation  can  save  you.  Money  By  letting  you  consolidate 
your  existing  and  future  services  into  a  single  workstation,  it 
cuts  down  on  the  equipment  you  need  to  run  your  network. 

So  if  youd  like  to  manage  your  network  more  effectively 
give  us  a  call.  By  letting  you  control  a  piece  of  our  business, 
we  can  probably  help  you  run  yours  better. 

Network  Control  Another  AI&T  advantage. 

For  more  information  on  the  ACCUM ASTER  Services 
Workstation,  call  your  AT&T  Account  Executive  or 

1 800  NET-MGMT. 


AT&T 


The  right  choice. 
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KEEPING  THE  CUSTOMER  HAPPY 


( continued  from  page  43 ) 

In  the  area  of  network  man¬ 
agement,  AT&T  provides  several 
options  for  a  customer  interface 
with  AT&T,  from  customer-gen¬ 
erated  on-line  access  to  letting 
AT&T  personnel  handle  the  en¬ 
tire  task. 

MCI  shares  many  of  the  same 
customer  service  approaches  as 
AT&T  but  is  more  likely  to  pro¬ 
vide  users  with  deeper  access  into 
the  MCI  system.  In  this  way,  users 
can  service  themselves  in  addi¬ 
tion  to  relying  on  the  support 


structures  within  MCI. 

US  Sprint  is  more  technology- 
oriented,  which  is  not  surprising 
given  its  focus  on  fiber-optic  tech¬ 
nology.  Thus,  US  Sprint  uses  the 
latest  technological  advances  to 
help  provide  its  version  of  cus¬ 
tomer  service. 

Different  paths,  different  im¬ 
plementations,  different  re¬ 
sources  for  users  —  each  has  its 
advantages  and  disadvantages. 
Users  need  to  determine  which 
approach  is  most  compatible  with 
their  organization. 

AT&T’s  approach 

After  divestiture,  AT&T  had  to 
make  some  quick  self-assess¬ 
ments  as  to  its  customer  service 
and  quality  capabilities.  “AT&T 
was  sometimes  inclined  to  think 
that  it  knew  what  the  customer 
wanted,”  explains  Joe  Crupi, 
AT&T  Network  Services  Division 
quality  director.  “The  focus  too 
long  was  on  trying  to  fix  things 
faster  rather  than  keeping  them 
from  failing  in  the  first  place.” 

One  common  complaint  AT&T 
users  had  was  that  the  nation’s 
largest  carrier,  which  had  operat¬ 
ed  as  a  monopoly  for  so  long,  did 
not  know  how  to  deal  with  cus¬ 
tomers. 

Competitors  capitalized  on 
this  weakness  by  making  it  part  of 
their  strategies  to  be  customer- 
responsive. 

Sheer  competitive  pressure 
forced  AT&T  to  change.  The  car¬ 
rier  is  now  setting  standards  that 
its  rivals  must  meet  to  be  compet¬ 
itive.  AT&T  is  the  acknowledged 
leader  in  concepts  such  as  short 
call  setup  t;me  and  error-free 
transmission  —  discrete  mea¬ 
surements  that  both  users  and 
carriers  use  to  compare  customer 
service  programs. 

Counting  by  numbers 

Another  major  impetus  for 
change  within  AT&T  was  the  re¬ 
organization  of  the  corporate 
structure  into  19  strategic  busi¬ 
ness  units  in  the  spring  of  1989- 
AT&T  gave  these  individual  busi¬ 
ness  units  more  operating  re¬ 


sponsibility  and  more  decision¬ 
making  authority.  This  move 
caused  AT&T  to  focus  on  meeting 
user  needs  as  defined  by  those 
business  units. 

Historically,  AT&T  has  taken  a 
quantitative  approach  to  measur¬ 
ing  customer  satisfaction  and 
quality.  The  carrier  uses  many  in¬ 
ternal  measurements  by  which 
product  ordering,  provisioning, 
delivery  and  maintenance  are 
gauged. 

Look  at  Accunet  private-line 
services,  for  instance.  AT&T  has 


long  had  a  series  of  recognized 
measures  of  Accunet  perfor¬ 
mance,  such  as  error-free  sec¬ 
onds,  circuit  failure  frequency 
and  mean  time  to  repair.  AT&T 
tracks  these  measures  to  assess 
quality  for  each  service  line. 

To  define  customer  expecta¬ 
tions,  AT&T’s  first  step  is  to  iso¬ 
late  a  product’s  pattern  of  use,  or 
how  customers  are  using  the 
product. 

Defining  a  product’s  pattern 
of  use  is  largely  the  responsibility 
of  AT&T’s  product  managers, 
who  research  user  requirements 
and  define  the  appropriate  pat- 
tern-of-use  indicators,  called 
direct  measures  of  quality 
(DMOQ).  A  DMOQ  can  be  defined 
as  the  frequency  with  which  a  cir¬ 
cuit  fails,  or  the  length  of  time  it 
takes  to  get  a  switched  access  lo¬ 
cation  installed  on  an  SDN. 

Consolidating  expertise 

AT&T  is  in  the  process  of  con¬ 
solidating  its  Accunet  T1.5  main¬ 
tenance  and  repair  work  current¬ 


ly  performed  in  more  than  60 
customer  service  centers  around 
the  nation  into  its  centers  in  At¬ 
lanta  and  Walnut  Creek,  Calif. 
The  logic  behind  this  move  is  in¬ 
dicative  of  AT&T’s  overall  ap¬ 
proach  to  customer  service. 

By  concentrating  all  technical 
support  for  a  specific  product 
within  a  few  centers,  AT&T  hopes 
to  create  a  greater  level  of  techni¬ 
cal  expertise  in  one  place.  “We 
can  go  deeper  into  the  individual 
skill  sets  to  reduce  defects  and  get 
problems  solved  faster  for  cus¬ 
tomers,”  says  John  Petrillo, 
AT&T  vice-president  of  net  ser¬ 
vices  development  and  delivery. 


AT&T’s  customer  service  ef¬ 
forts  center  around  being  more 
focused  toward  the  specific  cus¬ 
tomer  problem.  AT&T  has  discov¬ 
ered  that  as  products  become 
more  sophisticated,  customers 
need  greater  access  to  individual 
service  experts. 

To  address  this  need,  AT&T  is 
reorganizing  its  product  support 
into  service-specific  centers 
manned  by  specialists  on  each  as¬ 
pect  of  the  problem.  These  tech¬ 
nicians  have  the  tools  and  sys¬ 
tems  at  their  disposal  to  handle 
any  situation. 

For  instance,  AT&T  has  the 
SDN  Control  Center  in  Atlanta  to 
handle  SDN  users;  for  sophisti¬ 
cated  800  customers,  it  has  the 
Advanced  Feature  Service  Center 
in  St.  Louis;  and  for  WATS  and 
800  service  users,  it  has  the  Long 
Distance  Repair  Service  Center  in 
Jacksonville,  Fla. 

“If  the  service  fails,  users  want 
to  get  to  the  person  who  can  get  it 
fixed  quickly,”  says  Ken  Sichau, 
director  of  product  marketing  for 
AT&T’s  Business  Communica¬ 
tions  Services  business  unit. 

By  providing  different  points 
of  contact  within  the  company  for 
each  product,  AT&T  is  bypassing 
the  “single  point  of  contact”  phi¬ 
losophy  that  some  of  its  competi¬ 
tors  use. 

“Given  the  breadth  and  depth 
of  our  product  line,  a  generic  sin¬ 
gle  point  of  contact  cannot  meet 
our  customer  requirements  for 
quick  response  on  critical  tele¬ 
communications  problems,”  Si¬ 
chau  says.  “With  AT&T,  the  cus¬ 
tomer  gets  a  single  point  of 
contact,  but  on  a  product-specific 
basis.  This  minimizes  the  ‘I’ll  get 
back  to  you’  syndrome.” 

The  consolidation  that  hit  the 
Accunet  service  centers  is  spread¬ 
ing  to  the  other  service  centers  as 
well.  Megacom/Megacom  800 
has  gone  from  having  more  than 
60  sites  to  just  four;  the 
WATS/800  maintenance  and  re¬ 
pair  facilities  are  being  consoli¬ 


dated  now  and  will  probably 
shrink  from  more  than  30  sites  to 
just  four  in  the  fall;  Accunet  Spec¬ 
trum  of  Digital  Services  centers  is 
also  expected  to  drop  from  more 
than  60  sites  to  28.  Service-spe¬ 
cific  centers  for  Switched  Digital 
Service  and  Dataphone  Digital 
Service  will  remain  as  is. 

Within  each  of  these  consoli¬ 
dated  centers,  different  groups 
are  organized  around  the  low-, 
medium-  and  high-end  market 
segments  of  each  product. 

A  big  factor  that  makes  such 
consolidation  possible  is  the 
higher  level  of  supporting  tech¬ 
nology.  With  remote  sensing  de¬ 


vices  and  sophisticated  network 
signaling,  the  technical  support 
staff  does  not  have  to  be  located 
down  the  street  from  customers. 

Lessons  learned 

The  massive  networkwide  fail¬ 
ure  that  disrupted  service  for 
nine  hours  in  January  reinforced 
the  importance  of  having  a  top- 
notch  customer  service  program. 

“[The  network  failure]  creat¬ 
ed  an  urgent  need  to  meet  with 
customers,  to  understand  what 
happened  to  them  and  AT&T,  and 
to  determine  how  to  [stop]  it 
from  happening  again,”  says 
AT&T’s  Crupi.  “We  had  an  oppor¬ 
tunity  to  come  out  of  the  situation 
in  a  more  positive  stature  than  if 
we  had  never  had  a  failure.” 

But  what  also  happened  was  a 
fundamental  change  in  how  to 
deal  with  customer  expectations 
about  network  failures.  AT&T  has 
refocused  on  continuity  of  ser¬ 
vice,  as  well  as  defect-free  ser¬ 
vice.  “The  goal  now  is  to  prevent 
failures  from  affecting  the  cus¬ 
tomer,  and  if  it  affects  the  cus¬ 
tomer,  then  fix  it  fast,”  Crupi 
says. 


An  example  of  AT&T’s  at¬ 
tempts  to  keep  problems  from  af¬ 
fecting  the  customer  was  the  in¬ 
stallation  of  a  separate  signaling 
network  for  800  services.  The 
system,  called  the  Alternate  Sig¬ 
naling  Transfer  Network,  can 
take  over  for  the  primary  800  ser¬ 
vices  signaling  network  in  a  mat¬ 
ter  of  seconds,  leaving  calling 
traffic  virtually  uninterrupted. 

In  addition,  AT&T  has  started 
instituting  various  service  guar¬ 
antees  to  emphasize  reliability. 
The  800  Service  Assurance  plan, 
for  instance,  guarantees  that 
AT&T  will  have  a  customer  at 
least  temporarily  restored  within 
one  hour  of  a  disruption  of  800 
service. 

The  customer  can  choose  to 
have  calls  routed  to  a  temporary 
business  line-terminated  800 
Readyline  number,  to  a  custom¬ 
ized  announcement  or  to  another 
AT&T-served  800  location.  All 
rerouting  is  free  of  charge. 

MCI’s  customer  service 

Like  AT&T,  MCI  views  custom¬ 
er  service  as  a  means  to  differen¬ 
tiate  itself  from  competitors  in 
this  rapidly  maturing  market¬ 
place.  MCI  also  ties  overall  prod¬ 
uct  quality  with  customer  service. 

MCI  operates  seven  customer 
service  centers  augmented  now 
by  the  recently  acquired  Tele- 
com*USA,  Inc.’s  Cedar  Rapids, 
Iowa,  and  Greeneville,  Tenn.,  lo¬ 
cations.  These  centers  handle  in¬ 
quiries  from  residential  as  well  as 


small  and  midsize  commercial 
customers.  Large  customers  are 
handled  out  of  three  network 
management  control  centers. 

Unlike  AT&T,  MCI  has  split 
customer  service  along  business 
lines  according  to  market  seg¬ 
ments  —  consumers  (less  than 
$500  per  month);  general  busi¬ 
nesses  ($500  to  $50,000  per 
month);  and  large  accounts 
(greater  than  $50,000  per 
month).  MCI  took  this  approach 
due  to  the  fact  that  each  market 
segment  has  different  needs. 

Consumers  are  dealt  with 
through  a  variety  of  channels  and 
are  supported  through  a  single 
800  number  for  customer  ser¬ 
vice.  MCI’s  sales  offices  provide 
support  to  the  general  business 
group,  which  is  divided  into  three 
subgroups:  silver,  gold  and  plati¬ 
num. 

These  are  distinguished  from 
one  another  by  the  degree  of  sup¬ 
port  and  proactive  maintenance 
required  for  the  account. 

The  largest  accounts  in  the 
general  business  group  fall  within 
the  platinum  group,  where  the 
differences  between  the  sales  and 


customer  service  functions  be¬ 
come  less  distinct. 

MCI’s  proactive  role 

Proactive  customer  service  is  a 
major  element  of  MCI’s  customer 
service  strategy.  As  the  customer 
increases  in  size,  MCI  perceives  a 
greater  need  for  proactive  sup¬ 
port. 

MCI  does  not  limit  the  concept 
of  proactive  support  to  network 
problems.  “For  MCI,  proactivity 
means  trying  to  maximize  cus¬ 
tomer  savings.  If  billing  changes 
because  of  changes  to  the  user, 
MCI  will  proactively  upgrade  or 
downgrade  the  customer  to  the 
most  cost-efficient  service,”  ex¬ 
plains  Sally  McMahon,  MCI’s  vice- 
president  of  customer  service. 

In  1989,  MCI  reexamined  its 
approach  to  customer  service. 
The  carrier  refocused  on  three 
basic  concepts  that  it  feels  sum¬ 
marize  the  most  important  facets 
of  its  program  —  responsive¬ 
ness,  reliability  and  accuracy. 
MCI  has  redesigned  some  of  its 
employee  training  programs  to 
emphasize  these  three  tenets. 

Like  AT&T,  MCI  places  a  great 
deal  of  responsibility  in  each  em¬ 
ployee’s  hands.  Whereas  AT&T 
stresses  specialization  of  custom¬ 
er  support  representatives,  MCI 
stresses  what  it  calls  “empower¬ 
ment,”  that  is,  giving  customer 
service  representatives  more  au¬ 
thority  and  ability  to  handle  a 
problem  themselves. 

“For  MCI,  quality  is  actually 


Sprint  is  technology-oriented,  which  is 
not  surprising  given  its  focus  on  fiber  optics. 
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0„  complaint  AT&T  users  had  was  that 
it  did  not  know  how  to  deal  with  customers. 
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carried  out  by  the  people  doing  the  work, 
so  it’s  important  to  give  them  the  proper 
tools  to  start  with,”  says  George  Roll,  MCI 
vice-president  of  quality. 

Through  technological  advancement, 
such  as  automation,  MCI  is  enabling  cus¬ 
tomer  service  representatives  to  go  deeper 
into  the  MCI  “system”  than  before.  For  ex¬ 
ample,  billing  agents  can  go  on-line  and 
generate  new  invoices  for  customers  who 
have  lost  their  original  or  need  a  duplicate. 

“We  want  to  be  able  to  leave  the  cus¬ 
tomer  with  the  impression  that  the  prob¬ 
lem  is  fixed,  not  handed  off  to  someone 
else  to  followup,”  McMahon  says.  This  in¬ 
tegration  is  particularly  true  with  the  larg¬ 
er  accounts.  Many  of  MCI’s  largest  user  or¬ 
ganizations  have  one  dedicated  employee, 
often  working  on-site  with  the  customer. 

MCI  is  also  looking  at  installing  other 
new  technologies  to  smooth  the  customer 
support  process.  For  example,  greater  data 
base  management  programming  has  been 
installed  throughout  the  general  business 
service  centers  to  analyze  customer  calling 
patterns  better.  MCI  is  also  looking  into 
optical  disk  technology  for  storage  of  cus¬ 
tomer  calling  information. 

In  addition,  MCI  is  seeking  to  differenti¬ 
ate  itself  from  the  competition  by  provid¬ 
ing  greater  service  benefits  for  customers. 
In  October,  MCI  plans  to  announce  a 
sweeping  program  of  value-added  benefits 
for  all  MCI  services.  According  to  the  carri¬ 
er,  these  benefits  will  increase  the  overall 
quality  level  of  its  products. 

Generally,  MCI’s  approach  to  customer 
service  rides  more  on  the  concept  of  pro¬ 
viding  each  of  its  service  representatives 
with  greater  capabilities  to  solve  customer 
problems. 

“We  acknowledge  that  there  are  going 
to  be  customer  problems;  our  goal  is  to  ac¬ 
knowledge  the  problem,  fix  it  and  win  back 
customer  confidence,”  McMahon  notes. 

US  Sprint’s  approach 

While  AT&T’s  and  MCI’s  customer  ser¬ 
vice  approaches  are  people-oriented,  US 
Sprint  takes  advantage  of  technology  to 
help  differentiate  itself  from  the  competi¬ 
tion.  To  an  extent,  technology  has  driven 
the  long-distance  business  for  years. 

The  availability  of  certain  features  and 
launching  of  products  often  represented 
the  existing  network’s  capabilities,  not 
necessarily  customers’  requirements. 

Now  the  situation  has  reversed  itself. 
With  an  embedded  base  of  advanced  tech¬ 
nology  in  place,  it  is  more  a  matter  of 
molding  and  repackaging  the  technology 
to  meet  customer  needs  better. 

Like  AT&T  and  MCI,  US  Sprint  defines 
customer  service  as  everything  that  touch¬ 
es  a  customer  —  billing,  network  quality, 
customer  service  and  account  mainte¬ 
nance.  “For  us,  the  bottom  line  is  we  need 
to  provide  high-quality  service  for  every¬ 
thing  that  affects  the  customer,”  says  Faer¬ 
ie  Kizzire,  vice-president  of  customer  ser¬ 
vice  for  US  Sprint. 

In  mid-August,  US  Sprint  embarked  on  a 
companywide  reorganization  of  its  sales 
and  customer  service  divisions.  The  Na¬ 
tional  Markets  organization  was  reduced 
from  five  major  customer  marketing  and 
service  groups  to  two  —  the  Business  Mar¬ 
ket  Group  (BMG),  supporting  customers 
with  long-distance  usage  greater  than 
$100,000  a  year;  and  the  Consumer  Ser¬ 
vices  Group  (CSG),  supporting  residential 
and  business  customers  spending  less  than 
$100,000  annually. 

CSG  is  stratified  into  four  levels:  resi¬ 
dential  (primarily  local  exchange  carrier 
billing  customers),  residential/small  busi¬ 


ness  (less  than  $500  per  month),  premier 
business  customers  ($500  to  $5,000  per 
month)  and  large  business  ($5,000  to 
$10,000  per  month). 


The  BMG  market  will  rely  on  a  large 
field  service  presence  to  assist  customers, 
with  customers  that  spend  $30,000  or 


more  having  dedicated  field  representa¬ 
tives  acting  as  their  major  point  of  contact 
with  US  Sprint. 

Within  CSG,  the  four  different  stratifi¬ 


cations  vary  largely  by  the  degree  of  proac¬ 
tivity  with  which  US  Sprint  will  contact  the 
customer.  The  larger  CSG  customers  will 


be  contacted  by  US  Sprint  on  a  monthly  ba¬ 
sis  to  ensure  that  they  are  receiving  maxi¬ 
mum  value  from  US  Sprint  service. 

Like  its  competitors,  US  Sprint  values 
proactivity.  “It  is  our  responsibility  to  find 
opportunities  for  our  customers  to  benefit 
from  choosing  Sprint,”  Kizzire  says. 

US  Sprint’s  technology 

US  Sprint  uses  several  leading-edge 
technologies  —  such  as  automated  atten¬ 
dants,  voice  response  and  document  imag¬ 
ing  —  to  help  make  the  interface  with  the 
customer  a  faster,  more  efficient  experi¬ 
ence  for  all  involved. 

“We  used  to  think  that  the  customer  al¬ 
ways  needed  to  talk  with  a  live  human  be¬ 
ing,”  Kizzire  says.  “However,  as  people 
( continued  on  page  60 ) 


l  hat’s  what  DEXPO  West  is  all  about.  Meeting  people.  Sharing 
information.  Finding  solutions. 

Like  how  to  consolidate  and  manage  your  networked  VAX 
systems.  How  best  to  distribute  information  across  your 
multiple  VAX  sites.  What  applications  to  integrate.  What  terminal 
servers  to  select.  What  backup  systems  to  use. 

DEXPO  West  is  the  largest  DEC  computing  and  connectivity 
show  in  the  world,  with  over  300  exhibitors  and  more  than  15,000 
products  and  services.  Like  spreadsheets  and  disk  drives.  Local  area 
networks  and  monitors.  Emulation  and  windows. 

Connect  with  representatives  from  the  most  important 
computer  companies  in  the  market  today.  Let  them  share  with  you  the 
options  of  multi-vendor  integration,  software  compatibility  and  freedom 
of  choice. 

Call  today  to  register  toll  free  at  800-87-DEXPO.  DECUS 
symposium  attendees  are  always  admitted  FREE  but  require  separate 
registration. 


DEXPO 


WEST  90 

The  World’s  largest  DEC  Computing  and  Connectivity  Exposition 

December  11—13, 1990 

Mirage  Hotel,  Las  Vegas  Convention  Center,  Las  Vegas,  Nevada 

All  Attendees  Are  Eligible  To  Win  A  Free  Trip  To  Australia 

VAX  and  DEC  are  registered  trademarks  of  Digital  Equipment  Corporation 
DEXPO  West  is  owned  and  produced  by  Miller  Freeman  Expositions,  1050  Commonwealth  Avenue,  Boston,  MA  0221 5-1135 
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want  to  leave  the  customer  with  the 
impression  that  the  problem  is  fixed,  not  handed  off.” 
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DIAL-UP  MANAGEMENT 


ACCESS  SERVER 


life 


Realize  the  benefits  of 
real  time  network  management 
with  the  dimcu-16,  developed  for  the  ■ 

51^  network  (S^modei^  { 

firmware  provides  monitoring,  failed  unit  swap-out, 
auto  busy  out,  failure  reporting,  ami  daily  \ 
reports;  ail  with  low  cost  and  easy 
Also  ideal  for  distributed  networks. 
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OoeForstmannCt. 
Clifton,  NJ  07011 
201/772-0997 
800/359*8561 
Fax  201/772-0747 


See  us  at  TCA,  Booth  305 

Circle  Reader  Service  No.  25 


CABINETS 


BACKUP  SWITCHING 


■ 


CABINETS 

Price  starts 
from  $695.00. 
Immediate  delivery! 
All  sizes  and  colors! 

New  LAN  Server 
Cabinet  Available. 

=IATe.T  Paradyne 

Authorized  Distributor 

4040  Nine/McFarland  Road,  Suite  800  •  Alpharetta,  Georgia  30201 
(404)  664-3510  •  (404)  664-3610  (FAX)  •  (800)  726-0278 


CODARAM 

Corporation 


Circle  Reader  Service  No.  1 2 


DATA  CIRCUIT  SWITCHING 

AUTOMATIC  AND  REMOTE  CONTROL  SYSTEMS  FOR 
COMMUNICATION  LINES  AND  EQUIPMENT 


CIRCUITS 

TYPES 

VF 

T-1 

T-3 

V.35 

NEW  SWITCHING 
SOLUTIONS  CATALOG 

A/B 

NOW  AVAILABLE 

ABC... 
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RJ11 
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RJ45 

100s  OF  APPLICATIONS, 
PRODUCTS  AND  IDEAS 

X-OVER 

DB-15 

RS-232 

RS-449 

POWER 

CALL  OR  FAX  YOUR 

SPARING 
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DIAL  LINES 

REQUIREMENT  TODAY 
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Circle  Reader  Service  No.  1 

170  COOLIDGE  AVENUE 
ENGLEWOOD,  NJ  07631 


PHONE:  (201)  569-6464 
FAX:  (201)  894-0939 


Freedom  of  Choice... 
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A  New  Family  of 
Terminal  Servers 
from  GandalfU 

Gandalf’s  new  Access 
Server  family  of  terminal 
servers  offers  unparalleled 
flexibility  by  providing  connectivity  in 
multi-protocol  environments. 


LAT™  Terminal  Server 

•  Local  and  remote  terminal  access  to  DEC 
Ethernet-based  resources;  LAT  licensed 
software 

•  Simultaneous  TCP/IP,  X.25  or  non-Ethernet 
host  access  available 


TCP/IP  Terminal  Server 

Access  TCP/IP  hosts  over  an  Ethernet  network 
Utilize  as  an  X.25/TCP/IP  gateway 

Wide  Area  Terminal  Server 

•  Functions  as  a  large  statistical  switching 
multiplexer  or  X.25  PAD 

•  Connects  remote  users  via  statistical 
multiplexing  or  X.25  to  TCP/IP  or  LAT 

For  more  information,  call  1  -800-GANDALF  ext.  200 
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NETWORK  MANAGEMENT 


ow  you  can  manage 


of  everything  on  it. 


Consolidation 
of  Equipment 


Centralization 
of  Alarms 


FECOS  is  a  network  management 
workstation,  which  provides  information 
collection,  monitoring,  and  control.  FECOS 
permits  the  consolidation  of  eight 
communication  applications  into  one 
platform,  via  a  multi-tasking,  windowing 
environment  running  on  a  80386  DOS-based 
platform.  VAR  Inquiries  Welcome 

FECOS  is  a  trademark  of  Frederick  Engineering,  Inc. 


FREDERICK  ENGINEERING.  INC. 

10200  Old  Columbia  Road,  Columbia,  Maryland  21046 
■telephone:  (301)  290-9000;  telex:  898150;  Fax:  (301)  381-7180 
Bulletin  Board:  (301)  290-6944.  1200  baud, 

ASCII.  8  bits,  no  parity,  one  stop  bit 

“Visit  us  at  TCA,  Booth  #1712“ 
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Upgrading  to  ESF 
on  your 
T-1  circuits? 

-rKjJ"hj-ru 
We'il  give  you 
$500 

for  your  old  CSUs 


If  you  upgrade  your  existing  CSUs  to  Verilink  Intelligent  ESF  CSUs  by  December  31,  1990, 
your  existing  CSUs,  regardless  of  manufacturer,  are  worth  up  to  $500  credit  against  your 
purchase.  Call  now  for  more  information  and  take  advantage  of  the  network  management 
benefits  of  ESF  today.  When  you  call,  we'll  send  you  “The  Book  on  ESF"  as  a  free  gift. 


1-800-669-4278 

Verilink  * 
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The  Helfrich  Company  19782  MacArthur  Boulevard  Suite  310,  Irvine,  California  92715 


NETWORK  REFERENCE  SERVICE 


A-mazed? 


We  can  show  you  the  way 


We  offer  the  first  practical,  logically  organized  and  easy-to-use  computer- 
connectivity  guides,  featuring  detailed  profiles  of  hundreds  of  connection 
scenarios,  and  the  hardware  and  software  products  needed  for  each. 

PCs  and  Macs  on  the  same  LAN?  To  a  packet  network?  To  an  AS/400? 
Mier’S  Connectionsm  guides  show  you  how  it  can  be  done,  what’s  needed, 
and  where  to  go  for  the  right  components.  Looking  for  a  LAN  server  that 
handles  Netbios  and  TCP/IP?  Need  to  move  Lotus  or  document  files 
between  PCs  and  Macs?  Why  hire  a  consultant  to  study  the  problem? 

Let  us  show  you  your  options.  Our  guides  feature: 


•  Three  services  to  suit  your  needs:  tor  PC, 
Mac  and/or  PS/2  connections  &  integration 

•  Each  single-binder  loose-leaf  reference 
service  is  jam-packed  with  condensed, 
yet  logically  organized,  technical  data 

•  Four  quarterly  updates  with  each  subscrip¬ 
tion,  keeping  you  current  on  the  latest 
connectivity  products,  capabilities  &  trends 

So  if  you’re  tired  of  wading  through 
vendors’  product  literature,  or  other 
outdated,  unorganized  and  cryptic 
references,  save  your  time,  money, 
and  sanity  —  get  it  together,  call  us. 

Communications  inc. 


•  A  unique,  copyrighted  format  that 
enables  quick-reference  access; 
saves  you  time  —  doesn’t  waste  it 

•Valuable  technology  overviews  for 
each  connectivity  environment  (Macs 
to  PCs,  PCs  to  LANs,  to  Hosts,  etc.) 

•  Simple  graphic  diagrams,  plain-English 
explanations,  enhance  ease  of  use 


99  Hightstown  Rd. 
Princeton  Jet.,  NJ  08550 
609-275-7311 
FAX  609-275-8813 
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DATACOMM  MATRIX  SWITCH 


BLOCKED  BY  OLDER 

MATRIX  SWITCH  TECHNOLOGY? 

Discover  the  NEW  DIMENSIONS  in  Network  Management  Technology 
With  the  MTRX  Family  of  TANDEM  Electronic  Matrix  Switches 


MTRX-500  512  Ports 

MTRX-4000  4096  Ports 

MTRX-8000  8192  Ports 

BENEFITS 

MTRX 

OTHERS 

‘Largest  Non-Blocked  Port  Capacity...8192  PORTS 

YES 

NO 

*Up  To  98%  Data  Cable  Reduction  DTE  to  DCE 

YES 

NO 

*4000  FT  DTE  TO  DCE  With  Twisted  Pair  Cable 

YES 

NO 

•LAN  Based  PC  Control  -  Ethernet  Or  Token-Ring 

YES 

NO 

•Multi-tasking  (VM-386)  Universal  Workstation 

YES 

NO 

•Integral  BERG/BERT  and  SAM.  Test  Functions 

YES 

NO 

•Non-Proprietary  Database,  dBASE  III  PLUS/TV 

YES 

NO 

•Supports  Data  Rates  To  2.048MBPS 

YES 

SOME 

Over  30,000  Ports  Installed  At  RBOCs  and  Fortune  1000  Companies 


Datacomm 
Management 
Sciences  lnc. 


"The  Responsive  Ones"  25  Van  Zant  Street 

Circle  Reader  Service  No.  14  ^ast  Norwalk,  CT  06855 

TEL:  (203)  838-7183 

dBASE  III  PLUS/IV  are  trademarks  of  Ashton-Tate  Corporation 
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,  SEPTEMBER 


PREMISE  DISTRIBUTION  TRAINING 


Learn  to  predict  the  future. 

Amaze  your  bosses.  Outwit  competitors.  Control  your  fortunes.  Get 
hands-on  experience  shaping  your  future— with  the  world’s  finest  cabling 
scheme. 

Enroll  in  AT&T SYSTIMAX ™  PDS  Training  Seminars. 

Four-day  class  sessions  are  slated  to  run  August  20-23,  and  October  22-25, 
1990.  Topics  covered  will  include  multivendor  integration,  architectural 
design,  fiber  vs.  unshielded  twisted-pair  media  selection,  administration 
and  installation  hints,  RFP  design,  and  future  growth  and  flexibility.  To 
register,  or  for  more  information,  call  1 800  554-6400.  Ask  for  Course  #28F. 

^  AT&T 

— s — The  right  choice. 

Circle  Reader  Service  No.  2 


Send  For  Free  Info 

NW  Sept  90 

For  more  information  on  any  of  the  products  and  services  advertised 
in  NetworkWorld’s  ActionCenter,  circle  the  Reader  Service  Numbers 
on  this  coupon  which  correspond  to  the  advertisement  of  interest  to 
you. 

Complete  the  coupon  information  and  mail  to: 

NetworkWorld 

P.O.  Box  5090,  Pittsfield,  MA  01203 


Expires  12/31/90 

Name _  1  23456789 

Ti,le  -  10  11  12  13  14  15  16  17 

Company - 18  19  20  21  22  23  24  25 

Phone  (  )  __ _ 

street  ____ _  26  27  28  29  30  31  32  33 

City _  34  35  36  37  38  39  40  41 

State _ Zip _  42  43  44  45  46  47  48  49 

NW  Sept  90  50  51  52  53  54  55  56  57 


DS/1  TESTING 


Get  Dual-Line  T1/DS1  Monitoring 
and  Signaling  Analysis 


I  D 


The  Model  5110 

•  Dual  Line  Performance  Monitoring 

•  Signaling  Bit  and  Traffic  Displays 

•  Controlled  Slip  Estimation 

•  Channel  Access  Features 

•  Wink  Measurement 

•  Dialed  Digit  Display 

10  Lyberty  Way 
Westford,  MA  01886 
(508)  692-5100  •  1-800-828-8766 
Fax  (508)  692-1938  •  Telex  750245 

Stau-tron 


The 

Quality 

Tester 

■Hi 


Circle  Reader  Service  No.  1 5 


ETHERNET  NETWORK  MONITORING  SYSTEM 


The  Network  Professor 


•  Multi-Segment  Ethernet/IEEE  LAN  Management  System. 

•  Global  Network  Monitoring  and  Management  from  ANY  Location. 

•  Monitors  ALL  LAN  traffic  conditions  on  every  segment,  for  all 
Stations/Nodes  and  Protocols,  simultaneously. 

•  Alarming  for  user  defined  thresholds  and  detection  of  error  conditions, 
resulting  in  decreased  downtime  costs. 

•  X-Motif  or  ANSI  user  interface  provides  access  to  current  and 
historical  network  statistics  via  a  Relational  Database. 

•  Complies  with  ISO  Standards  for  Enterprise/Network  Management. 

•  Industry  proven  since  1 989.  (CALL  NOW  for  Fortune  500  references.) 

“. .  .only  fully  functional  LAN  Management  System. 

Bill  Hancock,  ERI  Training. 

For  Literature  and  your  FREE  Evaluation  Package 

CALL  (213)  379-2505 

See  us  at  INTEROP  ’90  Booth  2034 

Circle  Reader  Service  No.  3 


FREE  CATALOG 


FREE  CATALOG 


3R 

DU 

p 

Ull  1 

L/V/ 

Manufacturers  of: 

Data  Communications  Products 
LAN  *  WAN 


RAD  Data  Communications,  Inc. 


151  W.  Passaic  St. 
Rochelle  Park,  NJ  07662 
TEL:  (201)587-8822 
FAX:  (201)  587-8847 


7711  Center  Ave.,  Ste  600 
Huntington  Beach,  CA  92647 
TEL:  (800)  969-4RAD 
FAX:  (714)  891-1964 


Circle  Reader  Service  No.  16  See  us  at  T.C.A.  Booth  1311 
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Gandalf 
Introduces  the 
LH19K  Modem! 


At  any  distance,  the  LH19K  Modem  offers  exceptional  features  and  fast 
transmission  (19.2  Kbps)  backed  by  proven  technology  from  Gandalf,  a  market  leader 
in  data  communications  products  and  information  systems. 

The  LH19K  will  reduce  your  costs  by  decreasing  the  number  of  leased  lines  and  the 
amount  of  transmission  equipment  needed  by  providing  dual  channel  capability  . 
Asynchronous  and  synchronous  operation  and  controlled  carrier  support  operation  are 
also  included  in  the  many  features  of  the  LH19K  Modem-  the  best  value  available  in 
the  market! 

Gandalfs  responsive  customer  service  and  technical  support  provide  additional  value 
to  our  products  and  are  committed  to  your  network  running  with  maximum  efficiency. 
The  LH19K  Modem  and  Gandalf  Data  Inc. —  the  top  end  for  your  bottom  line. 

For  more  information  or  to  have  a  salesperson 

contact  you,  call  1  -800-GANDALF.  “  Mrta“ 


S  :i  !§s  i  i  H 


MODEM 


LAN  AND  WAN  CONNECTIVITY 


LAN/FAX  GATEWAY  SERVER 


NETVIEW-NET/MASTER  NETWORK  MANAGEMENT 


NETWORK  CABLE 


MATRIX  SWITCH 


,  SEPTEMBER 


wmm: 


m 


■  '  •' 
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Get  Next  to  NEK. 


And  you  can,  by  calling  Wise  Components  the  next  thing  you  do. 
We  have  many  kinds  and  sizes  of  NEK  cable  on  hand... fiber 
optic,  LAN,  coaxial,  data,  plenum  and  fire  alarm. 

It’s  all  top  quality,  and  inspected  and  tested  over  and  over  to 
ensure  that  you  end  up  with  the  very  best. 

All  of  NEK’s  cables  are  IBM/ETL-approved.  They  not  only  meet 
UL  and  CSA  requirements,  but  also  comply  with  the  National  Electri¬ 
cal  Code. 

Should  you  have  a  special  application,  just  let  us  know.  We  can 
take  care  of  that  too.  It’s  part  of  Wise’s  superior  service. 

Don’t  you  think  it’s  time  to  get  NEK  in  NEK  with  us? 


JlL 

WISE  COMPONENTS.  INC 


8005434333 


28  Henry  Street 
Greenwich,  Conn.  06830 

In  Conn.  800  852  8557 


Fax:  203  531  4859 
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CAN  LAN  USERS  FAX 
FROM  WORKSTATIONS? 


Yes,  introducing  Imavox’s  TurboFax-Net,  our  gateway  server!  Any¬ 
one  on  the  network  can  send  or  receive  faxes  from  their  workstation. 
File  transfer  any  text  or  graphics  file  at  9600  bps.  Use  your  fax  ma¬ 
chine  as  a  scanner.  Postscript  compatible.  Supports  various  print¬ 
ers,  scanners  and  fax  machines.  Short  learning  curve  means  in¬ 
creased  productivity.  Easy  to  use  and  install. 


TURBOFAX-NET 
LIST  PRICE:  $995 
Credit  Cards  accepted 


Also,  for  stand  alone  systems 


IMAVOX  CORPORATION 
3350  Scott  Blvd., 
Building  38-02 
Santa  Clara,  CA  95054 
800-969-4628 
FAX:  408-980-8718 


Circle  Reader  Service  No.  4 


NetView  Goes  to  NEW  Places 

Introducing  the  first ... 


Some  things  are  classics  in  their  time.  Like  our  unique 
family  of  Spectron  Universal  Digital  Switching  and  Patching 
products.  Modular  design  pemits  incremental  growth  and 
application  flexibility  (modules  can  be  intermingled  econom¬ 
ically  in  a  common  chassis  to  conserve  valuable  equipment 
space).  And  our  patented  Spectron  technology  assures  years 
of  reliable  operation.  Available  in  assorted  interfaces, 
Spectron  Switching  and  Patching  units  are  protocol  and 
speed  independent. 

Spectron.  Original,  and  Still  the  Best. 


IP 

|  (CORPORATION 

A  UIMfT  OF 


ELENEX  13000  MIDLANTIC  DRIVE  •  MOUNT  LAUREL,  NJ  08054 

(609)  234-7900  •  FAX  (609)  778-8700 


Circle  Reader  Service  No.  7 


TURBOFAX  LIST  PRICE:  $395 


THE  MOST  COMPLETE  T-1  ACCESS 
SOLUTION  FOR  AT  WORKSTATIONS 


ror  Your  Bottom  Line 

h  ■  “  a  "mam 


DA-2000  NetView  LPD A  compatible  DSU /CSU  with  an  integrated  V.32  dial 
back-up  modem.  The  DSU/CSU  supports  DDS  speeds  from  2.4 
to  56  Kbps  with  the  V.32  modem  offermg  host  controlled  single  call 
dial  back-up  at  9.6  Kbps. 


DA-3000  NetView  LPDA  compatible  V.32  dial-up  modem  with  an  integrated 
back-up  switch.  DA-3000  can  be  added  to  any  existing  DSU/CSU. 
In  addition  to  offering  NetView  controlled  dial  back-up,  it  permits 
integration  of  existing  DSU/CSU’s  into  on-line  NetView  network 
management. 


Mt.  Laurel,  NJ  08054 

(609)  866-0505  .  FAX  (609)866-2852 

Circle  Reader  Service  No.  10 


NetView®  trademark  of  IBM  Corporation. 
Net/ Master®  trademark  of  Cincom  Systems. 


•  SINGLE  SLOT  16  BIT  AT  BUS 


•  HIGH  PERFORMANCE  IAPB  PROTOCOL 


•  SELECTABLE  X.25  PROTOCOL 

•  12  Mhz  COPROCESSOR  WITH  SHARED  MEMORY 


•  MULTIPLEXING  BUS  FOR  VOICE  AND  HIGH  SPEED  DATA 


•  FILE  TRANSFER  SOFTWARE  INCLUDED 

•  SOFTWARE  DEVELOPMENT  SUPPORT  FOR: 
Network  Gateways,  Bridges  and  Routers 
File  Servers  and  Image  Processors 

•  AUTO  DIALING/ANSWER  SOFTWARE  FOR  ISDN 

Circle  Reader  Service  No.  1 7 


A  Workgroup  Connectivity  Company 

207  High  Point  Ave.,  Portsmouth,  RI 02871 
Tfel  (401 )  683  *6100;  Fix  (401 )  683  •  6105 
1* 800* 777* LANS 


Other  NetQuest  NetView  compatible  products: 
LPDA  CHIP  SET  ■  LPDA  CONTROLLERS 
DSU/CSU’s  ■  V.32  MODEMS  ■  LDM’s 


NetQuest  Corporation 

129H  Gaither  Drive 


ON  BOARD  CSU/DSU  LETS  YOUR  WORKSTATION  PLUG  DIRECTLY  INTO 
FRACTIONAL  AND  FULL  T-1,  PRI  ISDN  AND  El  (CEPT)  SERVICES. 


NetView  LPDA  Dial  Back-up  for  DDS  Lines 
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NETWORK  SCANNING  AND  MONITORING 


Cable  Scanner 

Pinpoint  Network  Cable  Faults  Fast! 

The  Scanner  is  a  monitor,  fault  finder,  cable  locator  and  much  more.  Helps  you  pinpoint  the  loca¬ 
tion  of  shorts,  opens  or  breaks.  Its  32  character  display  reports  the  fault  in  plain  English  "short  at 
306  ft”.  With  an  oscilloscope,  Scanner’s  high  speed,  pulse  generating  circuitry  gives  a  detailed 
view  of  the  entire  LAN  including  transceiver,  terminator  and  multiple  faults. 


*  Cable  length  measurements 

*  Locate  breaks,  shorts,  opens,  bad  crimps,  etc. 

*  LAN  activity  monitoring 

*  Find  cables  in  ceilings,  walls,  floors 

*  Cable  TV  troubleshooting 

*  Generate  as-built  drawings  and  specifications 

*  Isolate  faulty  network  interface  cards 

*  Very  simple  to  operate 


M-Test  Equipment 

P.O.  Box  460008 

San  Francisco,  CA  94146-0008 

Call  for  Info 

Outside  CA:  (800)  334-4293 
Inside  CA:  (415)  861-2382 
FAX:  (415)  864-1076 


Included  is  Tracer  for  locating  exactly  where 
in  the  floor,  ceiling,  wall  or  patch  panel  the  ca¬ 
ble  lies.  Cable  Scanner,  Tracer  and  Opera¬ 
tors'  Manual  are  only  $1495. 


Circle  Reader  Service  No.  1 9 


PC  BASED  PROTOCOL  ANALYZER 


A  PC-based  protocol  analyzer 
that’s  serious  about  portability. 


LM1  is  a  registered  trademark  of  Progressive  Computing.  Inc. 


The  LM1®  is  a  PC -based  protocol 
analyzer  with  a  lot  of  get  up  and  go.  In  a 
laptop,  it  weighs  less  than  15  pounds. 
You  get  maximum  portability  so  you  can 
zero  in  on  problems  in  the  shop  or  in  the 
field.  The  remote  option  lets  you 
monitor  off-site  lines,  and  captured  data 
can  be  analyzed  on  any  PC. 

The  LM1  gives  you  in-depth  plain 
English  decodes,  BERT/BLERT  testing, 
time  stamping,  and  interactive 
simulation . 

We’re  serious  about  performance  and 
portability.  Call  us  at  (708)  574-3399. 

_  g  Progressive 
m  Computing 

Progressive  Computing,  Inc. 

814  Commerce  Drive,  Suite  101 
Oak  Brook.  IL  60521  USA 
(708)  574-3399  FAX  (708)  574-3703 
Circle  Reader  Service  No.  20 


SOFTWARE 


MANAGE  YOUR  NON-SNA  PHYSICAL 
NETWORK  FROM  NetView™ 

Network  management  Access  Program™ 


OFF  THE  SHELFl  TURNKEY 


GATEWAY 


to 


NetView 


Two-way  Command  Response  flow  for  almost  any  Device  or  Element  Manager. 

If  NAP  Device  Alarm  Support  Files  already  exist,  just  plug  in  the  Device.  Otherwise, 
send  us  the  Alarm  Message  Formats  and  we  will  generate  the  support  at  no  charge. 
On-site  System  Integration  and  Training  optionally  available. 

Utilizes  IBM's®  NetView/PC™  Service  Point  API  for  NetView  Connection. 

Up  to  33  different  Devices/Element  Managers  connected  via  a  single  NAP  Gateway. 
Filtering,  Thresholding,  Logging,  Automation  Exits,  Command  Language  (embed  in 
"C" ,  etc.),  Netcenter  support,  Alert  Queueing  with  automatic  recovery,  and  more. 
OS/2®  Presentation  Manager™  Customization  Program  allows  swift,  easy  maintenance. 
Customization  Program  -  $4,500.00;  Runtime  Program  -  $1 ,500.00  (per  machine) 

Automated  Network  Management,  Inc. 

formerly  Carl  Vanderbeek  &  Associates 
27134-B  Paseo  Espada,  Suite  222 
San  Juan  Capistrano,  CA  92675 

Phone:  714-493-2925  /  Fax:  714-493-2655 

or  call  your  IBM  Sales  Representative 
Circle  Reader  Service  No.  21 


TESTERS 


T1  monitoring  in 
the  palm  of  your  hand. 


■  Unfiamed,  SF  and 
ESF  formats 

■  Detect  T1  errors 
and  alarms 

■  Display  DSO  data 
and  signaling  bits 

■  Monitor  audio  on 
selected  channel 


D3/D4,  DlDandD2 
compatible 

$795 


Circle  Reader  Service  No.  22 


Clectrodatajnc. 

23020  Miles  Road 
Bedford  Heights.  Ohio  44128 
CaU  Toll  Free  1-800-441-6336 
(216)  663-3333  TWX  (810)  427-2280 
FAX  (216)  663-0507 


X.25  NETWORK  CONNECTIVITY 


TIL  Systems  has  added  Emucom  dial  technology  to  its  product  line  and  now 
proudly  offers  a  new  dimension  to  its  exciting  array  of  X.25  solutions. 

Whether  your  environment  is  standalone,  LAN,  Async,  SNA,  or  BSC;  over  dialup  or 
leased  line, 

We  Have  The  X.25  Solution  For  You! 

*  X.25/X.32  monopads  and  outdial  products 

*  3270  SNA 

*  3270  DSP/DSI 

*  5250 

*  3780 

*  LAN  Gateway 

*  APIs  for  DOS  and  UNIX 

*  Multi-Session/Multi-Protocol 

TIL  otters  a  wide  variety  of  hardware  configurations  ranging  from  PC  half-cards  to 
a  16  port  multi-protocol  unit. 

All  TIL  products  are  CCITT  compliant  and  are  fully  network  manageable.  Optional 
DES  encryption  is  available  as  a  security  feature. 

CALL  TODAY  FOR  INFORMATION! 

Circle  Reader  Service  No.  23 


225  Steelman  Street 
Suite  27, 

Lowell.  MA  01851 
(508)  970-1189 


X.25  NETWORK  CONNECTIVITY 


TIL  SYSTEMS 
INC. 


ONE  UNIT.  MULTIPLE  CONNECTIONS. 


OST,  Inc.  developed  the  PASS  25  to 
meet  the  demands  of  their  end  users 
by  providing  multiple  connections  in 
one  unit.  The  PASS  25  is  a  multi¬ 
protocol  X.25  switch  that  reduces 
network  overhead  costs  by  allowing 
systems  that  use  different  protocols 
to  utilize  the  same  transport  network. 

The  PASS  25  supports  multiple  pro¬ 
tocols  including  CCITT  X.25,  X.21, 
X. 32,  Videotex  PAD,  CCITT X.3,  X.28 
and  X.29  PAD,  VIP  and  SNA/SDLC. 
V.24  V.28,  V.35.  and  V.I1  physical  line 
interfaces  are  available.  The  unit 
handles  from  2  to  18  ports  with  the 
option  of  upgrading  in  2  channel 
increments.  To  increase  your  network¬ 
ing  options,  call  OST  today! 


OST,  Inc. 

14225  Sullyfield  Circle 
Chantilly,  Virginia  22021 
(703)  817-0400 


Demonstration  model  will  be  presented 
at  TCA  Booth  #509. 

Circle  Reader  Service  No.  24 
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NETWORKING  MARKETPLACE 


TRAINING 


n=L=tutor 


COMPUTER-BASED  TRAINING 


FOR  FREE  CATALOG 
OF  ALL  OUR  COURSES 

CALL 

1-800-542-2242 

(603)  433-2242 


m 


Telecommunications 

Training  Monthly 


VIDEO  TAPE 
Training  &  Industry  News 

New  subject  every  month 
including: 

•  X.25  Protocol  Analysis 

•  SDLC/SNA  Protocol  Analysis 

•  ISDN  BRI  “The  Basics” 

•  Switched  Telephone  Circuit 
Basics 

•  T1 -Carrier 

•  Network  Topology 

•  Local  Area  Network  Protocols 

•  DataCom  Concepts  (RS-232-C) 

•  Analog  Line  Measurements 

Call  for  Demo  Tape 
(215)  598-3293 


UNIQUE 

EDITORIAL 

Every  week,  Network 
World  provides  infor¬ 
mation  that  helps  users 
who  design,  purchase 
and  implement  enter¬ 
prise  networks. 

Network  World’s 
Weekly  Coverage 

*  News 

*  Industry  Updates 

*  Telecommunications 

*  Data  Communications 

*  Local  Networking 

*  Management 

Strategies 

*  Products  and 

Services 

*  Buyer’s  Guides/ 

Features 

*  International  Networks 

Enterprise  networking  is 
the  driving  force  in  to¬ 
day’s  end  user  market 
and  the  driving  force  of 
Network  World’s  edi¬ 
torial. 


FREE! 


It  seems  like  the  game  of  Tick-Tack-Toe  has  been  around  forever.  And  that's  what  you  intend  your  network  solution  to  be  - 
around  forever.  But  selecting  a  network  is  a  lot  more  complicated  than  a  game  of  Tick-Tack-Toe  and  making  the  right  move  is 
crucial.  So  if  your  game  plan  is  to  move  your  data  communications  over  a  private  X.25  packet  switching  network...then,  play 
the  game  with  AMNET. 

Recognizing  the  facts  that  today's  PC  is  breaking  last  year's  performance 
expectations,  that  next  year's  PC  knows  no  barrier,  and  that  the 
PC  is  here  to  stay  -  AMNET  harnessed  the  power  of  that  PC. 

And  can  offer  you  all  the  features  and  connectivity  advantages  of 
large,  expensive  X.25-based  networks  using  the  PC/AT  as  its 
platform.  But  at  a  fraction  of  the  price! 

The  Nucleus  7000  Series  products  provide  an  X.25  packet 
switching  solution  with  extensive  network  management 
capabilities  and  high  throughput.  Our  design  gives  you  the 
flexibility  to  connect  a  variety  of  products  and  protocols  (X.25, 

SNA/SDLC,  Async,  3270  Bisync,  and  2780/3780  Bisync). 

Our  PC/AT-based  Network  Manager  puts  you  in  control.  It 
gives  you  real-time,  full-color  displays  of  your  network's  con¬ 
figuration  and  condition.  And  keeps  you  in  control  by  alerting 
you  to  your  network's  condition  through  audible  alarms.  It  also 
gives  you  performance  monitoring,  call  accounting,  and  reports 
on  your  network's  activities. 

So  when  it  comes  time  to  chose  your  final  game  plan,  make 
the  right  move,  pick  - 


Nucleus  7000  Series 
Demo  Disk 

If  you're  still  not  sure  of  your  next  move  -  call  AMNET 
today  to  order  your  "free  disk.  It  will  provide  you  with  a 
valuable  overview  of  what  our  Nucleus  7000  Series  products 
can  do  to  solve  your  network  requirements. 

Hurry,  don't  wait  -  call: 

1-800-821-0167 

Ext.  199 


or 


AIMIWET 


1881  Worcester  Road 
Framingham,  MA  01701 


508-879-6306 

(outside  the  U.S.) 


Visit  AMNET  at  TCA'90  in  Booth  #2029 


The  following  advertisers  appear 
on  the  FAXNeT  form  on  page  #17: 


Amnet 


Tel.  Training  Monthly 


Teletutor 
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Networking  Marketplace 


SEMINARS 


Networking  &  Interoperability 
with  IBM  systems 

Kaptronix  Seminars  -  Fall  Schedule 

Cincinnati  Washington  DC  Atlanta  San  Francisco 


1 .  Data  Communications  Concepts  -  3  Days,  $825.00 

Networks  in  the  90s,  Transmission  basics,  Facilities,  Modems,  EIA  Interface,  HDX/FDX,  MUXs,  T1 
concentrators,  packet  switching,  PC/LANs  -  Ethernet,  Token  Ring;  X.25,  OSI,  SNA,  Network  Management. 
Qncinnati:  Oct  8-10  Wash  DC:  Nov  5-7  Atlanta:  Dec  10-12 

2.  SNA  Fundamentals  -  2  Days,  $750.00 

Architecture  &  products:  SNA  Layers,  NAU,  SSCP,  PU,  LU,  Domain,  Subarea,  cross-domain,  MSN,  RH,  TH,  PIU, 
SDLC,  routing,  Bind,  session  protocols,  VTAM,  NCP,  CICS,  3174,  3745,  PCs,  NetView,  SAA,  Gateways,  Trends. 
Cincinnati;  Oct  8-9  Wash  DC:  Nov  5-6  Atlanta:  Dec  3-4 


3.  APPC/LU  6.2  -  2  Days,  $750.00 

SNA  &  distributed  processing  -  APPC/LU  6.2,  PU  2.1/LEN,  APPN,  Dependent/Independent  LUs,  Conversations, 
Distributed  design  issues,  APPC  using  VTAM,  CICS,  OS/2  EE,  Unix  (Sun  &  AT&T),  PCs;  SAA,  CPIC  &  OSI. 
Cincinnati:  Oct  10-1 1  Wash  DC:  Nov  7-8  Atlanta:  Dec  5-6 


4.  SNA  Gateways  and  Interoperability  -  2  Days,  $750.00 

IBM’s  approach  to  international  standards,  OSI  and  SAA,  X.25  gateways  (NPSI,  XI),  OSI  Interoperabilty  using  IBM 
OSI/CS;  CMIP/CMIS,  FT AM,  X.400,  &  TCP/IP  support;  SNI  as  SNA-SNA  gateway,  Token  Ring  to  SNA  gateways. 
Cincinnati:  Oct  10-1 1  Wash  DC:  Nov  7-8  Atlanta:  Dec  5-6 


5.  Token  Ring  &  SNA:  Gateways,  Bridges  &  Net  Mgmt  -  3  Days,  $895.00 

Comprehensive  discussion  of  Token  Ring  to  SNA  connectivity,  PC  connectivity,  role  of  gateways;  3174,  3745 
NCP,  PC/3270,  and  OS/2  EE  as  gateways;  Bridges  -  Source  Routing,  Local/Remote,  Token-Ring  Management 
Wash  DC:  Oct  17-19  San  Francisco:  Dec  3-5 


Multiple  attendance  discounts  available 


NetView  Integration 
Using  NetKap 


Users  &  Vendors  -  Integrate  non-SNA  alarms 
with  NetView  from  components  such  as: 

Modems,  Facilities,  MUXs, 
Concentrators,  Packet  Switches, 

LAN  Management  Systems,  PBXs, 
and  other  devices 


NetKap 

NetView  integration  software: 
o  Pre-configured  for  you 
o  Turnkey,  requires  no  programming 
o  Two  way  flows  -  alarms  &  commands 
o  Automation  &  control  from  NetView 
o  Menu  driven  customization 
o  Quick  start,  low  cost 
o  OS/2  EE  and  NetView/PC  based 
o  Multiple  devices  from  a  single  PC 

Interface  to  AT&T  Accumaster 
Integrator  (UNMA)  also  available 


Call  (201)  769-4250 

Kaptronix,  Inc,  332  Lincoln  Drive,  Haworth,  NJ  07641 

Over  11  years  of  excellence  in  education  and  consulting 


Call  Doug  O’Hearen,  (201)  769-4250 

Kaptronix,  Inc,  332  Uncoln  Drive,  Haworth,  NJ  07641 


COMPUTERS 


DATA 

PRODUCTS 
LINE-  PRINTER 
LB1015 

Benefits  Include: 

-  1150  LPM 

-  Compatibility:  IBM 

-  Interface  RS-232C 

Centronics  Parallel 

Almost  Brand  New!! 
Call: 

(708)  803-8100 


DATA  COMM 


ADVANCED  NETWORK 
COMMUNICATIONS,  INC. 

Save  50%  and  more 
on  pre-owned  &  unused 
Data  Communications  Equipment 

Featuring: 

INFOTRON: 

990/992  INX4200 

790/792  INX4400 

632/616  INX4600 

380/480 

INFOSTREAM  1500 
RACAL  *  GDC  *  UDS  *  And  more 

Whole  units  and  single  boards 

All  cables,  DB25,  V.35,  etc. 

1  year  warranty  on  all  equip. 

Sales  and  service  24hrs/7days 

For  more  information  contact 
John  Gillespie 
Sales  Dept.  609-931-6627 


Network  World 's  Direct  Response  Card 
Decks  can  be  your  trump  card  for  generating 
quality  leads  and  boosting  your  sales.  When  you 
advertise  in  our  decks,  your  message  reaches 
audited  buyers,  for  just  pennies  a  contact.  And 
with  your  advertising  message  on  one  side  and 
your  company  name  and  address  on  the  other, 
we  make  it  easy  for  our  readers  -  your  custom¬ 
ers  -  to  respond  to  your  message. 

For  information  on  issue  dates,  closings  and 
rates,  call: 


Joan  Bayon  Pinsky 
Sales  Director/ 

Product  Classified  Advertising 
1-800-622-1108 
(or  in  MA  508-875-6400) 


Clare  O’Brien 

Account  Executive 

1-800-622-1108 

(or  in  MA  508-875-6400) 

(Mountain  and  Pacific 
time  zone  advertisers) 


Your  marketing  success  is  in  the  cards  — 
Network  World's  Direct  Response  Cards. 
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NETWORKING  CAREERS 


It’s  Easy  To  Place  Your  Recruitment  Ad 
In  Network  World! 

All  the  information  you  need  is  right  here. 

The  following  information  will  help  you  determine  the  size  ad  you’d  like  to  run  and 
when  you’d  like  to  run  it. 

RATES: 


Lines 

$  Per  Line 

0-699 

$8.00 

700-1,399 

$7.30 

1,400-2,799 

$7.00 

2,800-4,199 

$6.65 

4,200-5,599 

$6.30 

5,600-6,999 

$6.00 

7,000-8,399 

$5.65 

8,400-18,199 

$5.30 

18,200-36,399 

$5.20 

36,400-54,599 

$5.10 

54,600-72,799 

$5.05 

72,800  4- 

$5.00 

Your  price  will  depend  on  the  size  of  your  ad.  The  1990  lx  open  line  rate  is  $8.00  per 
line  or  $1 12.00  per  column  inch. 

The  mimimum  ad  size  is  two  column  inches  (1-1/4”  wide  by  2”  deep)  and  costs 
$224.00.  You  can  run  larger  ads  in  half-inch  increments  at  $56.00  per  half  column 
inch. 

U.S.  box  numbers  are  available  and  cost  $15.00  per  insertion. 

TAB  PAGE  DISCOUNT:  Tab  pages  are  discounted  10%. 

FREQUENCY  DISCOUNT:  Run  your  ad  twice  in  four  weeks  and  get  the  second  ad 
for  1/2  price. 

PAYMENT:  If  you're  a  first-time  advertiser  or  if  you  haven’t  established  an  account 
with  us,  we  need  your  payment  in  advance  (or  with  your  ad)  or  a  purchase  order 
number.  Once  you  have  established  an  account  with  us,  we’ll  bill  you  for  any  ads  you 
run  as  long  as  your  payment  record  is  good. 

CAREERS  NETWORK  BUYS:  You  can  take  advantage  of  special  rates  that  let  you 
run  your  ad  in  Network  World  and  Network  World’s  sister  newspaper  Computerworld 
at  special  rates.  Call  for  details. 

CLOSING  DATES:  To  reserve  space,  you  need  to  call  us  by  5:30  P.M.  Eastern 
Standard  Time,  1 2  days  prior  to  the  Monday  issue  date.  We  need  your  ad  materials 
(camera-ready  mechanical  or  copy  for  pub-set  ad)  by  5:30  P.M.,  7  days  prior  to  the 
weekly  issue. 

AD  COPY:  We'll  typeset  your  ad  at  no  extra  charge.  You  can  give  us  copy  via 
phone,  U.S.  mail,  or  FAX.  To  typeset  an  ad  for  you,  we  need  clean,  typewritten  copy. 
Figure  about  30  words  to  the  column  inch,  not  including  headlines.  (There  are  seven 
columns  on  each  page.) 

LOGOS  AND  SPECIAL  ARTWORK:  Any  logos  or  special  artwork  should  be  en¬ 
closed  with  your  ad  copy.  For  best  reproduction,  please  send  us  either  a  stat  of  your 
logo  or  a  clean  sample  on  white  bond  paper. 

COLUMN  WIDTHS  AND  MINIMUM  DEPTHS:  Your  ad  can  be  one  of  seven  differ¬ 
ent  widths.  There  is  a  minimum  depth  requirement  for  each  width.  You  can  also  run 
larger  ads  in  half-inch  increments.  The  chart  below  can  serve  as  a  reference.  There 
are  1 ,400  lines  to  a  page. 


NUMBER 

MINIMUM 

OF  COLUMNS 

DEPTH 

WIDTH 

1  column 

1-1/4” 

2” 

2  columns 

2-5/8” 

2” 

3  columns 

4-1/16” 

3” 

4  columns 

5-9/16” 

4” 

5  columns 

6-15/16” 

5” 

6  columns 

8-3/8” 

6” 

7  columns 

9-3/4” 

7” 

For  further  information: 

Please  call  Barbara  Hill  at  1-800-622-1108  (or  in  MA,  508-875-6400) 

Or  you  may  send  your  copy  to:  Network  World,  The  Meadows, 
161  Worcester  Road,  PO  Box  9172,  Framingham,  MA  01701-9172. 

If  you  wish  you  can  fax  your  copy  to  us  at  508-879-3167. 


DATA  COMMUNICATIONS 

Become  a  part  of  one  of  the  world's  premier  telecommunications 
firms.  CYLIX  is  a  Memphis  based  subsidiary  of  France  Cables  and 
Radio  which  provides  a  wide  range  of  telecommunications  services 
worldwide. 

CYLIX  is  seeking  to  enhance  our  existing  staff  of  communications 
professionals  in  order  to  aggressively  attack  new  opportunities  in  the 
information  transfer  arena.  Positions  available  in  Memphis  include: 

•  NETWORK  SERVICES  SPECIALISTS  to  operate  In  the  Network 
Hub,  monitoring,  isolating  and  resolving  network  troubles  in  real¬ 
time  mode.  Uses  computer-based  diagnostics  to  troubleshoot 
satellite  and  land  links.  Shift  work  required.  Electronics,  data  net 
work  troubleshooting  and  digital-to-analog  conversion  background 
or  their  equivalent  is  necessary. 

•  An  experienced  SUPERVISOR  for  the  above  specialists. 

•  An  experienced  ANALYST  to  aid  in  network  requirement  definition 
and  architecture  for  both  domestic  and  international  networks.  Ex¬ 
perience  with  SNA  and  X.25  required.  SDLC  and  foreign  language 
fluency  a  plus. 

•  Strong  C/Pascal  DEVELOPERS  for  network  management  applica¬ 
tions  on  TANDEM  and  PS/2.  Graphics  and  COBOL  a  plus. 

•  Strong  COBOL  APPLICATIONS  DEVELOPERS  for  design  and 
development  of  MIS  applications  on  TANDEM.  C  and  PS/2  experi¬ 
ence  a  plus. 

•  C/Pascal  DEVELOPERS  for  projects  involving  link  level  communi¬ 
cations  protocols,  satellite  communications  and  data  networking. 
Micro  operating  systems  and  hardware  experience  a  plus. 

Please  send  resume  including  salary  expectations  to: 

COMMUNICATIONS 

m  corporation 

Employee  Relations 
800  Ridge  Lake  Blvd. 

Memphis,  TN  38120*9404 

An  Equal  Opportunity/ 

Affirmative  Action  Employer 


SYSTEMS  ENGINEER  -  MARKETING  SUPPORT 

FiberCom,  Inc.,  a  leading  manufacturer  of  high  performance  FDDI  and  fiber 
optic  communication  systems,  is  seeking  an  experienced  systems  engi¬ 
neer.  The  incumbent  will  report  to  the  Vice  President  of  Marketing  and  will 
provide  pre-sale  and  post-sale  support  to  customers  and  field  marketing 
personnel  in  the  network  design  and  implementation  of  products  and  ser¬ 
vices. 

BS  or  advanced  degree  and  5+  years  of  experience  in  LAN  (EtherNet  or 
Token  Ring)  and  internetworking  (Bridges,  Routers)  design  and  implemen¬ 
tation.  Experience  with  networking  protocol  -  TCP/IP,  DECNET,  IPX,  AP¬ 
PLETALK  is  a  plus.  Ability  to  prepare  marketing  materials,  to  develop  and 
implement  marketing  and  customer  support  programs,  to  perform  competi¬ 
tive  product  analysis  and  product  training,  and  to  provide  input  to  new 
product  requirements  required.  Experience  in  preparing  and  presenting  for¬ 
mal  group  presentations  required. 

FiberCom,  Inc.,  is  located  in  the  Blue  Ridge  Mountains  of  Virginia,  four 
hours  southwest  of  Washington,  D.C.  We  offer  competitive  compensation 
and  benefits  with  excellent  opportunities  for  growth  in  a  dynamic  company 
and  industry.  For  confidential  consideration,  please  forward  your  resume  to 
Human  Resources,  FiberCom,  Inc.,  P.O.  Box  11966,  Roanoke,  Vrgin- 
ia  24022-1966. 


An  Equal  Opportunity  Employer 


NETWORK  WORLD  •  SEPTEMBER  17,  1990 

55 


NETWORKING  RESOURCE  DIRECTORY 


Network  World’s  Resource  Directory  is  a  new  service  for  both  our  advertisers  and  our  readers.  The  Resource  Directory  is  updated  monthly  to  be  the  most 
comprehensive  listing  of  networking  products  and  services  available  anywhere.  With  over  two  hundred  categories  to  choose  from,  you  can  place  your 
company  under  the  most  appropriate  headings  to  make  it  easily  accessible  for  our  75,000  audited  buyers. 

All  rates  for  listings  are  sold  on  a  26-week  basis  and  are  net  priced  for  that  period.  A  line  listing  is  company  name  and  telephone  number. 


Display  listings  are  also  available  in  four  sizes.  A  display  listing  consists  of  copy  of  your  choice. 


Line  Listing  Rates  (prices  are  net  for  26-week  period) 


Company  listing . $500. 

2-9  additional  listings . $450.  per  listing 

1 0  or  more  additional  listings . $400.  per  listing 

Bold  listing  —  extra . $  50.  per  listing 


Display  Listing  Rates  (prices  are  net  for  26-week  period) 

2  5/16"  wide  x  1/2"  deep . 

2  5/16"  wide  x  1"  deep . 

2  5/1 6"  wide  x  1  1  /2"  deep . 

2  5/16"  wide  x  2"  deep . . 


Space  and  copy  closing  for  next  updated  issue  is  September  24.  Listing  begins  in  October  8  issue  and  runs  through  the  April  8,  1991  issue. 
For  more  information  or  the  list  of  headings,  call  Eleni  Brisbois,  Resource  Directory/Project  Manager  at  1-800-622-1108  or  508-875-6400. 


$1,000. 

$2,000. 

$2,800. 

$3,600. 


To  place  your  listing  call  1-800-622-1108  or  fax  508-651-1853  or  mail  your  order  to  Network  World,  Eleni  Brisbois/Resource  Directory,  161  Worcester  Road, 
Framingham,  MA  01701-9172. 


Computers/ Peripherals 

Facsimile  Machines 

GammaLink . 408-744-1430 

Data  Communications 

Data  Compression  Equipment 

RAD  Data  Communications  Inc. .  201-587-8822 


Diagnostic  Test  Equipment 

Analog  Line  Testers 

Navtel  Inc . 416-479-8090 

3M  Dynatel  Systems  Division  ...800-426-8688 

Cable/Interface  Testers 

Navtel  Inc . 416-479-8090 


Centralized  Network  Management  Systems 

AR  Division,  Telenex  Corp . 800-368-3261 

Communication  Devices,  Inc . 800-359-8561 

DIGILOG/CXR . 215-628-4530 


Error-Rate  Measurement  Equipment 

Navtel  Inc . 416-479-8090 

3M  Dynatel  Systems  Division  ...800-426-8688 

Optical  Fiber  Test  Equipment 
3M  Photodyne  Inc . 805-388-8378 

Performance-Measurement  Equipment 

Navtel  Inc . 416-479-8090 

3M  Dynatel  Systems  Division ...  800-426-8688 
Tektronix/LP  Com . 800-826-8675 


Protocol  Analyzers 


TEST  YOUR  NETWORK 
WITH  THE  BEST 


OUR  PROTOCOL  ANALYZERS 

*  Test  Networks  at  Higher  Speeds 

*  Are  Easier  to  Use  with  EASY-VIEW® 

*  Are  More  Powerful  and  Flexible 

*  Test  ISDN,  T1,  SS#7,  SNA,  X.25,... 

CALL  1  -800-368-3261 

^llX.  (In  Virginia  703-644-9190) 
ifUM-iaMU  AR  division  of  telenex 


DIGILOG/CXR . 215-628-4530 


IBM  MAINFRAME  EMULATION 
SNA/3270  CERTIFICATION 

•  Over  500  preprogrammed  QA  tests  to  CERTIFY 
Controllers,  Printers,  Keyboards  &  Terminals 

•  LOAD  &  THROUGHPUT  Testing 

•  NPSI/QLLC/X.25  Testing  •  PU2.1  Testing 

•  Token  Ring  Testing  •  LU6.2  Testing 


GSOFT  SYSTEMS,  Inc. 

7221  Mountaindale  Rd.,  Frederick,  MD  21701 

301-898-7973 


Protocol  Analyzers  cont. 

Hewlett-Packard  Company 

Colorado  Telecomm  Div . 719-531-4414 

Navtel  Inc . 416-479-8090 


Testing  Experts 

•  Protocol/Performance  Analysis 

•  BERT  &  Digital  Link  Testing 

•  Analog  Impairments  Testing 

•  Breakout  Boxes  for  all  interfaces 

(800)  2-NAVTEL 
FAX:  416/475-6524 


NsvteS 

Better  by  design 


Tektronix/LP  Com . 800-826-8675 


Protocol  Analyzer 

■  full  Dual  Port  Operatioa 

■  40-Megabyte  Hard  Disk  Drive 

■  Capability  to  256  Kbps 

Call  1  -800-826-8675  for  full  details 

Iron 

ffektronix 

COMMITTED  TO  EXCELLENCE 

205  Ravendale  Drive,  Mountain  View,  CA  94043 


Telenex  Corporation . 800-222-0187 

Protocol/Interface  Simulators 

GSOFT  Systems,  Inc . 301-898-7973 

Navtel  Inc . 416-479-8090 

DSU/CSU 

Anixter . 800-343-5142 

RAD  Data  Communications  Inc.  .201-587-8822 

Front-End  Processors 

Simpact  Associates,  Inc . 619-565-1865 

Microwave 

Motorola  Microwave . 800-962-1826 

Racon,  Inc . 800-426-5245 

Modems 

Limited  Distance/Line  Drivers 

RAD  Data  Communications  Inc. .  201-587-8822 


High  Speed  (9. 6kbps + ) 

Anixter . 800-343-5142 

Western  Datacom  Co.  Inc . 800-262-331 1 

Fiber  Optic 

Canoga-Perkins  Corp . 818-718-6300 


RAD  Data  Communications  Inc. .  201-587-8822 


Multiplexers 

Fractional  T- 1 


l/X  aydincontrols 


MULTIPLEXERS 

AND 

4:1  TRANSCODERS 


•  Full  and  Fractional  T1  Rates 

•  Toll  Quality  Voice  /  High  Speed  Data 

•  Handles  9.6  Kbps  Modem  and  Group  III  FAX 


Call  1-800-366-8889 

414  Commerce  Drive  •  Fort  Washington,  PA  19034-2602 


COASTCOM . 415-825-7500 

Optical  Fiber 

Anixter . 800-343-5142 

Canoga-Perkins  Corp . 818-718-6300 


RAD  Data  Communications  Inc. .  201-587-8822 
Statistical 

RAD  Data  Communications  Inc. .  201  -587-8822 
Time  Division 

RAD  Data  Communications  Inc. .  201-587-8822 

T-1 


Anixter . 800-343-5 1 42 

Canoga-Perkins  Corp . 818-718-6300 

RAD  Data  Communications  Inc. .  201-587-8822 

Network  Management  Systems 

AR  Division,  Telenex  Corp . 800-368-3261 

Communication  Devices,  Inc.  ...800-359-8561 

Dynatech  Communications . 703-550-001 1 

Micro  Technology . 714-970-0300 

Patching  Equipment 

AR  Division,  Telenex  Corp . 800-368-3261 

Telenex  Corporation . 800-222-0187 

3M  Private  Network  Products ...  800-745-7459 
Thomas  &  Betts  Corporation  ....908-685-1 600 


Switches 

Matrix 

Dynatech  Communications . 703-550-001 1 

Telenex  Corporation . 800-222-0187 

Packet 

Amnet,  Inc . 508-879-6306 


Port  Selectors 

RAD  Data  Communications  Inc. .  201  -587-8822 


For  whatever  you  sell  from  A  to  Z, 
you  should  place  it  under  a  heading 
in  Network  World’s  Resource  Directory. 


Systems  Integrators 


StonyBrook  Technologies,  Inc.. 516-567-6060 


Terminal  Emulation  Boards 

Avatar  Corporation . 800-282-3270 

Terminal  Servers 

Datability  Software  Systems  ....  800-DIALDSS 

VISTA 

Terminal  Server 

(1-800  DIAL-DSS; 
in  N.Y.,  212-807-7800) 

*  8  to  an  Unprecedented  1 28  Ports 

*  TCP/IP  and  LAT  Compatible 

*  8  Hayes-Compatible  Internal  Modems 

*  Full  Function  X.25  PAD 


Local  Area  Networks 


Bridges 

Anixter . 800-343-5142 

CrossComm . 508-481-4060 

EICON  TECHNOLOGY  CORP. ...  514-631-2592 
Interlink  Computer  Sciences . 415-657-9800 


RAD  Data  Communications  Inc. .  201-587-8822 

Brouters 

RAD  Data  Communications  Inc. .  201-587-8822 

Gateways 

EICON  TECHNOLOGY  CORP.... 514-631-2592 


Interlink  Computer  Sciences . 415-657-9800 

Simpact  Associates,  Inc . 619-565-1865 

StonyBrook  Technologies,  Inc.. 516-567-6060 

Installation  Services 

Coluccio  Associates  Inc . 212-908-5421 

GE  Network  Service . 800-726-4327 

Solunet  Inc . 800-828-0151 

Local  Area  Networks 

Broadband  Based 

Anixter . 800-343-5142 


Use  Network  World’s  Resource  Directory 
every  week  to  buy  or  sell 
networking  products  and  services. 


: 

I 
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Ethernet  Compatible 

Anixter . 800-343-5142 


Wiring  Systems  Specialists 


Voice  •  Video  •  Data  •  Power 


Authorized  Distributor 
800-343-5142 


DuPont-Electro-Optic  Products  800-888-LAN1 

Wise  Components,  Inc . 800-543-4333 

Fiber  Optic  Based 

Anixter . 800-343-5142 

lOBaseT  Systems 

DuPont-Electro-Optic  Products  800-888-LAN1 
Token  Ring 

Anixter . 800-343-5142 

Token  Ring  Compatible 
DuPont-Electro-Optic  Products  800-888-LAN1 
LAN  Services 

ExpertWatch 

A  unique  service  that  monitors 
your  LANs  24  hrs  a  day,  7  days  a 
week  so  that  you  don’t  have  to. 

CrossComm  Corp.  (508)481-4060 


LAN/Mind,  Inc . 800-325-5267 

LAN  Test/Management  Devices 

DIGILOG/CXR . 215-628-4530 

Hewlett-Packard  Company 

Colorado  Telecomm  Div . 719-531-4414 

Tektronix/LP  Com . 800-826-8675 

Routers 

Anixter . 800-343-5142 

Interlink  Computer  Sciences . 41 5-657-9800 

Security 

Encryption/Decryption  Devices 

GN  Telematic,  Inc . 508-667-8644 

_ Software _ 

Application  Development  Tool  Kit 

Proteo  Software  Inc . 800-668-6716 

Communications 

Simpact  Associates,  Inc . 619-565-1865 


IIFAXGate" 

Facsimile  Gateway  tor  IBM  Mainframes 


File  Transfer  Gateway  for  IBM  Mainframes 
Teubner  &  Assoc.  800-343-7070  405-624-2254 


EMail/Messaging 

Notework  Corporation . 617-734-4317 

Facilities  Management 

CHI/COR  Info.  Management . 312-454-9670 

DIGILOG/CXR . 215-628-4530 

Telco  Research  Corporation . 615-320-6124 

XTEND  COMMUNICATIONS . 212-725-2000 


Use  Network  World’s 
Resource  Directory  for 
up-to-date  product  and 
service  offerings. 


Micro-to-Mainframe 

EICON  TECHNOLOGY  CORP. ...  514-631-2592 

StonyBrook  Technologies,  Inc.. 516-567-6060 

Network  Management 

Communication  Devices,  Inc . 800-359-8561 

CrossComm . 508-481-4060 

Support  Equipment 

Power  Distribution/ 

Equipment  Protection 

BATTERY  BACK-UP  for  NETWORKS 
BEST  PRICES 

1-800-433-2288  The  PURSUIT  Corp. 

DIGILOG/CXR . 215-628-4530 

Storage  Devices 
&  Media 

Secondary 

The  Siemon  Company . 203-274-2523 

UPS 

3M  Private  Network  Products ...  800-745-7459 

Support  Services 

Computer  Room  Equipment 

Controller  Stacking  Frames 

Data  Connections,  Inc . 919-668-1077 

Structured 

Wiring  Systems 

Consulting 

business  Software  Inc. 

Z/5r  Specialists  in  multi-media  network 
documentation 

W  •  Setup  •  Maintenance 

•  Training  •  Network  Planning 

Call:  (212)753-5333 

Baiuns 

Anixter . 800-343-5142 

RAD  Data  Communications  Inc. .  201-587-8822 
The  Siemon  Company . 203-274-2523 

Thomas  &  Betts  Corporation. ...908-685-1600 

LAN/Mind,  Inc . 800-325-5267 

TRANSITION 

ENCiINCCKINCi,  INC. 

Multi-Tech  Communications . 201-627-2518 

XTEND  COMMUNICATIONS . 212-725-2000 

Educational  Training  Services 

Data  Communications 

Business  Communications  Rev.708-986-1432 

ICA . 800-422-4636 

E-Mail  Training 

Westcon  Training  Centers . 212-465-9000 

IBM:  SAA/SNA 

Galaxy  Consultants . 408-354-2997 

LAN 

Business  Communications  Rev.708-986-1432 

ICA . 800-422-4636 

Westcon  Training  Centers . 212-465-9000 

Novell 

LAN/Mind  Inc  . 800-325-5267 

The  most  complete  selection  of  UTP 
and  STP  Baiuns  shipped  from  stock. 

3270  •  AS/400-3X  •  Arcnet  •  Ethernet 

Type  3  Media  Filters  •  Panels  •  Testers 
Active  Hubs  •  Passive  Hubs  •  Adapters 

(800)  325-2725  (61 2)  941  -7600 

Made  in  USA 

=  //rpfi&r  Qua  fit +  Batter  Bernice  +  li/rcter  Betfect/o/r 

Wise  Components,  Inc . 800-543-4333 

Cables 

Coax 

Anixter . 800-343-5142 

Wise  Components,  Inc . 800-543-4333 

Fiber  Optic 

Anixter . 800-343-5142 

PTXI . 800-783-PTXI 

Westcon  Training  Centers . 212-465-9000 

Telecommunications 

Business  Communications  Rev.708-986-1432 

ICA . 800-422-4636 

3COM 

PTXI . 800-783-PTXI 

Installation  Services 

GE  Network  Service . 800-726-4327 

CHROMATIC 

TECHNOLOGIES,  INC. 

31  Hayward  Street,  Franklin,  MA  02038 
508/520-1200  *  FAX  508/520-0698 

The  most  valuable  fiber  optic  cable. 

Siecor  Corporation . 704-327-5189 

3M  Private  Network  Products  ...800-745-7459 

Wise  Components,  Inc . 800-543-4333 

Twisted  Pair 

Anixter . 800-343-5142 

Wise  Components,  Inc . 800-543-4333 

Connectors 

Anixter . 800-343-5142 

3M  Private  Network  Products  ...800-745-7459 
Thomas  &  Betts  Corporation. ...908-685-1600 

Wise  Components,  Inc . 800-543-4333 

Novell  Sales  and  Service 

Installation  -  cabling  -  maintenance 

Novell  Authorized  Training 

CNE  Training 

Network  Systems  &  Services 

160  5th  Ave.  NYC  -212/691-2680 

x  -h .u;  « - jr —  >L  1  "JET 

<<*MOD-TAP.^$ 

><\<'<''Total  Wiring  Solutionsx^^x 

§^YANKEE<><: 

Pacific  Coast  Cabling,  Inc. 

*  1-800-365-9720  FAX:  603-625-491 5 : 

Installation  Specialists 

Communications  Cabling  &  Equipment 
Data,  Voice  &  Video  Prewire  Services 

LANS  WANS 

Serving  Southern  California  Since  1 985 
21610  Lassen  St.,  Chatsworth,  CA  9131 1 
(818)407-1911  Lie#  486194 

Cross  Connect  Blocks 

Anixter . 800-343-5142 

3M  Private  Network  Products  ...800-745-7459 

The  Siemon  Company . 203-274-2523 

Wiring  Concentrators 

Anixter . 800-343-5 1 42 

Installation  Services  cont. 

Solunet,  Inc . 800-828-0151 

Lease/Resale  Organization 

SOURCE  Telecommunications..  214-450-2700 


VSAT  Installations 


DOWIXIL  INC. 

NATIONAL  VSAT  INSTALLATIONS  GROUP 

1  777  SOUTH  BELLAIRE  STREET  •  DENVER,  CO  80222 
(303)  756-0031  FAX  (303)  756-901  1 

Telecommunications/ 

Voice 

Call  Accounting 
DIGILOG/CXR . 

Telco  Research  Corporation . 

XTEND  COMMUNICATIONS . 

.215-628-4530 

.615-320-6124 

.212-725-2000 

Key  Systems 

SOURCE  Telecommunications... 

.214-450-2700 

Fax  Processing  Systems 

The  FAX  Group . 

GammaLink . 

.619-792-6400 

.408-744-1430 

ISDN  Products 

Anixter . 

Hewlett-Packard  Company 
Colorado  Telecomm  Div . 

.800-343-5142 

.719-531-4414 

PBXs  (under  200  lines) 

SOURCE  Telecommunications... 

.214-450-2700 

Microwave  Transmitters/ Receivers 

Motorola  Microwave . 800-962-1826 

Racon,  Inc . 800-426-5245 

Voice  Response 

Syntellect  Inc . 

.  602-789-2800 

VSAT  Customer  Premises 
Equipment 

Scientific-Atlanta,  Inc. 

Private  Networks  Business . 

.  407-255-3000 

Transmission 

Services 

Dedicated  Lease  Line 

Communications  Transmission.  800-272-9CTI 

Facsimile 

GammaLink . 408-744- 1430 

Microwave 


FCC  Licensed  Digital  Microwave 
Carrier*  Bypass  •Alternate  Access 
•Disaster Recovery/Diversity 

eeoeee 

(212)  509-5115  LOCATE™" 

17  Battery  Place,  Suite  1200,  NX  NY  10004 


Motorola  Microwave . 800-962-1826 

Racon,  Inc . 800-426-5245 

Packet  Switching 

Dynatech  Communications . 703-550-001 1 

StonyBrook  Technologies,  Inc.. 516-567-6060 

VSAT 

CSA-VSAT  Consultants . 408-996-0585 

GTE  Spacenet  Corporation . 703-848-1000 

Scientific-Atlanta,  Inc. 

Private  Networks  Business . 407-255-3000 

Wide  Area  Networks 

Concentrators 

Amnet,  Inc . 508-879-6306 

Network  Switches 

Amnet,  Inc . 508-879-6306 


NETWORK  WORLD  •  SEPTEMBER  17,  1990 

57 


Get  AT&T  EDI.  Because  if  one 


Here  at  AT&X  we  know  that  an  Electronic  Data 
Interchange  service  is  only  as  good  as  its  component 
parts.  That’s  why  we’ve  designed  each  part  of  AT&T  EDI 
to  be  equally  strong. Why  does  our  EDI  stand  up  to  your 
business’  needs  better  than  any  other?  It’s  a  matter  of 
simple  addition. 

Network 

AT&T  EDI  is  part  of  the  AT&T  Global  Messaging  Net¬ 
work.  This  network  is  based  on  our  patented  “Message 
Transfer  Architecture”  that  uses  CCITT  MHS  X.400,  the 
internationally  accepted  messaging  standard.  So  you 
can  easily  link  up  with  trading  partners  around  the 
world.  And  you  can  send  and  receive  encrypted  data, 
ensuring  the  security  of  sensitive  documents.  Further¬ 


more,  the  AT&T  Global  Messaging  Network  can  be  used 
not  only  for  EDI  but  for  electronic  mail  and  enhanced  fax. 

+ Systems 

Our  unique  open  architecture  means  that  our 
EDI  can  work  with  whatever  systems  you  have,  whether 
they’re  mainframe,  mini  or  PC-based. We  have  the  soft¬ 
ware  and  systems  for  you  and  your  trading  partners,  no 
matter  what  size  they  are  or  how  advanced  they  may 
be.  And  with  our  open  architecture, we  make  it  easy  for 
your  system  to  adapt  as  your  business  grows. 

+ Support 

From  the  day  you  start  talking  with  us  about  EDI, 
you  can  get  an  extensive  range  of  support  services.  From 


©1990  AT&T 


piece  is  out  of  balance, 
wellyou  know  whafll  happen 


customized  trading  partner  conferences  and  imple¬ 
mentation  seminars  to  on-site  technical  support. You 
also  get  the  benefit  of  our  extensive  experience  with 
EDI.  After  all, we’ve  been  using  EDI  here  at  AT&T  for 
more  than  ten  years. 

=77ze  best  EDI. 

So  get  the  most  advanced  EDI  network  there  is, 
with  the  most  flexible  systems  and  unsurpassed 
support.  AT&T  EDI.  Because,  on  balance,  the  best  EDI 
is  the  sum  of  superior  parts. 

Quality.  Another  AJ&T  advantage. 

For  more  information,  call  your  AT&T  Account 
Executive  or  1 800  367-7225. 


AT&T 


The  right  choice. 


Keeping  the 
customer  happy 

continued from  page  47 
have  become  more  comfortable  with  com¬ 
puters,  we  have  started  testing  the  use  of 
computers  more.  Now  customers  can  take 
action  on  an  account  or  get  credits  to  their 
bill  through  the  use  of  [push-button] 
phones.” 

US  Sprint  has  created  multiple  means  to 
access  the  same  functionality.  Customers 
can  use  the  voice  response  unit  and  dual¬ 
tone  multifrequency  (DTMF)  technology 
to  perform  tasks  themselves  or  cut  to  an 
operator  on  the  same  800  number. 

Customers  can  also  submit  requests  via 
facsimile  or  electronic  mail,  and  hearing- 
impaired  customers  can  use  circuits  that 
employ  telecommunications  devices  for 
the  deaf.  “Our  emphasis  is  to  give  custom¬ 
ers  a  choice  as  to  how  they  want  to  inter¬ 
face  with  US  Sprint,”  Kizzire  says. 

US  Sprint  also  places  emphasis  on  giv¬ 
ing  its  personnel  the  power  and  means  to 
make  important  decisions  on  their  own. 
“We  want  the  interface  with  US  Sprint  to  be 
very  easy  —  one  800  number,  one  per¬ 
son,”  Kizzire  says. 

Toward  this  end,  US  Sprint  has  replaced 
the  dumb  terminals  that  customer  service 
representatives  used  with  intelligent  units 
that  have  a  custom-designed  supporting 
system  called  Assist.  Assist  gives  users  in- 


“0 

v>/ur  emphasis  is 
to  give  customers  a 
choice  as  to  how  they 
want  to  interface 
with  US  Sprint,” 
Kizzire  explains. 

AAA 


stant  access  to  information  that  previously 
was  contained  in  off-site  mainframes. 
Moreover,  the  Assist  system  is  flexible 
enough  so  that  different  customer  service 
functions  can  access  information  from  dif¬ 
ferently  formatted  screens. 

‘  ‘The  problem  before  was  that  there  was 
no  simple  way  to  get  access  to  informa¬ 
tion,”  Kizzire  says.  “For  instance,  in  mak¬ 
ing  a  simple  address  change,  users  would 
have  to  go  to  multiple  screens  to  place  the 
information  in  several  places.  Now  that  is 
automated.” 

Another  way  in  which  US  Sprint  is  using 
technology  to  speed  the  customer  service 
function  is  through  its  Correspondence 
Processing  System.  When  a  customer 
writes  or  faxes  a  letter  to  US  Sprint,  the  car¬ 
rier  scans  the  information  into  a  data  base, 
and  the  letter  is  routed  electronically 
through  the  customer  response  system. 
This  paperless  system  reduces  routing 
time  and  speeds  the  overall  response  to 
the  customer  request. 

US  Sprint  is  also  using  laser  imaging 
and  optical  disk  technology  to  store  in¬ 
voice  information  so  a  customer  can  easily 
call  the  800  number,  access  the  billing  in¬ 
formation  and  request  an  invoice  for  a  par¬ 
ticular  month.  The  US  Sprint  system  can 
automatically  reprint  and  mail  this  invoice 
to  a  customer  without  the  intervention  of  a 


human  operator. 

US  Sprint  also  uses  internal  measure¬ 
ments  to  track  customer  satisfaction  but 
warns  against  weighing  them  too  heavily. 
“Internal  measurements  are  worthless  un¬ 
less  they  reflect  customer  values,”  Kizzire 
says.  “In  the  end,  you  need  to  ask  custom¬ 
ers  how  satisfied  they  are  with  the  custom¬ 
er  service  department’s  response  —  that’s 
what  matters.” 

Customer  service  trends 

Unquestionably,  customers  are  going  to 
be  pampered  in  the  next  decade.  Among 
the  tasks  on  the  timetable  for  each  of  the 
carriers  are: 

■  More  proactive  maintenance.  Carri¬ 
ers  will  monitor  customer  networks  for 
problems  and  fix  them  before  the  customer 


notices  the  problem. 

■  Faster  service  installation.  For  both 
dedicated  and  switched  services,  carriers 
are  working  with  the  local  exchange  carri¬ 
ers  to  automate  and  speed  up  installation. 

■  Real-time  network  management 
tools.  Sophisticated  network  manage¬ 
ment  tools  will  let  users  look  into  the  net¬ 
work  to  order  new  services,  rearrange  ex¬ 
isting  ones,  and  dial  up  reports  and 
information  on  demand. 

■  Self-help  customer  service  centers. 
For  those  questions  that  don’t  require  per¬ 
sonal  assistance,  DTMF  phones  and  voice 
response  units  will  give  users  access  to  car¬ 
rier  information  around  the  clock. 

The  key  for  each  of  the  carriers  appears 
to  be  execution  of  customer  service  strate¬ 
gies.  Providing  a  high  quality  of  service  de¬ 


pends  on  a  carrier’s  ability  to  leverage 
technology,  capital  and  manpower.  The 
problem  each  carrier  faces,  however,  is 
howto  be  flexible  enough  to  hit  the  moving 
target  of  user  expectations. 

User  requirements  are  dynamic:  They 
increase  as  previous  ones  are  met.  As  the 
industry  relies  more  heavily  on  technol¬ 
ogy  to  create  efficiencies  and  flexibility  in 
service  offerings,  customers  expect  a  high¬ 
er  level  of  reliability,  responsiveness  and 
accuracy. 

“All  carriers  see  servicing  as  a  long¬ 
term  differentiator,”  AT&T’s  Sichau  says. 
“Features  and  services  can  be  replicated 
easily,  pricing  is  moving  to  parity,  and 
technology  at  best  gives  a  carrier  a  six- 
month  advantage  before  other  carriers 
catchup.”  □ 
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U.S.  to  study 
Soderblom 
token  patent 


WASHINGTON,  D.C.  —  In  a 
move  that  could  spell  trouble  for 
Olof  Sodcrblom's  token-passing 
patent  and  monetary  relief  to  his 
50  licensees,  the  l_S.  Patent 
and  Trademark  Office  has  agreed 
to  reexamine  the  validity  of  So¬ 
dcrblom's  patent. 

In  its  1  '  page  decision,  the  j 
Patent  Office  stated  that  the  reex¬ 
amination  request  from  an  anon¬ 
ymous  vendor  was  granted  in  ! 
view  of  earlier  patents  issued  to 
four  engineers  —  including  two 
from  AT&T  Bell  Laboratories  — 
before  Soderblom  was  granted 
bis  patent  in  1981. 

“A  substantial  new  question 
of  patentability  affecting  Claims 
25  to  33  of  l  .S.  Patent  No. 

-i  .493.9-t8  to  Soderblom  is  raised 
by  die  request,  ”  the  Patent  Office 
statement  said.. 

The  1 0  claims  in  question  deal 
with  open  and  closed  data  trans¬ 
mission  loop  schemes  and  are 
central  to  the  issue  ofwhether  So- 
derblom's  existing  patent  is  ap¬ 
plicable  to  today  s  token-ring  and 
Fiber  Distributed  Data  Interface 
local-area  network  technologies. 

Invalidation  of  the  patent  or 
amending  even  portions  of  the 
patent  could  effectively  render 
null  and  void  the  current  liccns- 
( continued  on  page  62) 


What  ls  in  a  name? 

DEC’S  Distributed  Name  Sezv.ce  'DNS)  czocess 
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DEC  describes  benefits  of 
X.500  directory  services 

X.500  will  extend  DNS  offering  to  incorporate 
non-DEC  devices  in  DECnet  Phase  V  directories. 


||ll  Later  this  year.  Digital 
Equipment  Corp.  is  ex- 
pecied  to  announce 
DECnet  Phase  V.  a  major  revision 
of  Its  network  software  that  will 
support  the  lull  suite 
of  Open  Systems  In¬ 
terconnection  proto¬ 
cols. 

According  to  Jane 
Brewer.  DEC's  prod¬ 
uct  marketing  man¬ 
ager  for  enterprise 
networking  within 
DEC'S  Telecommuni¬ 
cations  and  Net¬ 
works  Organisation, 
one  key  component 
of  dial  announcement  wall  be 


support  for  the  X.500  directory 
services  standard,  which  prom¬ 
ises  to  ghc  network  administra¬ 
tors  greater  control  over  the 
hardware  and  software  elements 
in  their  networks. 

In  an  interview 
with  Network  World 
Assistant  Managing 
Editor  diaries  Bru¬ 
no,  Brewer  described 
die  full  potential  of 
X.500  directory  ser¬ 
vices  and  laid  out 
DEC’S  strategy  to 
support  the  technol¬ 
ogy  within  DECnet 
Phase  V. 

( continued  on  page  59) 


Microsoft  to  market 
LAN  Manager  direct 

Software  giant  to  sell  NOS  to  Compaq  resellers 
to  stabilize  LAN  Manager  camp,  jump  start  sales. 


REDMOND.  Wash.  —  In  an  ai 
tempt  to  boost  lagging  sales  of  its 
LAN  Manager  network  operating 
system,  Microsoft  Corp.  last  week 
announced  it  will  sell  a  version  of 
the  _  product  directly  to  select 
Compaq  Computer  Corp.  value- 
added  resellers 

Microsoft's  decision  to  pm  its 
marketing  muscle  directly  behind 
LAN  Manager  is  viewed  as  crucial 
if  the  product  is  to  compete  suc¬ 
cessfully  with  Novell,  Inc  's  Net¬ 
Ware,  which  commands- 60%  of 
the  network  operating  system 
market  today  L\\  Manager  has 
only  been  available  through 
OEMs  to  date. 

"By  selling  its  own  version  of  j 
LAN  Manager.  Microsoft  is  giv  ing  I 
users  freedom  of  choice,"  said 
Craig  Burton,  executive  publisher 
of  the  Clarke  Burton  Report,  a  | 
monthly  research  magazine.  Ti¬ 
ers  will  no  longer  be  constrained 
to  buying  versions  of  die  product  j 
that  only  work  with  a  particular  | 
OEM’s  hardwire.  Tlus  will  help  j 
•accelerate  the  acceptance  of  LAN 
Manager." 

Jonathan  Tamils,  vice-presi¬ 
dent  of  the  personal  computer 
service  at  Gartner  Group.  Inc.  in 
Stamford.  Conn. 


move  solidifies  and  stabilizes  the 
IAN  Manager  camp  and  will  spur 
application  development 

"Microsoft  and  its  OEMs  have 
to  present  a  unified  front,  espe¬ 
cially  In  light  of  Novell's  merger 
(continued  on  page  6 ) 
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AT&T  TR1DOM  plans  to  trial  a 
pan-European  VSAT  network 
with  two  users.  Page  2. 

A  TARIFF  1 5  USER  is  the  loser 
in  a  heated  battle  between  MCI 
and  AT&T,  Page  2. 

VENDORS  AIMING  for  FDOI 
Interoperability  form  a  testing 
consortium,  Page  2, 

3COM  ELECTS  Benhamou  t» 


the  post  of  president.  Page  A 

AMEX  AWARDS  MCI  wiih  a 
service  contract  that  could  be 
worth  up  to  $  1  OOro.  Page  -I . 

l)S  SPRINT  EXTENDS  VPN  ser¬ 
vices  into  international  mar¬ 
kets.  Page  -I. 

PRIVATIZING  TELECOM  in 

Eastern  Europe  is  a  question  of 
capital.  Page  1 3. 


Net  execs 
|  try  to  tame 
fax  monster 


Telecom  privatization 
will  aid  int’l  users 


By  Norman  Lamer 
Speoal  to  Network  Wpnd 
Most  countries  —  industrial¬ 
ized.  developing,  capitalist  and 
socialist  —  are  at  some  stage  of 
restructuring  their  telecom¬ 
munications  systems 
order  to  accommo¬ 
date  and  take  advan¬ 
tage  of  the  great  po¬ 
litical  and  economic 
changes  now  sweep¬ 
ing  die  Rlolse. 

In  many  places,  this  restruc¬ 
turing  is  taking  the  form  of  pri¬ 
vatization  of  formerly  national¬ 
ized  telecommunications  sys¬ 


tems.  This  important  trend 
raises  major  questions  for  mul¬ 
tinational  users  of 
telecommunica¬ 
tions  services,  in¬ 
cluding:  Where  is  this 
happening  and  why? 
m  J?  How  w  ill  it  affect  the 
***  wav  we  do  business? 
Anil  what  will  be  the 
long  and  short-term 
effects  on  telecom¬ 
munications  services  to 
and  from  these  countries? 

This  article  examines  the 
trend  toward  privatization  in 
(continued  on  page  )S) 


The  explosive  growth  of  fac¬ 
simile  madiines  has  created  a 
costly  monster  of  which  few  com¬ 
panies  are  aware,  let  alone  able 
to  control. 

Most  large  companies  don't 
even  know  how  many  fax  ma¬ 
chines  they  have  or  how  much 
they  art  spending  on  dial-up  fax 
transmissions. 

"It's  like  trying  lo  manage  en¬ 
velopes  or  pieces  of  pjper,''  said 
Bob  Craig,  vice-president  of  in¬ 
ternational  network  planning  for 
The  Chase  Manhattan  Bank.  N.A. 
in  New  York  "People  don't  think 
it's  worth  the  cost  of  managing 
it." 

Yet  the  costs  can  be  stagger¬ 
ing.  Annual  transmission  costs 
can  he  in  the  tens  of  millions  of 
.  (continued  on  page  Nj 
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The  results  are  in  and 

Network  World  is  the  clear 
leader.  The  1990  Wall  Street 
Joumal/ICA  Member  Study 
is  conducted  among  members  of 
the  prestigious  International 
Communications  Association 
(ICA),  an  organization  whose 
representatives  purchase  $16  bil¬ 
lion  of  information  technology 
products  and  services  each  year. 

Since  Network  World  began  in 
1986,  we've  maintained  a  singu¬ 
lar  focus:  to  be  the  most  useful 
source  of  information  for  users 
involved  in  multivendor,  multi¬ 
site  enterprise  networks  and,  in 
doing  so,  provide  the  most 
value  for  our  advertisers. 

Other  publications  focus  on 
vertical  technologies  -  or  worse 
yet  -  relegate  networking  to  a 
single  section. 

But  network  executives,  respon¬ 
sible  for  managing  multivendor 
enterprise  networks,  demand 
more. 

And  they  read  Network  World 
because  we  focus  on  the  total 
picture  by  reporting  on  every 
facet  of  the  enterprise  network  - 
from  departmental  LANs  to 
global  networks. 

Thanks  ICA  for  helping  us 
prove  once  again  that  if  you 
want  to  reach  the  professionals 
who  control  the  network  des¬ 
tinies  of  America,  the  people 
who  buy  networking  products 
and  services  in  volume  for  their 
enterprise,  the  best  place  to 
advertise  is  Network  World. 

Where  the  network  world  gets 
its  network  news. 


Banyan  offers 
VINES  release 

continued  from  page  1 
processor.  Although  running  NetWare  and 
LAN  Manager  on  multiprocessor  servers 
improves  network  efficiency  and  response 
time,  these  operating  systems  only  sup¬ 
port  asymmetrical  processing,  meaning 
that  specific  tasks  must  be  assigned  to  a 
particular  processor. 

One  processor,  for  instance,  may  be 
designated  to  run  user  applications,  while 
another  might  be  reserved  for  file  services 
such  as  opening  files  or  sending  jobs  to 
print  queues. 

This  means  that  when  a  task  is  run,  it 
must  wait  for  the  appropriate  processor  to 
be  free,  often  resulting  in  system  and  net¬ 


work  bottlenecks,  Allchin  said. 

“If  only  a  few  applications  require  pro¬ 
cessor  time,  then  performance  levels  will 
remain  high,”  Allchin  said.  “But  when  de¬ 
mand  for  applications  rises,  the  applica¬ 
tion  processor  will  become  a  bottleneck. 
And  if  an  application  requires  a  file  service 
transaction  to  be  completed,  the  applica¬ 
tion  must  be  suspended  while  it  waits  for 
its  file-related  activities  to  be  serviced  by 
the  other  processor.” 

By  contrast,  symmetric  multiprocess¬ 
ing  systems  allow  every  processor  in  the 
server  to  perform  every  computational 
task  on  a  first-come,  first-served  basis. 

Essentially,  this  means  users  aren’t 
waiting  in  line  for  tasks  to  be  performed  on 
one  overloaded  processor  while  another 
processor  remains  idle  because  it  is  re¬ 


served  for  one  specific,  task. 

Power  to  the  people 

Another  advantage  of  VINES  SMP  is  that 
it  enables  a  reduction  in  the  number  of 
servers  needed,  Allchin  said. 

VINES  SMP  supports  from  8M  to  256M 
bytes  of  random-access  memory  and  Com¬ 
paq’s  Intelligent  Disk  Array,  which  enables 
a  single  server  to  be  configued  with  as 
much  as  1.6G  bytes  of  internal  disk  stor¬ 
age. 

Additionally,  VINES  SMP  can  support 
both  1 6-bit  Industry  Standard  Architecture 
and  32-bit  Extended  Industry  Standard  Ar¬ 
chitecture  token-ring  and  Ethernet  LAN 
network  interfaces. 

James  D’Arezzo,  Banyan’s  vice-presi¬ 
dent  of  marketing  who  joined  the  company 


last  month  after  seven  years  at  Compaq, 
said  Banyan  and  Compaq  will  work  closely 
together  in  marketing,  distribution  and 
training  their  respective  resellers  on 
VINES  SMP. 

According  to  D’Arezzo,  the  companies 
will  also  collaborate  in  helping  indepen¬ 
dent  software  developers  generate  appli¬ 
cations  that  take  advantage  of  the  multi¬ 
processing  capabilities  of  VINES  SMP. 
Banyan  and  Compaq  also  agreed  to  share 
product  updates  and  plans  for  VINES  SMP 
and  the  Compaq  SystemPro. 


A 

XJLnother  advantage  of 
VINES  SMP  is  that  it  enables  a 
reduction  in  the  number  of 
servers  needed,  Allchin  said. 
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VINES  SMP  costs  $13,995,  which  is 
about  10%  to  14%  of  the  $  100,000-plus 
price  tag  of  comparable  symmetrical  mul¬ 
tiprocessor  minicomputers,  according  to 
Craig  Burton,  executive  publisher  of  the 
Clarke  Burton  Report,  a  monthly  news 
analysis  publication. 

“My  hat’s  off  to  Compaq  and  Banyan,” 
Burton  said.  “No  other  network  operating 
system  vendor  is  offering  users  the  option 
of  having  the  power  and  functionality  of  a 
minicomputer  contained  in  their  386  and 
486  servers  for  a  fraction  of  the  cost  of  the 
larger  systems. 

“Banyan  has  raised  traditional  file 
server-based  networks  to  new  perfor¬ 
mance  heights,  and  this  will  help  to  speed 
the  acceptance  of  the  true  client/server 
network  model,”  he  said. 

Banyan  will  also  sell  a  VINES  SMP  Up¬ 
grade  Kit  to  bring  a  single-processor  Sys¬ 
temPro  running  VINES  Version  4.0  up  to 
VINES  SMP  Version  4.0  for  $7,995.  □ 


Court  may  order  FCC 
to  examine  Tariff  12 

continued  from  page  4 
price  at  25%  above  tariff  levels?” 

Carpenter  admitted  that  was  unlikely, 
but  he  insisted  that  customers  might  be 
willing  to  pay  a  5%  premium  to  get  stabi¬ 
lized  rates. 

While  seemingly  convinced  that  the 
FCC  erred  in  approving  Tariff  12,  the 
judges  expressed  concern  about  the  conse¬ 
quences  of  overturning  the  ruling.  They 
asked  whether  customers  would  continue 
to  receive  service  and  whether  the  FCC 
would  make  a  real  effort  to  reinvestigate 
the  issue. 

“What  if  [the  FCC]  says  it’s  tired  of  be¬ 
ing  bothered  [about  Tariff  12]  and  just 
drops  the  investigation?”  Edwards  asked. 

Ingle  assured  the  judges  that  the  FCC 
would  reopen  the  investigation  into  Tariff 
1 2  and  said  customers  should  be  able  to 
continue  receiving  service  during  the  in¬ 
vestigation. 

If,  upon  reexamination,  Tariff  12  was 
judged  to  be  similar  to  other  offerings,  the 
FCC  would  have  to  determine  whether 
price  differences  are  discriminatory.  In  or¬ 
der  to  continue  Tariff  1 2  as  it  is  currently 
designed,  the  FCC  would  have  to  deter¬ 
mine  whether  price  differences  could  be 
justified  by  some  factor  such  as  differences 
in  the  cost  of  providing  sendee.  □ 
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Timeplex  ups 
TimeView/2000 

continued  from  page  4 
consoles  with  a  single  Time- 
View/2000  system.  That  will  let 
users  divvy  up  management  tasks 
among  various  operators  and  will 
allow  users  with  geographically 
dispersed  management  centers 
to  move  control  of  their  nets  as 
time  zones  dictate. 

The  company  also  announced 
the  Time /View  Gateway  NV,  an 
OS/2-based  NetView/PC  applica¬ 


tion  capable  of  shipping  Link  + 
network  alarms  to  IBM’s  host- 
based  NetView  network  manage¬ 
ment  system. 

Previously,  Timeplex  offered 
only  a  DOS-based  NetView/PC 
application  for  its  older  Link  Net¬ 
work  Management  System,  a  text- 
driven  management  tool  that  re¬ 
quired  a  more  experienced 
operator  than  the  graphics-based 
TimeView/2000. 

Although  Time /View  Gateway 
NV  is  said  to  support  more  fea¬ 
ture-rich  applications  than  its 


DOS  predecessor,  it  still  provides 
only  monitoring,  not  two-way 
control.  Babcock  said  Timeplex 
will  examine  IBM’s  recent  Net- 
View  enhancements,  including  an 
LU  6.2  interface,  before  deciding 
how  to  offer  control  of  Link  + 
systems  from  NetView. 

Also  last  week,  Timeplex  an¬ 
nounced  a  statement  of  direction 
to  support  8K  bit/sec  voice  com¬ 
pression  on  its  Link+  multiplex¬ 
ers.  The  highest  level  of  voice 
compression  the  company  cur¬ 
rently  supports  is  16K  bit/sec.  □ 


Timeplex  muxes  to  support  frame  relay 


NEW  YORK  — Timeplex,  Inc. 
last  week  joined  the  frame  relay 
fray  by  announcing  its  intention 
to  support  the  interface  stan¬ 
dard  on  its  Link+  multiplexer 
family.  It  also  committed  to  de¬ 
veloping  a  new  multiplexer 
based  on  cell  relay  technology. 

Analysts  applauded  the  plan 
to  support  cel!  relay  but  ques¬ 
tioned  how  well  frame  relay  will 
work  with  the  Link+’s  circuit- 
switched  architecture. 

“Frame  relay  does  not  work 
well  with  circuit-switched  tech¬ 
nology,  regardless  of  what  any 
of  the  circuit  switch  vendors  tell 
you,”  said  Rick  Malone,  a  princi¬ 
pal  with  Vertical  Systems  Group, 
a  consultancy  in  Dedham,  Mass. 

Circuit-switched  multiplex¬ 
ers  do  not  let  users  take  advan¬ 
tage  of  the  efficiencies  of  frame 
relay  because  it  requires  users  to 
dedicate  bandwidth  by  applica¬ 
tion,  whereas  fast  packet  or  cell 
relay  multiplexers  let  applica¬ 


tions  share  bandwidth. 

But  James  Babcock,  Tirne- 
plex’s  vice-president  of  product 
management,  said  frame  relay 
will  let  Link-f  users  support  ap¬ 
plications  such  as  local-area  net¬ 
work  bridging  with  fewer  cir¬ 
cuits  and  I/O  ports  than  are 
required  today. 

For  LAN  bridging,  frame  re¬ 
lay  obviates  the  need  to  dedicate 
a  channel  across  the  backbone 
for  every  two  LANs  to  be  con¬ 
nected.  By  comparison,  frame 
relay  channels  can  be  shared  by 
all  LANs  linked  to  the  backbone, 
Babcock  said.  This  also  reduces 
the  number  of  multiplexer  I/O 
ports  required. 

But  analysts  said  that  is  only 
one  of  the  benefits  of  frame  re¬ 
lay.  “You  don’t  leverage  all  of 
the  functionality  of  the  packet 
format  when  you’re  sending  it 
over  [time-division  multiplexer] 
channels,”  said  Jim  Harrison, 
senior  research  analyst  with  the 


META  Group  in  Westport,  Conn. 

Used  with  a  fast  packet 
switching  architecture,  frame 
relay  can  let  an  application  com¬ 
mand  the  entire  bandwidth  of  a 
backbone  circuit,  a  claim  Time¬ 
plex  can’t  make. 

But  Babcock  contends  that  at 
speeds  of  T-l  or  below,  the  fast 
packet  technique  is  actually  in¬ 
ferior  to  circuit  switching  be¬ 
cause  data,  especially  LAN  data, 
is  bursty.  When  forced  to  con¬ 
tend  with  voice,  which  usually 
takes  priority,  data  packets  get 
dumped  on  the  floor,  he  said. 

If  nothing  else,  Timeplex’s 
work  with  frame  relay  will  give 
the  company  an  edge  when  it  in¬ 
troduces  a  fast  packet  or  cell  re¬ 
lay  multiplexer,  analysts  said. 

The  company  said  the  frame 
relay  interface  should  be  avail¬ 
able  within  a  year  and  the  cell  re¬ 
lay  multiplexer  will  be  ready  in 
the  1993-to-1995  time  frame. 

—  Paul  Desmond 


Software  Pub.  intros  application 


continued  from  page  2 

InfoAlliance  enables  worksta¬ 
tion  users  to  read  and  write  data 
directly  from  IBM’s  OS/2  Extend¬ 
ed  Edition  Database  Manager  and 
Ashton-Tate’s  dBase  III  Plus  and 
dBase  IV.  It  supports  the  import 
and  export  of  data  from  ASCII, 
Lotus  Development  Corp.’s  1-2-3 
and  Data  Interchange  Format 
files,  and  the  export  of  data  to 
Software  Publishing’s  Harvard 
Graphics. 

In  the  second  quarter  of  1 99 1 , 
the  server  portion  of  the  product 
will  be  enhanced  to  provide  ac¬ 
cess  to  Microsoft’s  SQL  Server 
data  base  server  and  IBM’s  main¬ 
frame  DB2  relational  data  base 
management  system. 

The  Mountain  View,  Calif. - 
based  company  said  it  will  sup¬ 
port  access  to  other  SQL-compli¬ 
ant  DBMSs  in  the  future. 

“Providing  access  to  enter¬ 
prise  information  is  the  next 
wave  in  the  PC  industry,”  Gib¬ 
bons  said. 

One  early  user  of  the  product 
agreed.  “It’s  the  closest  thing  to 
the  killer  application  I’ve  seen,” 
said  Peter  Wyeth,  director  of  ser¬ 
vice  systems  for  the  Provident 
Companies,  an  insurance  firm  in 
Chattanooga,  Tenn.  “We  chose 


OS/2  as  a  strategic  platform  but  it 
hadn’t  provided  us  with  much  ad¬ 
ditional  benefit  until  we  started 
using  InfoAlliance.  It  lets  us  take 
advantage  of  OS/2.” 

The  Provident  has  been  work¬ 
ing  with  InfoAlliance  on  OS/2  Ex¬ 
tended  Edition  servers  and  Per¬ 
sonal  System/ 2  Model  70s  on  its 
IBM  Token-Ring  Networks,  and 
has  developed  a  number  of  appli¬ 
cations,  including  a  fleet  mainte¬ 
nance  system.  Wyeth  said  the 
product  has  dramatically  reduced 
application  development  time. 
The  Provident  intends  to  provide 
access  to  DB2  in  the  future. 

To  support  access  to  other  in¬ 
formation  sources,  a  network  ad¬ 
ministrator  develops  server  di¬ 
rectories  in  InfoAlliance  that  list 
available  files  and  their  locations. 
Users  can  choose  from  these  files 
and  the  server  portion  will  re¬ 
trieve  the  data. 

InfoAlliance  provides  a  form 
design  tool  that  enables  users  to 
create  custom  forms.  In  addition, 
users  can  work  with  existing 
forms  by  scanning  them  into  In¬ 
foAlliance.  It  offers  standard  re¬ 
port  formats  as  well  as  a  custom 
report  generation  tool. 

InfoAlliance  includes  a  graph¬ 


ical  application  generator  that 
supports  a  feature  known  as  loca¬ 
tion  transparency.  That  feature 
allows  an  application  created  by 
one  user  to  be  accessed  by  other 
users  across  the  network. 

Users  can  also  build  menu- 
driven  applications  using  the 
graphical  interface  point-and- 
click  system  to  choose  opera¬ 
tions  and  data  to  be  manipulated. 

The  product’s  security  system 
lets  administrators  limit  access  to 
information  at  the  file,  directory 
and  server  levels.  It  provides  a 
management  tool,  Datasource 
Integrator  Server  Administration 
Program,  that  enables  an  admin¬ 
istrator  to  determine  which  files 
are  in  use  and  by  whom. 

InfoAlliance  supports  ad¬ 
vanced  data  integrity  features, 
such  as  field  validation  formulas, 
transaction  control  and  rollback, 
and  a  two-phase  commit  protocol 
that  ensures  the  data  is  accurate¬ 
ly  updated  in  multiple  sources 
across  a  net. 

Pricing  for  InfoAlliance, 
which  will  ship  this  month,  is 
based  on  the  customer’s  specific 
network  configuration.  For  ex¬ 
ample,  the  product  is  priced  at 
$99,500  for  a  network  with  200 
clients  and  nine  servers.  For  a 
network  of  1 0  clients  and  a  single 
server,  the  cost  is  $8,500.  □ 


Users  forced  to 
examine  E-mail 

continued  from  page  1 
way  between  the  company’s  com¬ 
puter  system  and  its  external  mail 
service. 

While  Epson  has  denied  that  it 
systematically  read  E-mail  mes¬ 
sages,  the  case  has  other  E-mail 
managers  wondering  if  their 
company’s  E-mail  policies  are  ad¬ 
equate  to  protect  against  similar 
legal  action. 

“Anyone  who  is  not  currently 
appraising  their  E-mail  policies  in 
light  of  the  Epson  case  is  probably 
remiss,”  said  Brian  Cary,  director 
of  technical  support  for  the 
American  Bar  Association  in  Chi¬ 
cago  and  a  member  of  the  board 
of  directors  of  the  Electronic  Mail 
Association. 

“I  am  glad  the  [Epson]  case 
came  up,”  said  an  E-mail  manag¬ 
er  at  a  large  consumer  products 
firm  who  wished  to  remain  anon¬ 
ymous.  “It  is  going  to  motivate 
our  executives  to  sit  down  with 
lawyers  and  establish  a  company¬ 
wide  policy  regarding  E-mail.” 

But  for  many  companies,  de¬ 
fining  an  E-mail  policy  —  or 
more  broadly,  a  policy  that  ad¬ 
dresses  workplace  privacy  for  all 
forms  of  electronic  and  paper- 
based  communications  —  maybe 
easier  said  than  done. 

Firms  must  balance  their  legal 
right  to  protect  their  property 
and  maintain  systems  against  the 
privacy  needs  of  employees, 
without  stifling  the  free  flow  of 
information  among  profession¬ 
als  inside  and  outside  the  firm. 

Legal  standing 

According  to  Lance  Rose,  an 
attorney  with  Wallace  &  Rose,  a 
New  York  law  firm  specializing  in 
computer  issues,  the  Electronics 
Communications  Privacy  Act 
(ECPA)  of  1986  gives  companies 
the  right  to  monitor  E-mail  mes¬ 
sages  and  other  forms  of  elec¬ 
tronic  communications. 

This  act,  which  evolved  from 
the  Watergate  wiretapping  laws, 
allows  administrators  to  monitor 
messages  to  protect  “property 
interests,”  Rose  said. 

While  few,  if  any,  companies 
systematically  scan  E-mail  mes¬ 
sages  to  uncover  illicit  activities, 
system  administrators  at  most 
companies  occasionally  read  the 
contents  of  electronic  messages 
in  the  course  of  troubleshooting 
garbled  messages  and  delivering 
lost  mail,  according  to  managers 
and  consultants. 

While  this  is  perfectly  allow¬ 
able  under  the  ECPA,  companies 
can  run  into  trouble  if  they  lead 
users  to  believe  that  E-mail  mes¬ 
sages  are  private  and  won’t  be 
read  by  anyone  other  than  the  in¬ 
tended  recipient,  Rose  said. 

Merely  referring  to  E-mail  as  a 
“private  mail  system”  can  give 
users  the  expectation  of  privacy, 
and  as  a  result,  companies  may 
forfeit  their  right  under  the  ECPA 
to  monitor  E-mail  for  any  reason. 

To  avoid  legal  hassles,  compa¬ 
nies  should  play  it  safe  and  dispel 


any  notions  that  their  E-mail  sys¬ 
tems  are  private,  said  Jonathon 
Wallace,  another  Wallace  &  Rose 
attorney. 

Wallace  suggested  that  com¬ 
panies  should  frequently  broad¬ 
cast  messages  indicating  that 
messages  are  not  private,  and 
system  programmers  should  re¬ 
move  all  privacy  options  from  the 
system. 

Citicorp,  for  example,  pre¬ 
sents  its  E-mail  users  with  a  one- 
line  reminder  about  the  bank’s 
policy  toward  E-mail  each  time 
they  log  on  to  the  system,  said 
Chuck  Holland,  vice-president  of 
the  bank’s  Citicorp  Technology 
Office  in  Santa  Monica,  Calif. 

The  statement  says  employees 
should  only  use  the  E-mail  system 
to  conduct  the  business  of  Citi¬ 
corp  and  all  messages  are  the 
property  of  Citicorp,  he  said. 

There  is  a  fine  line,  however, 
between  proper  notification  and 
warnings  that  may  scare  off  us¬ 
ers.  “You  don’t  want  to  alienate 
people  and  be  perceived  as  Big 
Brother,”  said  the  Bar  Associa¬ 
tion’s  Cary. 

Rather  than  broadcast  rules 
about  the  E-mail  system  across 
the  network,  Cary  said  he  would 
like  the  Bar  Association  to  print 
the  company’s  policy  toward  E- 
mail  in  the  firm’s  personnel  man¬ 
ual.  □ 
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Group  seeks 
delay  of  caps 

continued  from  page  1 

In  a  joint  motion  to  the  FCC, 
the  coalition  reiterated  concerns 
voiced  for  months  that  price  caps 
would  lead  to  higher  service 
prices  and  deterioration  of  the 
public  network.  The  group  asked 
the  agency  to  postpone  action  on 
price  caps  and  to  put  forward  a 
detailed  proposal  that  would  be 
open  to  comment  by  all  parties. 

Although  the  FCC  has  not  is¬ 
sued  a  final  price  cap  plan,  it  has 
outlined  its  intentions  in  three 
orders  during  the  last  two  years. 

“Regulatory  reform  of  this 
magnitude  should  not  proceed 
without  an  ample  opportunity  for 
all  parties  to  assess  and  provide 
input  regarding  the  likely  impact 
of  the  commission’s  action,”  stat¬ 
ed  the  coalition  in  its  Joint  Motion 
for  Tentative  Decision. 

“The  commission  should  issue 
a  tentative  decision  that  affords 
additional  opportunity  for  public 
comment  on  the  details  of  its  in¬ 
centive  regulation  plan,  which 
currently  are  unknown.  [That  is] 
necessary  to  ensure  that  users 
truly  will  be  better  off  under  in¬ 
centive-based  regulation,”  the 
motion  continued. 

The  FCC  last  week  acknowl¬ 
edged  receipt  of  the  coalition’s 
motion  but  declined  comment. 

Some  members  of  the  U.S. 
House  of  Representatives,  includ¬ 
ing  Rep.  John  Bryant  (D-Texas), 
Rep.  Jim  Cooper  (D-Tenn.)  and 
Rep.  Mike  Synar  (D-Okla.),  have 
also  expressed  opposition  to  the 
price  cap  plan.  A  House  aide  last 
week  said  members  of  the  House 
Telecommunications  and  Fi¬ 
nance  Subcommittee  may  send  a 
letter  to  Sikes  requesting  post¬ 
ponement  of  a  decision. 

That  was  confirmed  later  in 
the  week  by  Cooper,  who  spoke  at 
a  forum  sponsored  by  the  Com¬ 
petitive  Telecommunications  As- 


Oracle,  Compaq 

continued  from  page  2 

can  start  with  a  single  Intel  Corp. 
80386  or  80486  processor  con¬ 
figuration  and  add  multiple  386 
or  486  processors  as  their  data 
base  server  needs  grow. 

Traditional  file  servers  pro¬ 
cess  one  task  at  a  time.  In  con¬ 
trast,  symmetrical  multiprocess¬ 
ing  systems  such  as  the  Compaq 
SystemPro  can  divide  tasks  over 
multiple  processors  to  speed  re¬ 
sponse  time,  Tims  said. 

Because  Oracle  Server  for  PC 
Unix  fully  utilizes  symmetrical 
multiprocessing,  users  can  read 
and  write  from  the  data  base  and 
commit  transactions  in  parallel. 

Oracle  Server  for  PC  Unix  can 
work  with  Apple  Computer,  Inc.’s 
AppleTalk,  Banyan  Systems, 
Inc.’s  VINES,  IBM’s  LAN  Server, 
Microsoft  Corp.’s  OS/2  LAN  Man¬ 
ager,  as  well  as  Transmission 
Control  Protocol/Internet  Proto¬ 
col  and  any  Network  Basic  I/O 
System-compatible  network. 
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sociation.  Cooper,  who  labeled 
the  price  cap  plan  as  unwise,  also 
urged  the  FCC  to  delay  the  vote 
and  issue  a  more  detailed  propos¬ 
al. 

Last  March,  Sikes  made  it  clear 
he  would  follow  the  lead  of  his 
predecessor,  Dennis  Patrick,  in 
implementing  price  caps.  The 
FCC  intends  to  replace  the  cur¬ 
rent  rate-of-return  system  for 
regulating  dominant  exchange 
carriers  with  the  local  exchange 
carrier  price  cap  plan  outlined  in 
the  April  1989  order  instituting 
price  caps  for  AT&T. 

Proponents  assert  that  the 
regulatory  change  will  lead  to 
greater  innovation  and  network 
improvement.  But  opponents  al¬ 
lege  that  the  local  carriers  will 
neglect  network  improvements 
to  maximize  profits. 

The  AT&T  price  cap  plan  drew 
opposition,  but  users  agreed  that 
long-distance  competition  is  suf¬ 
ficient  to  keep  prices  down.  The 
proposed  price  cap  plan  for  the 
local  exchange  carriers,  howev¬ 
er,  has  garnered  widespread  op¬ 
position  because  the  carriers 
have  negligible  competition. 

The  coalition  charges  that  the 
pricing  flexibility  in  the  plan 
would  result  in  major  price  in¬ 
creases  for  some  services  and 
cost  customers  at  least  $5  billion 
more  during  the  first  four  years 
of  price  cap  regulation  than  they 
would  pay  under  the  current  rate- 
of-return  system. 

Long-distance  carriers  such  as 
AT&T  and  MCI  Communications 
Corp.  point  out  that  half  their  ex¬ 
penses  are  derived  from  local  ex¬ 
change  carrier  access  charges,  so 
increases  in  access  charges  could 
put  pressure  on  them  to  raise 
long-distance  rates. 

Sikes  has  stated  his  belief  that 
price  caps  are  an  incentive-based 
system  that  will  generate  con¬ 
sumer  benefits.  The  FCC  wants  a 
price  cap  plan  for  the  local  ex¬ 
change  carriers  in  place  by  Jan.  1, 


so  the  commission  could  ignore 
the  last  minute  appeals  and  vote 
this  week  in  favor  of  a  sweeping 
order  that  would  relegate  FCC 
rate-of-return  regulation  to  the 
history  books.  □ 

Users  decry  LEC 
price  cap  plan 

Corporations  and  trade  groups 
that  asked  the  FCC  to  delay  its 
vote  on  price  caps  for  the  LECs 

□  Adapso 

□  Ad  Hoc  Telecommunications 
Users  Committee 

□  Aeronautical  Radio,  Inc. 

□  America’s  Carriers 
Telecommunications 
Association 

□  American  Airlines,  Inc. 

□  American  Express  Co. 

□  AT&T 

□  Automatic  Data  Processing,  Inc. 

□  Boeing  Computer  Services  Co. 

□  Committee  of  Corporate 
Telecommunications  Users 

□  CompuServe,  Inc. 

□  Consumer  Federation  of 
America 

□  Electronic  Data  Systems  Corp. 

□  Ford  Motor  Co. 

□  General  Electric  Co. 

□  Independent  Data 
Communications  Manufacturers 
Association,  Inc. 

□  International  Communications 
Association 

□  J.C.  Penney  Co.,  Inc. 

□  McGraw-Hill,  Inc. 

□  MCI  Telecommunications  Corp. 

□  Metropolitan  Fiber  Systems,  Inc. 

□  National  Association  of  State 
Utility  Consumer  Advocates 

□  National  Data  Corp. 

□  National  Retail  Federation 

□  New  York  Clearing  House 
Association 

□  Office  of  the  People’s  Counsel 
of  the  District  of  Columbia 

□  Ohio  Consumer’s  Counsel 

□  Tele-Communications 
Association,  Inc. 

□  3M 
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unveil  software 

“Regardless  of  whether  the 
user’s  desktop  device  is  an  asyn¬ 
chronous  terminal,  a  PC  running 
DOS,  OS/2  or  Unix,  or  a  Macin¬ 
tosh,  users  can  directly  access 
data  residing  on  the  Unix  data 
base  server,”  said  James  Sha, 
vice-president  of  Oracle’s  Unix 
Product  Division. 

Oracle  Server  for  PC  Unix  is 
also  the  first  Unix  server  to  sup¬ 
port  Novell’s  Internetwork  Pack¬ 
et  Exchange/Sequenced  Packet 
Exchange  (IPX/SPX)  protocols. 

Industry  analysts  praised  the 
Oracle/Compaq  announcement 
because  until  now,  NetWare  us¬ 
ers,  which  constitute  about  60% 
of  the  installed  base  of  LAN  users, 
have  been  unable  to  access  data 
bases  on  Unix  servers. 

Richard  Finkelstein,  president 
of  Performance  Computing,  Inc., 
a  Chicago-based  consulting  firm, 
said  that  until  this  announce¬ 
ment,  only  minicomputer-  and 


mainframe-based  DBMSs  could 
utilize  symmetrical  multiprocess¬ 
ing  hardware. 

“Symmetrical  multiprocess¬ 
ing  on  microcomputer  servers  for 
PC  LANs  is  important  because  it 
gives  small  and  midsize  users  a 
lot  of  processing  power  at  a  rela¬ 
tively  cheap  price,”  he  said.  “The 
announcement  is  good  news  for 
small  and  midsize  users.” 

But  Finkelstein  added  that  us¬ 
ers  may  encounter  some  bugs 
early  on.  “Historically,  it’s  taken 
DBMS  software  and  network  op¬ 
erating  system  software  one  to 
two  years  of  running  on  a  [sym¬ 
metrical  multiprocessing]  ma¬ 
chine  before  all  the  bugs  are 
worked  out,  ”  he  said. 

Oracle  Server  for  PC  Unix  re¬ 
quires  a  minimum  of  6M  bytes  of 
random-access  memory  and  80M 
bytes  of  hard  disk  storage. 

The  product  is  scheduled  to 
ship  in  October.  Pricing  begins  at 
$5,100  for  a  two-  to  eight-user 
386  or  486  single-processor  con¬ 
figuration.  □ 


NET  makes  run 
with  ADNX  line 

continued  from  page  6 
is  much  more  of  a  stand-alone 
product  that  can  be  used  either 
with  IDNX  backbones  or  in  stand¬ 
alone  applications.” 

NET  jointly  developed  the 
IDNX/ 1 0  with  Telco  Systems  Net¬ 
work  Access  Corp.  in  Fremont, 
Calif.  The  IDNX/ 10,  like  the 
ADNX/48,  supports  as  many  as 
two  T-l  lines.  But  the  IDNX/ 10 
has  not  met  NET’S  expectations, 
selling  in  the  hundreds  of  units 
rather  than  the  anticipated  thou¬ 
sands  of  units,  Owen  said. 

“I  think  we  somewhat  mis- 
characterized  the  feeder  market¬ 
place,”  Owen  said.  “We  thought 
it  could  sustain  much  higher 
prices  and  functionality.” 

Depending  on  configuration, 
the  IDNX/10  costs  $10,000  to 
$30,000  —  too  much  for  many 
users  to  spend  on  a  multiplexer 
for  a  remote  site,  analysts  said. 
Other  vendors  offer  products  that 
cost  half  as  much,  they  said. 

The  ADNX/48  is  much  less  ex¬ 
pensive.  NET  will  offer  an  eight- 
slot  ADNX/48  for  $3,500,  a  12- 
slot  model  for  $4,200  and  a  24- 
slot  model  for  $4,200.  The 
ADNX/48  can  be  ordered  now 
and  will  be  available  by  year  end. 
The  company  will  continue  to  of¬ 


fer  the  IDNX/10. 

NET’S  continued  effort  to 
make  a  dent  in  the  market  for 
low-end  T-l  equipment  is  indica¬ 
tive  of  a  trend  among  T-l  ven¬ 
dors,  analysts  said.  “While  the 
market  for  backbone  network 
muxes  is  slowing  down,  there  is 
growth  in  extending  those  net¬ 
works  to  remote  locations,”  said 
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VY  hile  the  market 
for  backbone  net  muxes 
is  slowing  down,  there  is 
growth  in  extending 
those  networks  to 
remote  locations.” 
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Berge  Ayvazian,  a  vice-president 
at  The  Yankee  Group,  a  Boston- 
based  market  research  firm. 

“Many  corporations  have  sub¬ 
stantially  built  their  T-l  back¬ 
bones  and  now,  as  T-l  [line]  costs 
continue  to  decline,  they  are 
bringing  in  more  smaller  loca¬ 
tions,  and  this  product  is  really 
targeted  at  that  expansion,” 
Owen  said.  □ 


DEC  details 
Phase  V  plan 

continued  from  page  1 
ted  that  DEC  did  not  fully  under¬ 
stand  the  difficulty  of  upgrading 
the  company’s  broad  product  line 
to  support  Phase  V. 

The  announcement  last  week 
of  Version  2.0  of  DEC  X.25  Access 
for  Ultrix,  a  product  that  lets  Ul- 
trix  customers  use  X.25  transmis¬ 
sion  facilities,  is  a  significant  step 
toward  Phase  V,  according  to  Au- 
gun.  The  product  previously  sup¬ 
ported  Transmission  Control 
Protocol/Internet  Protocols. 

Augun  said  DEC  will  follow 
this  announcement  with  others 
during  the  next  18  months  that 
will  fill  out  Phase  V.  The  majority 
of  the  Phase  V  products  will  be  un¬ 
veiled  in  the  first  nine  months  of 
that  period,  she  added.  The  out¬ 
standing  products  include  a  ver¬ 
sion  of  Directory  Name  Services 
that  supports  X.500  and  Virtual 
Terminal  Protocol  support. 

Mixed  reviews 

“All  of  this  stuff  takes  time,” 
said  Hal  Folts,  president  of  Omni¬ 
com,  Inc.  in  Vienna,  Va.,  which 
advises  users  and  vendors  on  the 
application  of  standards  for  OSI. 
“But  DEC  has  a  comprehensive 
plan  that  I’m  quite  impressed 
with.” 

Some  analysts  had  less  flatter¬ 
ing  assessments  of  DEC’S  prog¬ 
ress  on  Phase  V.  Howard  Niden, 
senior  manager  for  Price  Water- 
house  in  Chicago,  said  DEC  is  fail¬ 
ing  to  deliver  on  its  initial  prom¬ 
ise  to  have  key  portions  of  Phase 
V  in  place  by  this  month.  “As  late 


as  last  October,  in  front  of  ana¬ 
lysts  and  consultants,  Digital  was 
confidently  saying  Phase  V  was 
on  target  for  September.” 

Frustrated  user 

Hughes  Aircraft’s  Huber  has 
been  frustrated  in  his  attempts  to 
obtain  Phase  V  rollout  plans  from 
DEC.  “I  have  formally  requested 
of  DEC  over  the  past  six  to  eight 
months  a  rollout  schedule,  and 
they  have  stonewalled  my  re¬ 
quest,”  he  said. 

Steve  Wendler,  vice-president 
at  Gartner  Group,  Inc.  in  Stam¬ 
ford,  Conn.,  suggested  that  Phase 
V  has  been  the  victim  of  problems 
at  DEC.  “I  think  the  project  has 
been  mismanaged,”  he  said. 

Augun  contends,  however, 
that  the  implementation  is  on 
schedule  and  will  be  done  in  “log¬ 
ical  segments”  so  users  can  readi¬ 
ly  migrate  from  Phase  IV  to  Phase 
V.  “We  feel  it  behooves  us  to 
make  absolutely  certain  that  the 
transition  for  those  people  is 
smooth  before  we  announce  the 
products,”  Augun  said. 

Observers  said  both  DEC  and 
its  users,  particularly  govern¬ 
ment  agencies  that  need  to  com¬ 
ply  with  the  Government  OSI  Pro¬ 
file  (GOSIP)  specification,  could 
suffer  from  prolonged  delivery 
delays. 

“The  whole  idea  was  that  the 
GOSIP  train  left  in  August,  and 
that  was  last  month,”  said  David 
Judson,  senior  technical  director 
to  the  integration  technology  di¬ 
vision  at  Wright  Patterson  Air 
Force  Base  in  Ohio.  “I’m  trying  to 
be  compliant,  and  that’s  why  I’m 
interested  in  this.”  □ 
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At  some  point,  growing  up 

means  giving  15) 
something  you  once  loved. 


At  first,  you  loved  your  network  operat¬ 
ing  system.  It  made  life  easier  for  you. 

But  now  your  networks  and  needs  are 
growing.  And  you  need  to  tie  everything 
together  into  a  single,  integrated  network. 

Unfortunately,  your  current  network 
operating  system  can’t  handle  it. 

TVade  in  your  old  networks 
for  VINES?  And  for  cash  credit. 

Consider  VINES.  It  lets  you  easily  turn 
your  isolated  PC  clusters  into  a  corporate¬ 
wide  PC  network  with  unlimited 
future  capacity. 

VINES’  strong  standards  support  helps 
to  protect  your  current  investment  in 


server  hardware,  communications  equip¬ 
ment  and  applications. 

And  right  now,  you  won’t  lose  your 
networking  software  investment,  either. 
Trade  in  your  present  software  and  we’ll 
give  you  cash  credit  toward  the  purchase 
of  any  VINES  product. 

For  example,  get  a  credit  of  up  to  $3,500 
for  your  copy  of  NetWare® 

Additional  discounts  apply  to 
larger  networks. 

Our  networking  options  for 
your  business  solutions. 

You  don’t  even  have  to  give  up  all  your 
current  networking  software  to  use  VINES. 


Migrate  to  VINES  gradually.  Or  upgrade 
completely  now.  And  join  the  thousands 
of  other  satisfied  users. 

Call  us  at  800-828-2404  (in  MA 
508-898-2828)  for  more  details  on  our 
trade-in  program. 

Isn’t  it  time  you  found  something 
to  love  that  you’ll  never  outgrow? 


j  banyanI 


Banyan  Systems  Incorporated,  120  Flanders  Road,  Westboro,  MA  01581  NetWare  is  a  registered  trademark  of  Novell,  Inc. 


Networking.  Without  Limits. 
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At  some  point,  growing  up 

means  giving  up 
something  you  once  loved. 


At  first,  you  loved  your  network  operat¬ 
ing  system.  It  made  life  easier  for  you. 

But  now  your  networks  and  needs  are 
growing.  And  you  need  to  tie  everything 
together  into  a  single,  integrated  network. 

Unfortunately,  your  current  network 
operating  system  can’t  handle  it. 

Trade  in  your  old  networks 
for  VINES?  And  for  cash  credit. 

Consider  VINES.  It  lets  you  easily  turn 
your  isolated  PC  clusters  into  a  corporate¬ 
wide  PC  network  with  unlimited 
future  capacity. 

VINES’  strong  standards  support  helps 
to  protect  your  current  investment  in 


server  hardware,  communications  equip¬ 
ment  and  applications. 

And  right  now,  you  won’t  lose  your 
networking  software  investment,  either. 
Trade  in  your  present  software  and  we’ll 
give  you  cash  credit  toward  the  purchase 
of  any  VINES  product. 

For  example,  get  a  credit  of  up  to  $3,500 
for  your  copy  of  NetWare® 

Additional  discounts  apply  to 
larger  networks. 

Our  networking  options  for 
your  business  solutions. 

You  don’t  even  have  to  give  up  all  your 
current  networking  software  to  use  VINES. 


Migrate  to  VINES  gradually.  Or  upgrade 
completely  now.  And  join  the  thousands 
of  other  satisfied  users. 

Call  us  at  800-828-2404  (in  MA 
508-898-2828)  for  more  details  on  our 
trade-in  program. 

Isn’t  it  time  you  found  something 
to  love  that  you’ll  never  outgrow? 


|  BAnyArf  | 


Networking.  Without  Limits. 


Banyan  Systems  Incorporated,  120  Flanders  Road,  Westboro,  MA  01581  NetWare  is  a  registered  trademark  of  Novell,  Inc. 


HHCall  for 

Network  World  believes  networking  can  change  the  way  organizations  do 
business,  helping  them  become  more  competitive,  more  productive  and  more 
responsive  to  opportunities  and  changing  market  forces.  Each  year,  through 
our  annual  User  Excellence  Awards,  we  honor  users  that  have  applied  network 
technology  to  gain  competitive  advantages. 

Winners  of  this  year’s  User  Excellence  Awards  will  be  featured  in  the  November 
26  issue  of  Network  World.  The  awards  will  be  presented  at  the  Communica¬ 
tion  Networks  conference  in  Washington,  D.C.  in  January. 

Here’s  your  chance  to  spotlight  your  networking  efforts  and  get  into  the  run¬ 
ning  for  the  Sixth  Annual  User  Excellence  Awards.  Please  submit  a  250-  to  500- 
word  abstract  explaining  how  networking  has  helped  your  organization 
achieve  its  strategic  goals. 


Entries 


Has  networking  helped  you  differentiate  your  products  and  services  from 
those  of  competitors  or  launch  new  products  and  services?  Has  networking 
helped  you  bring  products  to  market  more  quickly?  Have  network  technologies 
such  as  EDI  helped  you  build  closer,  more  productive  relationships  with  cus¬ 
tomers,  suppliers  or  other  business  partners? 

The  size  of  your  network  isn’t  important  —  it’s  how  networking  has  helped  you 
achieve  your  objectives  that  matters. 

You  may  write  your  abstract  in  the  space  provided  below.  This  form  is  a  pre¬ 
paid  mailer  that  can  be  sealed  and  returned  at  no  expense  to  the  address  on  the 
reverse  side.  You  may  also  fax  your  entry  to  us  at  (508)  820-3467  or  mail  it  to: 
Special  Projects  Editor,  Network  World,  1 6 1  Worcester  Road,  Framingham, 
Mass.  01701. 


Please  be  sure  to  include  your  name,  title,  address  and  telephone  number.  All  entries  must  be  submitted  by  Monday,  Oct.  8. 

Get  the  recognition  you  deserve  for  your  innovative  networking  efforts  by  entering 
Network  World’s  Sixth  Annual  User  Excellence  Awards  today.  Good  luck! 


Entry  Form 


To  enter  Network  World’s  Sixth  Annual  User  Excellence  Awards,  please 
submit  a  250-  to  500-word  abstract  outlining  how  networking  has  helped 
your  organization  achieve  its  strategic  goals.  You  may  use  this  pre-paid 
entry  form  or  submit  an  abstract  via  fax  at  (508)  820-3467  or  by  mail  to: 


1. 


Title: . 


Name: 


Special  Projects  Editor, 

Network  World,  161  Worcester  Road, 

Framingham,  Mass.  01701. 

All  entries  must  be  submitted  by  Monday,  Oct.  8. 


Address: 


Company  name:_ 


Phone  number: 


Abstract: 


(Additional  space  on  the  reverse  of  this  form) 


Join  the  elite  corps  of  network  innovators 

Enter  Network  World’s  User  Excellence  Awards 


Past  User  Excellence  Award  winners 


1985 

1986 

1987 

1988 

1989 

Dow  Jones  &  Co.,  Inc. 

Florida  Power  & 

Unified  School  District 

American  Express  Travel 

CSX  Technology,  Inc 

• 

Light  Co. 

259  of  Wichita,  Kansas 

Related 

• 

First  Interstate 

• 

• 

Services  Co. 

Sears  Technology 

Bancorp 

First  Wisconsin  National 
Bank  of  Milwaukee 

Midlantic  Banks,  Inc. 

• 

Bechtel  Group,  Inc. 

Services,  Inc. 
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